





Headquarters for L.P. gas Information Since 193] 


t 


the BEST costs no MORE 


And that’s carefully controlled Anchorgas Butane umd Propane, of 
course . .. But an. Anchor customer gets. more than that . . . and 
at no extra.cost. We're speaking of Anchor’s service . . . service 
geared to the largest need, but never losing the touch that makes 
doing business a pleasure Service which is immediately 
flexible to meet your unusual need . . . Service offered by young 
men who are old in experience in your needs . . . Service which 
deems making deliveries as promised a mere matter of course. 


ANCHOR SELLS _WHOLESALE ONLY .. . will never be your 
competitor on the retail level. If you wish fo remain independent, 
get the best gas and service at no extra cost, write Anchor about 
their “Golden Rule” year-round contract. 
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Shoulder Filling for Your Convenience—Filling valve and other 
fittings are grouped on the shoulder of the tank, where they are 
always easy to see and easy to reach without stretching. Elimi- 
nates strain on the filling valve and line. 


Designed for Your Security and Peace of Mind—Hackney Systems 
are designed and built in strict accordance with safety require- 
ments of 1949 or 1950 ASME Code, and NBFU Regulations. 
Made of selected steel and rigidly inspected after every forming 
and welding operation. Completed tanks are hydrostatically 
tested and thoroughly cleaned and dried. 


Made in Many Sizes to Meet Your Needs—499, 640, 855, 995 
and 1135 gallons (W.C.)—and other sizes—to meet your needs 
for quality systems for commercial and industrial customers, 
domestic installations, farms, contractors and other heavy users 
of LP-Gas. Send today for full information. 


PRESSED STEEL TANK COMPANY 


Manufacturer of Hackney Products 


1487 S. 66th St., Milwaukee 14 * 1399 Vanderbilt Concourse Bldg., New York 17 
227 Hanna Bidg., Cleveland 15 * 936 W. Peachtree St., N.W., Room 112, Atlanta 3 
208 S. LaSalle St., Room 790, Chicago 4 * 552 Roosevelt Bidg., Los Angeles 17 
18 W. 43rd St., Room 13, Kansas City 11, Mo. 

Downingtown Iron Works, Inc., Division, Downingtown, Pa. 





famous Hackney quality LP-Gas Cylinders 


C272 LP-Gas Systems 








Designed for you by the makers of 








This convenient arrangement of 
valves and fittings is fully protected 
by the seamless, streamlined hood. 








CONTAINERS FOR GASES, LIQUIDS AND SOLIDS 
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Wovember 21, 1952 


These Meter =| sce 
Adv t Gentlemen: 

g n ages We wish to advise you that after many years of experimenting in the LP-Gas 
C a a & we have mate: 
e Yours 





2 business, We find that by using Rockwell LP-Gas meters, 

4 benefited our service, both to ourselves and to our customerse This has 
been brought about as follows. 

or a small amount 


omers are better able to pay f 
rather than paying for @ big, heavy load once 





c 1. We find that the cust 
of gas once & month, 

J every four monthse 
fact that they do not have to buy 


: Wh P 
E atever the size of your o P 
i you, too, can win peration,; ; 2, We find that the customer Likes the 
har ; customers, and F a large storage tank to use LP-Gas. This cuts down on their initial 
2 vest increased profits by usi : investment and naturally, they are very well pleased with that. 
Oo in B 
ckwell LP-Gas meters. The a cs 3. We find that by having metered service, We can get more for our gaS~ 
attractive, light in w :* Annie . ; This maintains & higher gas sales price per gallon, therefore, bene~ 
install d eight, easy to fits us from @ profit angie. This js materially realized when one 
an lastingly accurate. Y F takes into consideration that the differential between our metered 
use of Rockwell wt our Be gas price and our regular gallon price is around eight (8) cents per 
prestige to ate will add gallon. Therefore, the metered service more than pays for itself. 
our i : 
build sales on usiness, Cut Costs, : hh. While the cost of installation is greater to ts as a company, still 
i y not get full detail , we find that it enables us to warrant the customer that they are 
tails ” getting all the service they paid fore We never have any complaints 
of underweight or short filling of cylinderse 


we find that the metered 245 service is greatly superior to 
id in bulk by the gallon. We 
oyal 


All in all, 
the tank truck operation, where gas is 5° 
are better satisfied and are more 1 to us 


ROCKW 
: MANU Ae 3 believe that our customers 
F ACT U R i N G Cc re) : than they would pant om Ss. or to ourselves, where we 


sell gas on the 6 
PITTSB ; 
Se a” 8, PA. Atlanta Boston Chica 
eta os Angeles N. Kansas City New iss 
rg San Francisco Seattle Tulsa 


today? Write— 


dct clbsit ineninan dR Stone nesalndi 


Yours very truly, 


Seam. 











Modern Vapo Gas Company 
plant at Bonaventure, Fla 
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LETTERS 


Kansas 


I have a 1949 Mercury using pro- 
pane and want to increase the com- 
pression ratio to 7:1 or 7:5. 

Is there a Ford or Lincoln head 
that will raise the compression? 

How much milling would be neces- 
sary to raise the Mercury head to 
1:5? 

I am only getting 13 miles per gal- 
lon against 20 on gasoline. 

I am having trouble getting the 


motor to idle slow. 
J.J.D. 


The heads from the standard Ford pas- 
senger car engine will fit your Mercury, 
giving a compression ratio of 7.2:1. Ifyou 
wish to go on up to 7.5:1, you may do so 
by milling the Ford engine heads .030 in., 
or by milling the Mercury heads .060 in. 

As these heads are milled out to clear 
the dome top pistons, it will probably be 
necessary to deepen the concavities to pre- 
vent the pistons from striking the heads. 
You may determine whether or not this is 
needed by laying the heads in position on 
the blocks without a gasket, without bolt- 
ing down, then turning the engine with 
the starter. If the pistons do not strike the 
heads, then the clearance after the heads 
are installed with the gaskets will be satis- 
factory. 

Raising the compression as noted above 
will increase both the power and the miles 
per gallon. With 7.5:1 ratio, you may not 
get quite as good mileage as with gasoline, 
but it should be fairly close. 

Bad idling of this engine may come from 
a number of causes. We would suggest 
that you run the engine for a few minutes 
on gasoline, and see if the idling is any 
better. If it is equally bad on gasoline, 
then the trouble is in the engine and not 
in the L. P. gas carburetor. If so, check 
for sticking valves, air leaks in manifold, 
unequal spark plug gaps, and ignition de- 
fects. 

If the idling is good on gasoline, but poor 
on propane, the trouble is in the L. P. gas 
carburetion system, or the gasoline shut- 
off valve is leaking enough to upset the 
idling mixture. Check this first by shut- 
ting off the propane and seeing if the en- 
gine will idle with the gasoline choke set 
at various positions. If not, check the idle 
circuit ef the carburetor. The fittings at 
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both ends should have openings of ap- 
proximately % in. The lower end of the 
idle tube must not be connected to the fit- 
ting in the carburetor which connects with 
the distributor. It should be attached to a 
special idle plate mounted between the 
carburetor and the manifold, and connect- 
ing with both halves of the intake mani- 
fold. 

The vent hole in the bottom of the regu- 
lator must be open to the atmosphere. We 
find that these holes are sometimes plugged 
to prevent the entrance of dirt, but this 
should not be done, as it affects both the 
idle and the full power operation. 

The recommended idling speed of the 
Mercury engine is 425 revolutions per min- 
ute with gasoline, which would be equal 
to a road speed in high gear of about seven 
or eight miles per hour. It should not be 
expected to idle much lower than this on 
propane.—Ed. 


North Carolina 


We have a customer who wishes to 
fire a radiator vat by propane gas. 
This vat is 10 ft. long, 4 ft. wide and 
18 in. deep, although it is usually 
filled only 12 in. deep. The bottom 
of this vat is about 2 ft. off a 
cement floor and is enclosed on both 
sides and one end with common 
brick. The vat is made of sheet steel 
and the bricks go from the floor to 
the top of vat, and the top is covered 
with a hinged door made of two lay- 
ers of %-in. pine lumber. 


Our customer wants to maintain a 
temperature of from 180° to 200° in 
subject vat for about 10 hours a day, 
and normally cleans about 50 radi- 
ators a month. 

Will you please furnish us with any 
information you can on the follow- 
ing? 

1. Best method of applying heat to 
vat. 

2. Name and address of manufac- 
turer who can supply burners. 

3. Approximate monthly fuel bill 
with propane selling at 19 cents a 
gallon. 

Our customer has seen a similar 





vat fired by gas in this manner. The 
vat had two 4-in. pipes inside of same 
on the very bottom. These pipes ex- 
tended through one end of vat and 
had a gas burner in the end of each 
one. The other end of these 4-in. 
pipes elbowed at 90° angle against 
the other end of vat (on the inside) 
and extended about 8 ft. up, discharg- 
ing inside of building. 
J.C.B. 


The vat your customer has seen, which 
has the immersion type heating tubes, is 
a good method of heating the liquid in 
the vat. 

Probably the same burners as those used 
in the vat your customer saw can be used 
for propane if the orifice is correctly sized. 
Some companies which manufacture suit- 
able burners for this type of heating are: 

Eclipse Fuel Engineering Co., 711 S. 
Main St., Rockford, Ill. 

Surface Combustion Corp., Toledo 1, 
Ohio. 

When writing for the burners you should 
give the burner company the details you 
have furnished us so that it can supply 
you the proper size of burners and recom- 
mend the correct size of tubes. Four-inch 
immersion tubes may not be correct for 
your customer’s vat and may not suit one 
type of burner, when they would be cor- 
rect for another type. 

We cannot tell you what your custom- 
er’s fuel bill would be because there are 
too many intangibles to permit a good 
estimate. Perhaps the burner companies 
can advise you regarding it, as they have 
more experience with immersion heating 
jobs.—Ed. 


Texas 


I wish to use butane or propane to 
run a Minneapolis Moline 55 hp. sta- 
tionary engine, provided your calcu- 
lations to me will show me that it is 
cheaper than natural gas. 

Will you transfer the figures I am 
giving in Table 1 into butane and/or 
propane cubic feet and into dollars 
and cents (butane and propane 
costs), basing your calculations on 
my condition where these cubic feet 
are purchased at 75 cents per 1000 
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Type 64 Hi-Joe’’ 


FIRST STAGE REGULATOR FOR TWO 
STAGE TANK SYSTEMS AND OTHER 
HIGH PRESSURE SERVICES. 


NORMAL SETTING: 15 POUNDS OUT 


OTHER RANGES AVAILABLE: 3 to 10 Ibs.; 5 to 20 lbs. 
5 to 35 Ibs.; 30 to 60 Ibs. 


®@ Circumstances sometimes make it advisable to reduce 
cylinder or tank pressures in two ‘‘stages’’, the first con- 
sisting of either a Type 64 or a high pressure Type 722VH 
reducing tank pressure down to 10 psi, the second con- 
bes acme sisting of a Type 922, Type 932, Type 722V, or a group 

. of Type 912 reducing this ‘‘intermediate’’ pressure down 
CAPACITY: to 11” water column. 


eae * 
ified 


600 cubic feet (1,312,000 


Sih ier biec areal This two stage method can be of advantage in several 


ways. Properly employed, it permits the use of small piping 


" where tank or cylinder is remote from point of gas use, or 
CONNECTIONS: where there are multiple dwellings to be served. It has 
2” female pipe thread value in reduction of freezing problems. It provides for 






constant appliance pressures under adverse conditions. 


MULTIPLE SINGLE 
INSTALLATION INSTALLATION 


7 
—[1\ TYPE 722V SECOND 
TT STAGE REGYLATOR 
| SET FOR II W.C. OUTLET 
type 912(0R 922)| Bi (7 PRESSURE 
¢4 SECOND STAGE B WL 
REGULATORS i i i 
4 1 
jeg HEY 


‘TT-SET FOR 11" WC 
47 OUTLET PRESSURE 
we? SP 


ae 


FISHER GOVERNOR COMPANY - MARSHALLTOWN, IOWA 
EASTERN OFFICE: 212 New Dickson Bidg., Westport, Conn. © 


LEADS THE INDUSTRY IN RESEARCH FOR BETTER GAS PRESSURE CONTROL 
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cu. ft., and delivered to me at 4 oz. 

on 6 oz. if I wanted it, and no extra TABLE 1. EXAMPLE FROM 1952 

charge for 6 oz., and sold at atmos- 

pheric pressure on a flat 75 cent January I used 573 million cu. ft... cost $41.98 
charge? However, I run regularly February I used 86.2 million cu. ft... eee cost 64.65 
on 4 oz. March E yee: Ga eres Cte fe cost 47.78 

I paid this $483.72 as it became due April I used 74.0 million cu. ft... ecceeeens cost 55.50 
monthly, but I have been told by sev- May I used 69.8 million cu. ft... cost 52.35 
eral parties that butane and/or the June I used 72.0 million cu. ft............................ cost 54.00 
mixture of butane and propane will July I used 79.6 million cu. ft... eee cost 59.70 
save me money, so will’ you please August T used 86.1 milion cu, ft... cost 41.68 
settle this matter for me in a con- September I used 55.0 million cu. ft... cost 41.68 
clusive manner? — —. 

Kindly send me all of your data on 645.7 $483.72 
the new mixer gas system and its ” 
saving features, and tell me what I . 
would have to have to run a 55 hp. 
gas and/or gasoline engine with this 
new system. 

vy DS. a Asa 2. 
* ; 

It appears there is a slight misunder- of ye a Equivalent Propane 
standing of the gas company’s nomencla- Month Nat. Gas Cost Thous. Cu. Ft. Gallons 
ture and its interpretation. We believe the LS DOOR 57.3 41.98 23.8 657 
& pynpeny bill ange 57.3 age rg ree February...................... 86.2 64.65 35.8 989 

e “M” desi ousands of cubic 
et tether than millions and 513 M would — Sfegariev en ee poe pe be 
mean 57.3 thousands or 57,300 cu. ft. This _ Aeginetans aa é . ¥ 
is verified in calculating the bills at 75 MOY nenneneaenneenneencene 69.8 52.35 29.0 800 
cents per 1000 cu. ft. of natural gas. 0 72.0 54.00 29.8 826 

In converting the natural gas to equiva- 7 5 ROR lit ers ak 79.6 59.70 33.1 913 
lent cubic feet and gallons of propane on 3 Se aR EOE 88.1 66.07 36.6 1010 
the attached chart, the heating value of September.................... 55.0 41.68 22.8 631 
natural gas was assumed to be 1050 Btu FS wit: PES 
per cu. ft., propane at 2525 Btu per cu. ft. TER SET eae 645.7 483.72 268.0 7406 
and 91,600 Btu per gallon. 

For example: 


(57,300 cu. ft. natural gas X 1050) + 2525 
= 23,800 cu. ft. propane. 

(57,300 cu. ft. natural gas < 1050) + 91,600 
= 657 gal. propane. 

Based on the total figures the break even 
price for propane on an equivalent heat- 
ing value basis is ($483.72 + 7406 gal.) = 


$.0652 per gallon. If propane can be de- . 


livered for any price per gallon under 
$.0652 per gallon, you will be saving money, 
other factors being equal. (See Table 2.) 

No information was included in your 
letters about the type of carburetion or 
make of engine, nor length of operating 
periods. A’55 hp. engine will pull about 
5.5 gal. per hour when working under full 
load. For short periods of operation per 
day a 500-gal. storage tank, when at least 
one-fourth full, would probably have ade- 
quate vaporizing capacity so that a con- 
vertor would not be needed.—Ed. 


Wisconsin 


We are installing a propane fired 
gas furnace of 95,000 Btu input, and 
there is a conventional unlined brick 
chimney adjacent to the furnace 
which we plan to use for the vent. 

It was decided to use a double 
wa)led aluminum vent pipe as it can 
be installed readily, and we under- 
Stand the damage that the products 
of propane combustion do to brick 
and mortar chimneys. This was more 
of a consideration than the fast warm- 
up of aluminum pipe because this is 
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a 32-ft. chimney and always has a 
strong draft. Main consideration, 
therefore, was to preserve the chim- 
ney. j 

The owner now wishes to install a 
gas-fired incinerator and logically it 
will go in this same chimney. The 
manufacturer of the incinerator ad- 
vises against it since the products of 
combustion may go to 1200° and melt 
the aluminum pipe. 

It will be just about impossible in 
this house to run a separate vent for 
the furnace so the incinerator can 
have use of the chimney. Our ques- 
tion is one of finding a solution. Is 
there something else that we can line 
the chimney with that will preserve 
the chimney and also handle the in- 
cinerator? 

N.W-F. 


Regarding the venting of incinerators, 
we have made some inquiries to see if we 
could not come up with a more satisfac- 
tory answer to your problem than the one 
we must give you. 

Double-walled stainless steel vent pipe 
was the answer we had hoped to find, and 
we are told this is being developed for 
incinerator service but is not available and 
will not be so for some time. The alumi- 
num type will not withstand the heat from 
the incinerator. 

It appears that the only flue lining that 


you can use for the incinerator is a Class 
A type which is made of fire clay or simi- 
lar material. These fire clay chimney liners 
come in a variety of sizes and shapes, and 
you may be able to find one that you can 
install in the chimney with which you are 
concerned. These liners can be found at 
most building supply houses. The sections 
should be cemented together with an acid 
resisting cement. 

Such a lining will handle both vents, al- 
though it probably will not give as good 
service on the furnace as your present 
lining.—Ed. 


North Carolina 


In your May issue under “Letters,” 
“B.O.”, Wisconsin, asks for advice on 
a safety device which shuts off gas 
when pressure is too high. 

I think he was referring to the 
“Poly-Trol” safety shut-off valve sold 
by Handley-Brown Heater Co., Jack- 
son, Mich. 

Excessive pressure raises dia- 
phragm, releasing steel ball which 
stops flow of gas. Also in a fire a fuse 
melts and does same. 

S. L. PAXTON, 
; Matthews, N. C. 

This is valuable information, and we 
are glad to pass it on to our readers.—Ed. 
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.. . Yes— when you specify “Stanolind” you can be 
SURE of dependable “on spec.” products from conven- 
iently located, modern plants, and trained 
technical personnel to assist with YOUR 
problems. Why not write, wire or call. 


TANOLIND 
Oil and Gas Company 


LP GAS SALES SECTION 6 STANOLIND BUILDING 


P. O. BOX 591 Bice al TULSA, OKLA. 7 
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Editorial Comment 








A_NEW NATIONAL PETRO-CHEMICALS CORP. plant near Tuscola, Ill., 
will remove liquefiable hydrocarbons coming through the Pan- 
handle Eastern pipeline with natural gas. Among other products, 
they expect to recover 140 million gallons of LPG per year--as 
much as the entire industry marketed in 1937. 













SOME OF OUR GOOD INDUSTRY PEOPLE who are having trouble borrow- 
ing as much as 45% on the physical assets of their businesses 
will not be comforted to note that they are forced to compete 
with other businesses which are able to borrow 45 times the 
amount of their wholly-owned assets--and from that on up. The 
latest financial report of the Rural Electrification Administra- 
tion shows at least one REA co-op with borrowings as high as 67 
times its paid-in capital. 












To make the situation tougher, our industry people are not 
exempted from any of the tax levies which supply the money that 
supports this competition. They "kick in", along with all the 
rest of us, or they go to jail. Lovely business, being forced to 
compete with yourself on terms that you cannot possibly meet. 








On this same general subject, our folks down in Kentucky are 
forced to meet this same REA competition on about the lowest 
rate scales in the United States, and certainly on the lowest 
level of ethics that has as yet appeared in the competitive 
picture. The electrical people are in the fight with all the 
zeal and fire of crusaders--and they let the truth fall where 
it may. 










~The LPG people have lost all patience with the erring brothers, 
and are recruiting and drilling their forces for a show-down 
fight. The Battle of Kentucky will be worth watching. 









THE CONVERSION TIDE continues to run strong, with dealers 
showing increased activity and manufacturers reporting a rising 
flow of inquiries for orders and equipment. Fleet operators lead 
the way, as this is one conversion market where savings show up 
in big, impressive figures. 













Proof of the expanding interest in LPG conversion is found ina 
three column news story appearing in a recent issue of "The Wall 
Street Journal". The article quoted statistics and case his- 
tories covering conversions in various parts of the country. 
Suffice it to say, the "Journal" has a knack for keeping its 
finger on the pulse of BIG BUSINESS! 













ANCO 


MANUFACTURING & 
SUPPLY CO. 


aye 4 


217 EAST ARCHER @ TULSA, OKLA. 


BRANCH OFFICES 


MINNEAPOLIS MINNESOTA @ OMAHA NEBRASKA 
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LPG dealers are boosting 
sales by using the “PIG” 
as a promotional item... 


The new, improved Anco “PIG” 
has a larger deep-drawn hood. 


Fittings are relocated to 
permit ease of operation. 


~Now you can get this popular “PIG” in 
a new, improved model that will stimulate 
your sales. .. . Dealers like the Anco “PIG” 
because it can be transported when filled— 
customers bring it in for refueling. It is 
ideal for tractor refueling—farmers can 
take it right into the field. It is also 
popular for light domestic loads, motels, 
side road stands, restaurants. . . . It replaces 
four bottles. 
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Kentucky’s Thoroughbred Scores Again 


Through the years we have come to expect 
that every so often Kentucky’s most amazing 
woman, L. P. gas dealer Frances Holliday, will 
bob up with another display of fortitude and 
long range planning. She never disappoints her 
audience. 

The sequence started back in World War II. 
Convalescing after the removal of a tubercular 
lung, and in urgent need of fresh air and man- 
power, Frances drove her own delivery truck. 
With the help of a seventeen year old boy who 
did the heavy lifting, she saw that her custo- 
mers in the Kentucky hills did not run out of 
gas. Later she piloted the organization of the 
Kentucky L. P. Gas Association, and served 
as it’s president. Her handiwork appears 
throughout the program that has earned that 
fine group it’s position of eminence among the 
state associations. - © 

And now, with a running jump, she has 
driven both heels into the solar plexus of our 
long-time enemy, Reddy Kilowatt. 

For many years the electrical boys have re- 
garded the state universities, agricultural col- 
leges and extension services as their private 
and exclusive domain, and our industry has 
accomplished little in correcting that error. 
Government sponsored and financed rural elec- 
trification, and government sponsored and 
financed advice to farmers and their wives, just 
seemed to go hand in hand. Graduates of these 
esteemed institutions, the County Agents and 
the County Home Demonstration Agents, have 
helpdd mightily to bring the “finer things of 
life” to the homes of rural Kentucky by the 
power-line route. Rough competition for our 
industry, we have heard. And we have also 
heard strong men say, in effect, “It’s no use 
trying to fight the government”. 

Frances just didn’t see it that way. She is not 
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used to being whipped. She got out her 
woman’s weapon, licked her lips to make the 
words clear, and backed some professors and 
state leaders into the corner. Frances can be 
mighty persuasive when she hears the call to a 
crusade. 

Results — at this year’s convention, with the 
consent and blessing of the aforesaid professors 
and state leaders, the county home demonstra- 
tion agents were the honored guests of the Ken- 
tucky Association, shepherded and fed by the 
L. P. gas distributors from their home counties. 
Some of the girls saw, for the first time, the 
difference between the best modern electrical 
cookery, with which they were so familiar, and 
the far better cookery that is available from the 
more modern, efficient, economical, and con- 
venient L. P. gas range. And there is now the 
assurance that the use of the modern gas appli- 
ances will no longer be a neglected art back at 
the places where these home demonstration 
agents are trained. 

Now that we have been shown the way, let’s 
see if the big strong men in some of our other 
kilowatt-ridden states can accomplish what one 
little woman did in Kentucky. 


Burn the Fuel You Sell! 


During the Chicago Convention we were 
pleased to hear a leading operator from one of 
the Atlantic Coast states rebuking a Midwest- 
erner for not operating his delivery equipment 
on L. P. gas. The man from the East, who is 
under a penalty of 5 cents per gallon extra 
freight cost, has found that it pays, and that 
the drivers like it better than gasoline.- 

We hope to see the day when operators who 
do not use the fuel that they sell will be as rare 
as horses on four lane highways. ' 


Aarl Blcel __ 
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GENERAL SALES OFFICE: 1513 Race Street, Philadelphia 
Albany * Alhambra «+ Atlanta * Baltimore * Birmingham 
Boston * Chicago * Dallas * Denver * Erie * Houston 
Kansas City * Los Angeles * Minneapolis * New York 
Omaha °* Pittsburgh * San Francisco .* Seattle * Tulsa 
IN CANADA: Canadian Meter Company, Limited 
Hamilton, Ontario * Edmonton, Alberta 






U DELIVER AT 
YOUR CONVENIENCE | 





Metered Service makes 
possible deliveries over a regular route, 
‘timed and planned to eliminate traffic delays and 

get the most out of trucks and manpower. You 










can deliver during your customers’ absence 
and operate around the clock if desired. This 
increase in efficiency means greater profit to you. 


THERE Is AN AMERICAN® 
METER FOR EVERY TYPE 
OF LP-GAS SERVICE 





AMERICAN 


ao METER COMPANY 
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These five vapor meters permit five separate customers to utilize gas from a 
single storage tank without any doubt of the amount of fuel burned by the 


Metering LPG. 
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Measuring Liquefied Petroleum Gas 


With Vapor Meters 


By Robert A. Johnson 


District Sales Manager 
Rockwell Manufacturing Co. 
Pittsburgh, Pa. 


HE growth of the liquefied petro- 

leum gas industry has paralleled 
that of natural gas, with tremendous 
progress being made during the post- 
war years. Due to this rapid expan- 
sion the methods of operation have 
not been developed to obtain maxi- 
mum efficiency and net profit. Vapor 
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meters will be an important feature 
in solving this problem as they are 
watch dog of the gas utility indus- 
tries. 

Through the years metering has 
proved to be the most satisfactory 
method of measurement to both buy- 
er and seller. Utilities have demon- 
strated that the only fair and equit- 
able way to charge is through meter 
measurement. They know that a 
metered bill, based on a device the 
customer can check at any time, wins 
and holds his confidence by reducing 
the possibility of error to a minimum. 

The “meter plan” not only en- 
ables a dealer to provide better serv- 
ice at a lower operating cost, but it 
puts IPG on a closer par with utility 
gas service. However, despite the 
competitive advantage, there are also 
many money-saving, business-build- 
ing reasons for installing meters on 
L. P. gas service. 


No “Out of Gas” Worries 


While talking about service and 
convenience to the customer, keep in 
mind that on a metered basis the cus- 
tomer does not have to read a gauge 
or watch an indicator to tell he is low 
on gas, then advise the distributor by 
phone or letter that a costly special 
delivery of gas is necessary. On a 
metered system the customer has no 
“out of gas” worries since his tank or 
bottle will be filled when the dealer’s 
simple inventory control indicates 
the necessity. Also, the customer can 
increase his storage, assuring him of 
gas during critical winter months. 
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Equitable Billing 


Most dealers not using meters col- 
lect for their gas on delivery. How- 
ever, on a metered system the custo- 
mer pays for the gas after he uses it. 
He does not have his money tied up 
for two or three months, depending 
on the amount of his storage. While 
this is true of the bottle business, the 
advantage is greater for the tank cus- 
tomer. Also, the customer is billed at 
regular intervals rather than having 
to pay a large amount at any given 
time. This is an important feature 
when selling a prospective customer 
on metered service, as one of his main 
interests is the cash outlay at the time 
of installation. 

A metered service is cheaper since 
the customer will not be charged for 
the gas on the initial installation. The 
sliding rate scale is another feature 
made possible by metering gas. The 
more gas used the lower the cost per 
unit. This falls in line with another 
advantage in that he pays monthly 
for his L. P. gas just as he does for his 
other utilities. Actually he is getting 
a deal that compares closely to 
utility service from his L. P. gas 
dealer. 





Speedometer Type Indexes 


The customer has a twofold check 
on the amount of gas used. Not only 
can he check his consumption against 
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what he used the previous month or 
previous year but he can also check 
against a possible error in billing by 
reading the meter index. This is easy 
since L. P. gas meters are available 
with speedometer type indexes. At 
the same time, since the customer 
pays only for the amount of gas that 
passes through the meter, he is not 
charged for any gas which might es- 
cape due to leaks in regulators, pop- 
off valves and relief valves caused by 
pressure built up in the tank, bottle 
or line. 

Some companies offer to test the 
meter in the presence of the customer 
to convince him of its accuracy. There 
is a definite trend toward meter prov- 
ing at predetermined intervals of five, 
seven or ten years. 





Route Planning 


In going over the advantages of 
metering to the distributor, it will be 
noted that some of the same features 
we stressed for the customer are also 
advantages for the distributor. 

For example, in a metered system 
trucks can be routed more efficiently 
since now a planned delivery sche- 
dule can be made beforehand as to 
the number of sfops and the amount 
of gas to deliver. This is determined 
by checking meter readings against 
individual customer storage. By us- 
ing this method, backtracking is 
eliminated; and, more important, the 
distributor determines the néeds of 
the customer, which is not the case in 
non-metered service. 

Two major costs to the distributor 
are labor and truck expense which 
include repairs and depreciation. 
Therefore, for profitable business, a 
planned distribution program is ne- 
cessary so that the most gallons of 
gas and the largest number of cylin- 
ders can be delivered in the shortest 
possible time. This will allow more 


delivery by the same truck as well as 
keeping truck expense down to a 
minimum. By having a planned route 
two trucks will do the work of three. 
From the cost standpoint it is very 
important to know what is the mini- 
mum economical amount of gas to 
deliver. : 

When the distributor gives the cus- 
tomer metered service he is building 
up their confidence in his ability to 
take care of their needs. 


No Changeover Problems 


In a bottled system, metering elim- 
inates the automatic changeover 
problems caused by small amounts of 
gas being left in the cylinders. This 
requires credits to be given to the 
customer, resulting in increased 
bookwork. The same thing is true on 
tank customers where the dealer 
tries to estimate the amount of gas 
customers will use annually and al- 
lows them to make equal monthly 
payments. If it is a cold year, the cus- 
tomer will owe a large amount of 
money at the end of the year; and if 
it is warm year, he is dissatisfied be- 
cause the dealer has tied up the extra 
money during the year. 

One of the big advantages to the 
distributor of metering is his ability 
to balance his supply and demand 
quota. This is one of the L. P. gas in- 
dustry’s biggest problems since there 
is usually an oversupply in summer 
and shortages in winter. Due to his 
ability to fill tanks and bottles at his 
convenience, the distributor can en- 
ter the winter season with customers 
storage tanks filled, and by planned 
deliveries meet the winter peak de- 
mands with a minimum amount of 
expensive “call backs”. By the same 
manner such planned deliveries allow 
the distributor to use tustomers’ 
tanks for storage in the summer 
months, which eliminates the neces- 
sity of reducing the selling cost of gas 
to induce customers not using meters 
to accept delivery during that period. 

This is particularly important to 
those distributors who are on the 112 
to 1 ratio on deliveries from the re- 
fineries. Metered service makes it 
possible to take advantage of this 
ratio and keep other dealers from eac- 
quiring present customers in the of 
season. Since the customer pays on'y 
for the amount of gas which goes 
through the meter, no competitive 
dealer would store gas in his bottle 
or tank. 
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Another advantage of meters to the 
distributor is that the meter constant- 
ly checks on leaks. Leaks would be 
determined by noting the amount of 
gas consumption in relation to the 
amount delivered. This protection 
could result in sizable savings. 

When a customer discontinues 
metered service, you are automatic- 
ally notified when the meter is dis- 
connected. This gives the dealer a 
chance to immediately check the 
reasons for losing a customer. 





Increased Storage 


Increased storage is probably the 
biggest advantage of a metered serv- 
ice. All dealers have customers with 
either tanks or bottles in which there 
is room to store excess L. P. gas. Mul- 
tiply that storage by the number of 
customers, and it results in an ample 
amount of storage space which can be 
utilized at a big savings over storage 
at a bulk plant. Besides, the storage 
is at the customer’s property where 
he can use it if necessary. 

Gas meters make it possible to 
serve two or more customers from a 
single tank. This reduces installation 
expense and cuts down delivery time. 


Meter Financing 


Some businesses use a meter de- 
posit as a means of financing the me- 
ters. Besides giving them the capital 
for meters it also assures them of 
payment of customers’ accounts. 
Other dealers use some type of an 
installment plan for purchasing me- 
ters. Most people, convinced that a 
metered operation is the best oper- 
ation, pay for meters out of revenue 
just as they would for any other capi- 
tal expenditure. Regardless of how 
they finance the purchase of meters 
hey realize they can pay for them 
through lower operating costs and 
higher profits. 
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Spherical tanks hold butane at Grangemouth Oil Refinery in Scotland. 


LPG Industry Expanding In Scotland 


The bottled gas industry in Scot- 
land is still growing despite the 
steady expansion of competing fuels. 
The number of dealers has increased 
tremendously, service stations ex- 
panded and the entire organization 
improved since 1949, when scarcity of 
containers hampered development. 
That situation has been overcome, 
and the way opened for expansion. 

Majority of the dealers are local 
tradesmen who have other interests 
and contacts which make them carry 
large stocks. The extent of the stock 
varies from 50 to 100 cylinders ac- 
cording to their areas and needs. 

Bulk of the consumption is still for 
lighting, heating and farm purposes, 





and still in the country areas. But a 
surprising amount of the business is 
being done in city fringe areas, be- 
yond the scope of town gas. 

In addition to these domestic calls, 
there has been a steady growth in the 
use of bottled gas for industrial appli- 
cations, and this is a field in which 
considerable developments are pos: 
sible. The expansion of the refinery 
industry has increased availability of 
supplies. In Scotland, for instance, 
the Grangemouth refinery is giving 
supplies of butane with a slight iso- 
butane and propane admixture, 
which is now being distributed wide- 
ly throughout the Scottish country 
areas. 


The ancient Royal Palace of Linlithgow in Scotland was ‘‘spotlighted’’ with 

LPG floodlights by Scottish Rural Gas, Ltd., Edinburgh, as a part of the recent 

Coronation festivities. The palace was the birthplace of Mary, Queen of Scots, 
and was last occupied by royalty in 1635 when Charles | stayed there. 
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Cycle Billing System Saves 
50% of Accounting Time 


A By Benedict Kruse 





ITH more than twice the num- 

ber of customers today as there 
were three years ago, the accounts 
receivable picture, at the Butane 
Corp., Phoenix, Ariz., has expanded 
(2) in every respect but one—the num- 
ber of people required to handle cus- 
tomer payment and collection rec- 
ords in the company’s office. With 
4000 customers, this phase of the com- 
pany’s bookkeeping was a four-man 
job. With 8000, the work involves a 
“little more than three-and-a-half” 
full time jobs. 

The 8000-customer figure is the ap- 
proximate number for which ac- 
counting is done in the main office in 
Phoenix. In addition to handling rec- 
ords for Phoenix, the largest urban 
area in Arizona, this office also moni- 
tors customer billing and collections 
for Casa Grande, Wickenburg and 
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Fig. 1. All delivery, sales, and service tickets are made out with 3 
carbon copies. The. cycle billing system gets the first 2 copies, the 
third is the customer’s receipt or charge slip, fourth is the delivery 
report. Fig. 2. The journal voucher records money paid in or' paid out 
on customer accounts. Copies accumulate for entry once a month. 
Fig. 3. Customer statement is made out on cycle billing date, records 
the entire month’s transactions, is carboned on the customer’s ledger 
sheet. Fig. 4. Ledger sheet is specially designed to be posted in com- 
bination with the customer’s statement. Fig. 5. Five copies of the 
"past due” notice are written at once, with copies for credit depart- 
ment, order department, and two follow-ups. 
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Yuma. Through an affiliate organiza- 
tion operating out of Tuscon, the 
firm offers service to most of its 
home state. This latter organization, 
however, handles its office records 
separately and independently. 

The company’s basic plan, follow- 
ing the practice of a great portion of 
the petroleum industry, calls for the 
drivers to render hand written in- 
voices at the time of delivery. Once 
a month, each customer with an open 
item against his account receives a 
statement. 

As the Phoenix concern climbed 
above the 4000-customer mark, pres- 
sures of “the first of the month 
blues” became strong enough so that 
they had to look for a means of over- 
coming the heavy work loads which 
came with closing accounts and ren- 
dering statements. 


Workload Is Spread 


It was formerly a practice on ac- 
counts receivable to keep a control 
ledger card up to date for each cus- 
tomer. As charges came in for fuel 
deliveries, merchandise sales or serv- 
ice charges, the customer’s ledger 
card was withdrawn and the charges 
posted against it. As customer pay- 
ments were made, the cards were 
withdrawn once again and posted ac- 
cordingly. On the first of the month, 
then, all customer files were checked 
and statements were rendered for all 
which had charges pending. 

With its new accounts receivable 
system, the Phoenix firm has accom- 
plished the dual purpose of spreading 
its workload throughout the month 
and of eliminating approximately 
two-thirds of its machine posting op- 
erations. 

The new plan is a cycle billing sys- 
tem worked out especially for the 
needs of the L. P. gas distributor. 

To start with, all of the firm’s de- 
livery, sales and service tickets have 
been worked out on four-part forms 
which allow enough copies for all in- 
terested parties. Using the delivery 
ticket as an example, the driver gives 
the third copy to the customer as a 
receipt or charge slip, keeps the 
fourth copy for his own delivery rec- 


ords, and sends the first two into the . 


office. The first copy then becomes 
the permanent file record, set up 
alphabetically according to the in- 
voice date. The second copy goes to 
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the accounts receivable files, which 
are kept in Remington Rand safe 
ledger trays fitted with visible mar- 
gin Kollect-A-Matic pockets for easy 
reference. 

These ledger trays are divided al- 
phabetically and geographically into 
16 separate groups, each billed on a 
separate day of the month. No ma- 
chine postings are required for in- 
dividual customer sales or payments. 
These media are “posted” merely by 
dropping them in the control file 
pockets set up to handle the records 
of individual customers. 

On the proper cycle date, the 
ledger tray containing records to be 





turn, carboned onto the correspond- 
ing account ledger card. A carbon 
copy of the two-part customer state- 
ment is retained in the proper ac- 
counts receivable file pocket, while 
the original, together with supporting 
bills and payment vouchers, is mailed 
to the customer. : 

The system of sending customers 
this second copy of their invoices 
with their statements has been a 
valuable factor in making possible 
prompt collections. These copies, 
signed by the customers themselves 
in most cases, usually settle all argu- 
ments and answer all questions at a 
glance. 


All machine entries connected with a given account are handled in the same 
“‘once-a-month”’ posting operation. On the proper cycle date, the safe ledger 
tray containing accounts to be billed is wheeled to the posting machine. 


billed for the period is rolled along- 
side the Burroughs posting machine 
on which the statements are pre- 
pared. This is accomplished easily 
because the ledger trays are on cast- 
ers. 

Blank statements for customers to 
be billed on a given cycle date are 
headed in advance on Addressograph 
machines and arranged in proper 
order for the posting machine oper- 
ator. 

In filling out the statements, the 
operator picks up any old balance 
due against the account, then indi- 
vidually lists any invoices charged 
against it or payments credited to it 
during the current month, producing 
a new balance due figure at the bot- 
tom of the statement. All machine 


entries on the statements are, in 


The office staff at the Butane Corp. 
proves its figures for every cycle 
group at each billing period. This is 
done by balancing the accumulated 
totals kept by the posting machine 
with a control ledger which tallies 
a running score of charges and cred- 
its for each cycle billing group. As 
invoice copies or payment informa- 
tion media are broken down daily 
for filing in the cycle billing pockets, 
adding machine totals are run and 
balanced for each group. These fig- 
ures, then, are entered in a control 
ledger kept especially for balancing 
against month-end figures. On the 
cycle billing date, charges and credits 
accumulated during the month are 
totaled. These must balance with fig- 
ures developed by the posting ma- 
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“'Posting’’ to customer accounts is done by dropping the charge or credit media 
into the proper control pockets. Each of the safe ledger trays represents the 
accounts handled on a separate cycle billing date. 


chines before the customer state- 
ments are mailed. 

The company’s tight credit control 
system over accounts receivable 
swings into operation ten days after 
invoices are mailed. At this time, the 
customer files are inspected to dis- 
cover which accounts have not been 
paid up to date. For those which 
still have outstanding amounts due, 
a four-part, marginally punched past 
due notice is prepared. This is a no- 
tice which informs the customer that 
his account is past due and lists the 
amount involved. The customer’s 
name and address is typed in a space 


which adapts the form for window 
envelope mailing. 

When the past due notices are first 
mailed out, ten days following the 
cycle billing date, the original copy 
is sent to the customer and the re- 
maining three are filed in his account 
control pocket. When the amount is 
brought up to date, these extra copies 
are removed. 

Five days later, or 15 days after 
the cycle billing date, the files are 
inspected again. If a customer still 
has not paid his account, copy num- 
ber two is withdrawn and mailed to 
him. This process is repeated a third 


time if the account still has not been 
cleared up in five more days, mak- 
ing a total of three past due notices 
where necessary. If an account has 
still not been paid up five days after 
the third notice has been mailed, the 
fourth copy of the past due form is 
sent to the company’s order depart- 
ment with instructions that the ac- 
count is to be put ona C.O.D: basis. 


All told, the cycle billing method 
outlined above has enabled the Bu- 
tane Corp. to reduce its average 
bookkeeping time by at least 50% 
without sacrificing customer control 
or accounting efficiency. 





This new 5000 gallon transport trailer, was recently put into operation by the Pyrofax Gas Co., a division of Union Carbide 
and Carbon Corp. It will be used to carry ‘’Pyrofax’’ Gas from producing and shipping points to several of the company’s 42 
filling stations. The trailer is the largest permitted under New York state laws. 
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Weekly LPG Display Yields 
Dealer Huge Prospect List 


F the customer can’t conveniently 

come to the dealer, then the dealer 
should go to the customer. This basic 
merchandising principle is paying off 
for Garden State Propane Gas Corp. 
of Lake Hiawatha, N. J. ; 

This firm has a display booth every 
Wednesday night throughout the 
year at the nearby Pine Brook Auc- 
tion Market which draws a throng of 
from 15,000 to 20,000, all anxious to 
look over merchandise and pick up 
bargains in what is virtually an out- 
door department store. Taking ad- 
vantage of this interest, the dealer 
has set up an attractive miniature 
showroom which highlights appli- 
ances of seasonal interest, and finds 
that he is building up a prospect list 
which might not have been obtain- 
able otherwise. 

“We feature water heaters in the 
fall, ranges in the spring, and so on,” 
explains Leo Zuckerman, general 
manager, “although we generally 


By Albert S. Keshen 


like to have one model of our lead- 
ing lines on hand all the time. These 
are hooked up for a working demon- 
stration and we can at least make a 
showing to a good part of the public 
which ordinarily does not come to 
our showroom. It stimulates buying 
interest and we cash in on this by 
taking down names and addresses for 
calls at every opportunity.” 

Garden State always has at least 
two trained salesmen on hand to meet 
the folks and answer inquiries. For 
those showing immediate interest, 
appointments are made on the spot; 
others who express only cursory in- 
terest are handed a prepaid return 
postcard on which to check off the 
items they need and mail it in later 
with a notation as to the best time 


Loading platform at Parsippany bulk plant with assortment of 50 to 300-Ib. 
cylinders. Man holding tank is Harvey Selcer, plant manager. 
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for a man to call. Besides this, the 
spectators are also given the usual 
manufacturers’ literature and other 
detailed data. 

The idea is working out so well 
that the corporation is preparing to 
extend its activities in this field, as 
it covers a territory throughout most 
of north Jersey. Similar booths are 
also being considered for the many 
county fairs, military post shows and 
other civic affairs which are held in 
the various communities from time 
to time. 

These outdoor shows are the prin- 
cipal means of promotion used, al- 
though a series of small ads is car- 
ried in many of the nearby weeklies. 
Newspaper copy is based on a humor- 
ous sketch supplied from a syndicate 
and pertaining to some facet of the 
business. 

Garden State handles a full line of 
appliances, but gets its major income 
from its gas supply service. It sells 
100-pound cylinders for residential 
uses, with a growing market, as well, 
in bulk gas for commercial installa- 
tions from metered-off trucks to 
plants, diners and restaurants. In 
addition, the company serves 30 
smaller dealers out of its bulk plant 
in Parsippany, filling these dealers’ 
tanks in bulk, and is also a distribu- 
tor of gas ranges and water heaters. 


Men Divide Sales Efforts 


The sales effort is spearheaded by 
two trained men, one specializing in 
retail accounts, the other with thor- 
ough engineering and installation 
training. The retail man is interested 
primarily in new construction proj- 
ects which are likely to become regu- 
lar propane customers. He watches 
the Dodge building reports closely, 
visits new building developments, 
and inspects municipal building re- 
ports. Many leads also come from 
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tips supplied by builders, electricians, 
plumbers, carpenters and other 
tradesmen. These people are assured 
of flat commissions if the leads pro- 
duce business. 

The engineer-salesman covers a 
wider territory. He is qualified to 
give technical advice on installations 
and as a result finds a ready welcome. 
Among his favorite customers are 
trailer parks using 500-gallon bulk 
plants equipped with hand-operated 
pumps to fill the 20-pound cylinders 
of individual trailer owners. Also, 
dealers are making LPG conversions 
on engines and larger industrial users 
who need tanks up to a capacity of 
1800 gallons. 


Supplies Truck Terminal 


Garden State supplied three 500- 
gallon tanks for Tooley’s Truck Ter- 
minal in Jersey City, which is the 
first gas station in the state permit- 
ted to fill trucks with propane gas. 
There a Smith pump and Neptune 
meter are installed. 

The firm operates one delivery 
truck on L. P. gas, a converted L-172 
International of 1800-gallon capacity, 
and plans to convert the entire fleet 
of two transport trucks and four 
1200-gallon delivery trucks to similar 
power. 

Delivery trucks leave the bulk 
plant every morning, and average 
about 30 stops. Accounts are visited 
regularly on refills and timed to mini- 
mize the likelihood of shortages by 
customers. 

The service department is headed 
by Raymond Vanderhoof, service 
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and operations manager, who has a 
crew of four or five men exclusively 
on service and installation. On new 
accounts the men are required to 
fill out a detailed work order (Fig. 
1) incorporating recommendations 
which are passed on to the service 
manager. When complaint calls come 
in, the office manager fills out a re- 
pair order (Fig. 2) which is passed 
on to the serviceman so that he will 
have a preliminary guide before 
making his visit. 

All servicemen and employes at 
the plant have been thoroughly 
trained in their work by attending 
the LPGA service schools and under- 
going detailed instructions from their 
department heads. 
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Trade-Ins Build Sales 


An effective and profitable method 
of accepting and disposing of trade- 
ins has enabled the company. to build 
up its appliance business. Used gas 
ranges particularly are handled in 
large numbers as credit for new mer- 
chandise, reconditioned if necessary 
on the premises, and then sold. 


Leo Zuckerman, general manager, 

with Raymond Vanderhoof, service 

manager (right), discussing increas- 

ing the 2-inch liquid line to 3-inch to 

accommodate filling additional tank 
truck, 





OUTSIDE EQUIP. APPLIANCES 
Tank Gas Range 
Reg. .. Water Heater 
Auto. Refrigerator 
Floor Furnace 
Pigtail Space Heater 
Base Other 
Other Work Completed 
Meter 
Customer’s Signature 














“As competition becomes more 
keen, the value of a trade-in becomes 
more important to the salesman «s 
well as to the owner,” Mr. Zucker- 
man asserted. “We have eventually 
obtained many deals that possibly 
might have been lost to competiticn 
if we had not properly estimated the 
true value of the trade-in. This hap- 
pens in our store almost every weck 
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Garden State is always plugging water 
heaters in local newspaper ads. 


and we are confident that many of 
the deals we make are possible be- 
cause we are able to provide the 
customer with a used piece of equip- 
ment.” 


New Showroom This Spring 


More of this business, as well as 
increased sales for new appliances, 
developed when the firm opened 
its new showroom in the spring of 
1953 alongside its bulk plant, aban- 
doning the present waoden building 
showroom and office. The bulk plant 
at Parsipanny, three miles away, 
holds 18,000 gallons and is equipped 
with a Brunner compressor and a 
transfer pump. It is planned to in- 
stall an additional 30,000-gallon tank 
at the same location soon. 

L. P. gas is shipped from Newark, 
which is about 30 miles away, by 
transport from the Warren Petro- 
leum Corp. plant. 

Garden State is now arranging to 
distribute a plumber’s melting fur- 
nace made exclusively for its use. 
This fixture fits on top of a 20-pound 


One of Garden State’s modern delivery 
trucks. 


tank with flange type valve and is 
powered exclusively by propane. The 
unit operates on tank pressure only 
with no regulators. Dealers in the 
New York metropolitan area will be 
supplied under contract. 

The Garden State firm was estab- 
lished in May, 1940, and was incor- 
porated in 1950, with the following 
officers: Benjamin Resnik, president; 
Leo Zuckerman, general manager 
and secretary-treasurer; Harvey Sel- 
cer, plant manager; and Mrs. Adra 
Wittman, office manager. The firm 
employs 11 people. 





New York Dealer Expands With New Plant 


By George E. Toles 


Tisdale’s, for many years a leading 
service station in Niagara Falls, N. 
Y., got its first taste of the bottled 
gas business back in 1947 when Mark 
Tisdale, founder of the firm, started 
selling bottled gas to accommodate 
trailer customers. 

Recently, Tisdale’s entered the 
LPG field on an all-out basis, discon- 
tinuing its service station and open- 
ing one of the most modern bottled 
gas stores in upstate New York. Lo- 
cated just outside the city limits of 
Niagara Falls, the new building fea- 
tures deep display windows which 
provide street traffic with an excel- 
lent view of the interior floor dis- 
plays. 

The new store and warehouse is 
adequate enough to meet needs of 
the firm for many years to come, and 
the five acres of surrounding land 
provides plenty of room for further 
expansion. 

Setting back about 50 ft. from the 
road, the store provides plenty of off- 
street parking space immediately in 
front of the entrance and offers a 
big advantage over the firm’s former 
downtown location where parking 
Space was at a premium. 

The new building, measuring 50-ft. 
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by 35-ft., has a cylinder storage dock 
at the rear, and a bulk plant for fill- 
ing 20-lb. cylinders will soon be in 
operation. A 500-gal. tank located on 
one side of the structure provides 
bulk storage for LPG. 

Public demand for household in- 
stallations of bottled gas began to 
press Tisdale’s for a change in policy 
about four years ago and the old 
service station was remodeled. At 
first the firm used only its own cars. 
Then it purchased a small trailer, a 
used 34-ton truck and in 1951 it pur- 


chased a new 1}4-ton truck with a 
special body to carry up to 48 100-lb. 
cylinders. 

As the propane business expanded 
and began to conflict with operation 
of the service station, Tisdale’s de- 
cided to sell out its downtown prop- 
erty and abandon the service station 
phase of the business. The move per- 
mitted Mark Tisdale, the founder, to 
retire, and William E. Tisdale and 
John M. Tisdale, the sons, to carry 
on with the new bottled gas store 
and warehouse. 
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PART 2 





Acres of Diamonds in Your Own Backyard 


/ By Malcom M. Scott 
\ Be, Ruud Manufacturing Co. 
~ = Pittsburgh, Pa. 


—_ 


OBODY can give you a packaged 
sales story on L. P. gas water 
heaters that will deliver results au- 
tomatically. The sales story that will 
get results for you is the one based 
on your own knowledge and convic- 
tions, developed by your own experi- 
ence, sharpened and made effective 
by actual sales contact. 

Each sales story must among other 
things present the advantages of L. 
P. gas hot water service and its su- 
periorities over competitive fuels and 
water heaters. 

The fundamentals here outlined 
are of great importance—the founda- 
tion on which you build your own 
sales story. 


Sell the Service Advantages" 


Automatic hot water service is easy 
to sell. Everybody wants it when 
they know what it will do for them. 

All family members of all ages use 
it—bathing, shaving, shampooing, 
massaging and hand-washing are only 
a few of the uses. Everyone is per- 
sonally inconvenienced when hot 
faucets. run cold; everyone enjoys 
more comfortable living when those 
faucets live up to their label. Hot 
water is an all-around-the-family 
necessity! 

Hot water is an essential house- 
keeping service. Its failure in dish- 
washing, laundering and cleaning 
means fatigue and inconvenience for 
the chief homemaker. Its reliability 
lessens labor, speeds up housework 
and adds to the homemaker’s work- 
free time. Hot water is an all-around- 
the-house necessity! 


Greatest need for hot water gen- 
erally comes during certain hours, 
but the special needs of accident or 
sickness may come at any time, and 
failure in these emergencies may be 
serious, even to loss of life. Hot water 
is an all-around-the-clock necessity! 

Hot water knows no season. It’s 
needed in winter and summer, the 
whole year ’round. A hot bath cures 
the winter sniffles. A warm bath in 
summer keeps you cool. Hot water 
is a spring cleaning must. It’s a big 
help in fall back-to-school days. Hot 
water is an all-around-the-calendar 
necessity! 

Every home appliance has its ad- 
vantages, but it’s doubtful if any of 
them offer as many advantages as the 
automatic gas water heater. If your 
customer has a clear understanding 
of them, the sale is quicker. This list 
will make them easier for you to re- 
member. Explain these advantages 
to your customer but translate them 
to fit him, his name and family. 


Points to Talk About 


CONVENIENCE. There are over 
150 uses for hot water in the home 
and only about five for cold water, 
yet cold water flows automatically 
at the turn of a faucet. If cold water 
is automatic, why shouldn’t hot water 
be automatic? To have it in hit-or- 
miss style is inconvenient; to have it 
there at your finger-tips whenever 
you want it, every hour, minute and 
second of the day and night is real 
convenience. 

CLEANLINESS. It’s possible to 
keep your hands, face, body, dishes, 
laundry, windows, tables and floors 
clean with cold water, but only when 
you add muscle power, and that’s the 
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hard way. Hot water cleans as much 
as 20 times faster and easier; it sub- 
stitutes heat for muscle-power and 
does a better job. If hot water shows 
the short and easy way to cleanli- 
ness, certainly the machine that fur- 
nishes it automatically and econom- 
ically should be in every home. 

BEAUTY. The country’s annual 
bill for beauty is in the millions. If 
you don’t believe it, check over the 
beauty advertisements in your maga- 
zines and newspapers. Many a woman 
will go to any length to attain or re- 
tain beauty and yet forget that the 
first step in all beauty treatments is 
hot water, most reliably at hand with 
usable temperatures with an auto- 
matic gas water heater. 

HEALTH. If a person doesn’t have 
health, he wants it; if he has health, 
he tries to protect it. The importance 
of hot water bathing is well estab- 
lished by medical and other authori- 
ties. Required temperatures vary ac- 
cording to the bath to be taken, and 
temperature control is easy with an 
automatic gas water heater which 
supplies instant, abundant and eco- 
nomical hot water at the right base 
temperature. 

HOUSEWORK. Labor-saving ap- 
pliances are many and all are helpful, 
but there is none in any home that 
performs as many chores as the auto- 
matic gas water heater. Dishwashing, 
laundering, cleaning, scrubbing and 
stain-removal are but a few of a score 
or more ways that an automatic gas 
water heater will lighten the burden 
of housekeeping. No waiting, no 
watching, no going without. 

RECREATION. No woman wants 
to make a drudge of herself. Even if 
she enjoys housework, there’s a limit 
to her endurance. Recreation hours 
are most necessary, and an automatic 
gas water heater, by helping get the 
work done faster and with less labor, 


“Working” wife wants “hot water’. 
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Babies make “hot water’’ a must! 


adds many joyful recreation hours to 
be had in no other way. 

NO LABOR. Analyze all the things 
necesary in the operation of a non- 
automatic water heater; it’s a big 
price to pay for an unreliable service. 
Endless steps . . . weary labor... 
wasted time .. . constant thought. . . 
frayed nerves. An automatic gas 
water heater needs no steps, no labor, 
no time, no thought. It starts and 
stops itself; it’s 100% automatic. 

FIRST-AID. Automatic gas hot 
water has saved many a life because 
it’s there when needed as it often is 
needed in case of sickness or acci- 
dent. For emergency service alone, 
every home should have an auto- 
matic gas water heater. It’s a small 
price to pay for security. 

UP-TO-DATE. There’s no doubt 
about it! Automatic gas hot water is 
up-to-date. It’s quick where other 
water heaters are slow, generous in 
its supply where others are stingy, 
clean where others are dirty, reliable 
where others are not. It’s safe, eco- 
nomical and good-looking. Gas is the 
modern way to heat water. 


Tailor Story To Prospect 


Go even further to suit your sales 
story to the specific prospect. Make 
your story his story by following 
these hints: 

1. If there is a baby in the house, tell 
the prospect that a baby requires 


twice as much hot water as a - 


grown-up, — that for it too, regu- 
larity of bathing and exact water 
temperatures are many times 
more important,—that an auto- 
matic water heater assures the 
right quantity of hot water at the 
right temperature at the right 
time. 


2. If one of the family is quite old, 
bring forward the importance of 
hot water instantly ready for all 
emergencies. Emphasize, too, the 
danger of scalding where the 
water heater has no automatic 
temperature control. 

. If there are “run-about” children, 
call attention to their talent for 
collecting dirt, the need of instant 
hot water for frequent baths and’ 
for the many clothes that must be 
washed. Cleanliness is the basis of 
health,—for children as well as 
grown-ups. 

4.If there is a young girl in the 
house, stress the beauty appeal,— 
that a clean skin and clean clothes 
are beauty esseritials—call atten- 
tion to a young girl’s natural love 
of cleanliness and an abundance 
of hot water.. The bathroom is 
still the busiest beauty parlor in 
town. 


. If the woman does her own house- 
work, she surely needs the help of 
this low-cost mechanical servant 
that gives her an abundant stream 
of instant hot water to shorten the 
tasks of dishwashing, laundering 
and cleaning. She’s too busy a 
woman to waste her time running 
up and down stairs. 

6. If. there are servants, automatic 
hot water service will make them 
better servants, permit them to do 
their work in shorter time and in 
more thorough fashion, — will 
make them better satisfied with 
working conditions, 

7. If the wife works outside the 
home, housekeeping hours are 
limited and she needs every pos- 
sible labor-saving device, of which 
the automatic water heater is the 
greatest. She certainly has no 
time to play valet to a non-auto- 
matic water heater. 
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Smoky area demands “hot water’’. 


8. If the husband is a traveling man, 
he need not carry with him a men- 
tal picture of his wife shoveling 
coal and carrying ashes if he in- 
stalls an automatic water heater 
—nor one of hot water failure be- 
cause of power failure. 


. If the husband is a commuter, he'll 
quickly recall the countless cold 
shaves and baths he has taken be- 
cause he “couldn’t wait for the 
tank to heat.” 

10. If the husband is a mechanic or 
works with his hands ‘in other 
ways, he’ll surely appreciate the 
hot, cleansing bath that awaits 
him each evening. Remember, the 
truest words ever spoken are, 
“You can’t be clean without hot 
water.” This man needs hot water 
and plenty of it. 

11. If the wife is a nervous type, tell 
her tactfully that hot baths are 
prescribed by specialists for this 
condition. A hot bath tones up the 
skin and tunes down the nerves. 


. If much entertaining is done, there 
are so many details to handle that 
It surely is unwise to add another 
—heating water. Many a house- 
guest remembers the cold bath 
after he’s forgotten the warm wel- 
come. Then, too, entertaining 
means more dishwashing and gen- 
eral housework; automatic hot 
water provides a much-appreciat- 
ed short-cut. 

13. If the prospect is well-to-do, it’s 
proper to emphasize specially the 
modernness of automatic gas- 
heated water and the high-quality 
of the machine you have to sell. 
Mentioning the names of other 
well-known people that have auto- 
matic hot water service is espe- 
cially appropriate here. You have 
the “best there is” to sell; let the 
prospect know it. 

14. If “roomers” are taken, it is certain 
they’ll stay only if they are com- 
fortable. Automatic hot water 
service is one of the greatest of all 
home comforts. Cold water flow- 


ing from hot faucets has caused 
many a roomer to change his ad- 
dress. 

. If the house is in a smoky section, 
hot water becomes doubly im- 
portant. More cleaning must be 
done in this home and it becomes 
a back-breaking chore unless hot 
water flows instantly and auto- 
matically. 


16. If the neighbors have automatic 
hot water service, bring this fact 
into the conversation casually and 
watch for the effect on the pros- 
pect. Remember, that all neigh- 
bors are not good friends but on 
the other hand, if they are, their 
recommendation has a high sales 
value. 


.If you know of owners of auto- 
matic water heaters in the same 
profession or business as the pros- 
pect, the mention of their names 
will generally help. 


. If the prospect is a merchant, or 
someone with whom you have 
done business personally, be sure 
he knows it. 


. If it’s a rented home, always point 
out that the automatic water heat- 
er is as portable as an electric 
floor lamp or a gas range. The 
matter of disconnecting the pip- 
ing, moving the unit and re-con- 
necting it is really a very simple 
matter. 


Sell L. P. Gas Superiority 


Seldom is a sale made without the 
competition of another fuel. 

Many times—too often—this re- 
duces itself to a straight comparison 
of fuel costs without consideration of 
the differences in quality of the com- 
petitive hot water services. 

L. P. gas is a clean, automatic fuel. 
It requires no labor, no attention, no 
thought. Its water heating speed is 
fast, at least three times faster than 
any other automatic method. Be- 
cause it is a flexible fuel, water heat- 
ers can be designed—and are—to op- 
erate with stepped-up Btu input, 
greater than conventional input, and 
so increase the water heating speed 
or Recovery Rating. 

A small L. P. gas water heater be- 
cause of the heat-speed of the fuel 
can do a big job—take care of all per- 
sonal hot water demands and handle 
all household needs including the 
very special ones of the modern auto- 
matic clothes-washer and dish-wash- 


er. No jumbo-sized storage tanks are 
needed with LPG. 

Fast heating speed gives the LPG 
water heater a Recovery Rating fa: 
greater than any other fuel. Use ali 
the hot water in the storage tank and 
in one hour or less it will again be 
full of top-temperature water. No 
other fuel can do this. 


Competitive Fuels 


Coal is not an automatic fuel. There 
is no equipment designed for its use 
that entirely eliminates human 
thought, attention and labor. The fue! 
requires large storage space. Temper- 
ature cannot be automatically con- 
trolled. Heat losses are high because 
storage tanks may build up excessive 
temperatures if. insulated. Coal 
makes dirt, soot and grime. It heats 
up the house in summer. Heating rate 
is slow—too slow to meet modern hot 
water demands. 

Oil in general is a better water 
heating fuel than coal, but not to be 
compared with gas. It generates odors 
and oily vapors. Oil water heaters 
need operating attention and require 
periodical maintenance attention. 

The electric water heater is auto- 
matic and needs no attention. Its 
greatest drawback, and one that loses 
many a sale to the automatic L. P. gas 
water heater, is its slow water heat- 
ing speed (Recovery Rating) and 
lack of operating flexibility. Recov- 
ery Rating of the gas water heater is 
three to four times faster than elec- 
tricity, in some cases as high as six 
times faster. 

Slow heating makes large storage 
tanks necessary. Hot water require- 
ments are generally figured on a 
daily rather than an hourly basis as 
with L. P. gas water -heaters. Com- 
mon practice is to heat water at night 
and store it against the day’s de- 
mands. The electric water heater is 
handicapped by design restrictions— 


Gas heats three 
times faster than 
electricity. 
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the heating rate is not flexible as with 
the LPG water heater which can be 
designed for a wide range of Btu in- 
puts. 

With an electric water heater, if the 
owner wants to be safe and have 
enough hot water for average use 
and occasional extra demands, he 
must buy a jumbo-sized water heater 
at high initial cost. : 

If he buys a size suitable for aver- 
age needs, extra demands (guests, 
sickness, emergencies, canning, 
house-cleaning, family growth, pur- 
chase of new equipment requiring 
hot water) may exhaust the hot 
water supply early in the day, so that 
later demands cannot possibly be met 
by the slow-heating electric water 
heater. 

The shortcomings of the electric 
water heater have been specially 
spot-lighted by the growth in popu- 
larity of the automatic clothes-wash- 
er. This modern appliance has very 
specific hot water quantity and tem- 
perature demand, and laundering re- 
sult (soil removal, whiteness reten- 
tion and bacteria destruction) suffer 
greviously when the water heater 
cannot keep pace. The only possible 
way the electric water heater can 
serve the automatic washer is with 
extra-sized and extra-cost models or 
by housewife adoption of a plan to 
wash only one or two laundry loads 
a day and cutting down drastically 
on other household uses of hot water 
during the laundering period. In the 
average home, it’s impossible to wash 
all the laundry in one day unless the 
housewife is willing to.tolerate the 
poor results caused by lukewarm 
wash water. 

The laundering difference between 
the L. P. gas and the electric water 
heater is that the L. P. gas water 
heater owner washes when she 
wishes and the electric water heater 
owner wishes when she washes! 








Electric water heaters have slower 
“recovery rate’’. 
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As with the laundry, so it goes all 
over the house. Sell the speed of L. P. 
gas and translate it with housewife 
terms — performance, convenience, 
cleanliness, comfort, easier and bet- 
ter housework —and you’re well on 
your way to a sale. 

So in your comparison of LPG with 
competitive fuels, never forget that 
quality of hot water service is what 
the housewife wants to know about, 
what she really buys. Superiority of 
service can offset most operating cost 
differences, when if ever they exist. 


What Does “Off-Peak”? Mean? 


But even though “What do I get?” 
is vital in the purchase of any com- 
modity, “What do I pay?” is a natural 
question and often asked when the 
two only fully-automatic water heat- 
ers — L. P. gas and electricity — are 
being compared. 

Certainly the question cannot be 
answered by glittering generalities or 
by a magical engineering formula. 
The variables are too many and too 
complicated. Promotional rates of 
greater or lesser degrees of complex- 
ity are practically as numerous as 
L. P. gas and electric companies. 
Costs vary sharply with hot water 
quantities used and, with electricity 
at least, in the time of its use. The 
greatest confusion of all is without 
doubt caused by the electric “off- 
peak,” night-heating rate. 

The term as generally used implies 
a single and special rate, and a low 
one. But in the tortuous processes of 
salesmanship, the one-cent or the 


-cent-and-a-half “off-peak” rate often 


becomes so impressed on the pros- 
pect’s mind that he believes all the 
hot water he will use will be at that 
rate. This is, in most cases, very far 
from the actual fact. 

If all the hot water used were 
billed at the off-peak rate, costs could 
be accurately measured — cost-per- 
gallon if a water meter is installed, 
cost-per-person, cost-per-day, or any 
other wanted figure. In such a sys- 
tem, water would only be heated 
during the off-peak, night-time hours. 
The night-heated supply would be the 
24-hour, day-and-night supply, a 
that’s-all-there-is supply without re- 
newal and without relief in case it’s 
exhausted. The obvious solution is 
that a very large electric water 
heater be installed, one large enough 
to heat and store in one heating 
period, all the 24-hour requirements 
for the home. 
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Gas water heaters keep ahead of — 
““washer’s’’ demands. 





In such a situation, the average 
family might limp along with a 66- 
gal. water heater, but a high percent- 
age would need an 80-gal. or larger 
size to have a hot water service 
worthy of the name. 

Figures giving size classifications 
of all electric water heaters in use 
have never been published, but those 
for 1951 and 1952 sales reveal that 
in these years, only 15.2% of all elec- 
tric water heaters sold had a tank 
capacity greater than 55 gals. 


Two-Rate System Is Costly 


The conclusion is obvious. Prac- 
tically all the electric water heaters 
in use today use the two-rate system: 
(1) the “off-peak” (lower) rate for 
night-time water heating, and (2) 
the regular or household (higher) 
rate for water heated in other than 
“off-peak” hours. Since the usual “off- 
peak” period is between 10 p.m. and 
6 a.m. (eight hours), and is controlled 
by a time switch, it follows that any 
water heated during the remaining 
16 hours is a costly operation. 

The typical installation is a water 
heater so sized, connected and con- 
trolled that some of the energy usage 
takes place during the “off-peak” or 
night-time hours. A separate or “off- 
peak” combination meter measures 
the special-rate consumption of the 
water heater’s lower or primary heat- 
ing element during the “off-peak” 
hours, and current consumed during 
the remaining hours is routed 
through the regular household meter 
at regular household (higher) rates. 
A time clock serves as “dispatcher” 
to route the current through the 
proper meter. Time and duration of 
“off-peak” periods, and the hook-ups 
of the two heating elements vary 
with different utility companies, but 
the general principle is as explained. 

In the majority of installations, 
only the lower, primary element can 
receive current at “off-peak” cost and 


(Continued to page 126) 
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Let’s make SAFETY Everybody’s Business 














Suggested Program for Safety Meeting 


1— Complete the attendance record, noting any absentees. 


2— Report on what has been done in regard to the handling of safety suggestions 
made at previous meetings. Cover all that have not been disposed of previously. 
Don’t forget to give personal credit to the individuals who made the suggestions. 


3— Discuss new safety suggestions and problems connected with the plant, equip- 


ment, and customer installations. 


4— Discuss “Let’s Make Every Heating Installation Safe”, which appeared in the 


July issue. 


5 — Announce date, subject, sources of material, and study assignments for the next 


safety meeting. 


DISCUSSION GUIDE FOR 
“Safe Heating Installations” 


1. Heating problems differ widely in different parts 
of the country. This is due primarily to climatic 
conditions, but economic factors also enter into 
the pictute. Thus, there will be a higher percent- 
age of central heating plants in northern lati- 
tudes where bulk fuel is available at moderate 
cost, but in the moderate climates of the South, 
in areas of low average income, and in the North- 
eastern section where fuel costs are high and 
most L. P. gas is delivered in cylinders, most 
house heating with L. P. gas is confined to small 
room heaters. In discussing the probYems pre- 
sented on page 73 of the July issue, in relation 
to the answers which appear on page 75 of this 
issue, your. own judgment must guide you in 
selecting the problems on which your main em- 
phasis should be placed. 

2.In the near future, the Safety Series will be de- 
voted to two other lines of activity which are of 
great importance in the operation of an L. P. gas 
business — Safe Driving, and the prevention and 
control of L. P. gas fires. We suggest that you 
ask the men to begin assembling pertinent ma- 


terial on those two subjects, giving them what- 
ever experience your company may possess to 
point out the importance of these phases of safety 
to every member of the staff. If your insurance 
coverage is so written that the costs of motor 
vehicle and plant fire insurance can be separated 
out, it would be impressive to give these figures. 


3. While discussing safe driving of company ve- 


hicles, how about considering these matters: 

If your company does not conduct such a cam- 
program leading to awards in the form of either 
financial considerations or recognition, this 
would be an appropriate time to review the 
progress of the campaign, and give a summary 
of the results. 

If your company does not conduct such a cam- 
paign, but evidence indicates that it might be 
needed, why not begin discussions in the safety 
meeting to formulate a program of safe driving 
awards, to be based on suggestions sub- 
mitted by both the employe group and the 
management? This program should begin with 
a goal to be attained, and a plan for its attain- 
ment. : 


The subject for this meeting is a big one. The chairman should be alert to keep the 
discussion moving fast, so all necessary points can be covered within the specified time. 
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The poster on the other side of this page 
is for your use in announcing the Safety 


Meeting covering 


“Let’s Make Every 
Venting Installation Safe” 


(See opposite page) 


Fill in date and hour of your meeting, and 
pin on bulletin board. 


* Another poster comes next month. 
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The material in this discussion 
is based upon LPGA pamphlet 
1, Sections 23 through 28, on 
Pages 21 through 27. 











By Carl Abell 


HE purpose of the vent is to con- 

duct the products of combustion 
from the firebox of the appliance to 
outside air, so they will not contami- 
nate the atmosphere in the occupied 
quarters of the building in which the 
appliance is operating. 

When any hydrocarbon fuel (gas, 
gasoline, oil, etc.) is burned, the hy- 
drogen and carbon which it contains 
combine with oxygen in the air to 
form, in about equal quantities, car- 
bon dioxide and water vapor. If com- 
bustion is incomplete, on account of 
a shortage of oxygen (or too much 
fuel for the available oxygen), some 
of the carbon gets short-changed, and 
“ comes out with half of its quota of 
oxygen in the form of carbon mon- 
oxide. 

Carbon dioxide is harmful to hu- 


mans only if it has replaced the oxy- . 


gen in the air in such quantities that 
the body suffers from oxygen defi- 
ciency. Carbon monoxide is an active 
poison, which the body can tolerate 
only in limited amounts. It is highly 
unstable, and combines rapidly with 
additional oxygen to form carbon 
dioxide. 

Carbon monoxide can be formed 
by any fuel which burns under con- 
ditions of oxygen deficiency. It is 
present in the exhaust of almost all 
automobiles when the engines are 
idling, or at any other time when 
operating on a “rich mixture.” In a 
confined space, such as a closed, 
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single car garage, it presents a seri- 
ous hazard. With the entrance door 
open, the same garage becomes quite 
safe, because of the rapid dispersion 
of the carbon monoxide. Great quan- 
tities of carbon monoxide are dis- 
charged on our public streets, but it 
is very rare for traffic officers to de- 
velop any serious effects from their 
constant exposure to the . traffic 
fumes. 

These same considerations apply to 
the burned gases coming out of L. P. 
gas appliances, and they are the prin- 
ciples on which most of the recom- 
mendations and regulations govern- 
ing venting of appliances are based. 
Thus, small appliances used in fairly 
large rooms which have normal ven- 
tilation do not make either carbon 
dioxide or carbon monoxide fast 
enough to create a health hazard. 

Ranges and clothes dryers, while 
they sometimes consume fuel in con- 
siderable quantities, are almost al- 
ways used under conditions which 
provide ample ventilation for replace- 
ment of the oxygen supply, and for 
dilution, dispersion, and conversion 
of the carbon monoxide. In the case 
of appliances consuming more than 
50,000 Btu per hour, and smaller ap- 
pliances used in restricted space, the 
possibility of accumulating toxic 
amounts of carbon monoxide is re- 
garded as serious enough to justify 
venting. These are the primary rea- 
sons for paragraphs 1 and 2 of Sec- 
tion 23, LPGA Pamphet No. 1, and 
the succeeding notes. 


safe 


While carbon monoxide is the prin- 
ciple health hazard attending incom- 
plete combustion, it might be well in 
passing to look into two other chem- 
ical reactions of combustion. If you 
will put a broad utensil made of bare 
metal over a gas flame and adjust 
the air shutter to restrict the input 
of primary air to the burner (pro- 
duce incomplete combustion) and 
hold your face in the burned gas, you 
will find that you cannot cut the air 
supply very much below “maximum 
heat” until you are aware of a sharp 
odor which stings the nasal passages, 
and causes the eyes to smart. This 
indicates the production of “alde- 
hydes,” a series of compounds simi- 
lar to formaldehyde, and directly 
parallel to the irritating fumes which 
frequently come out of the exhaust 
pipes of buses and trucks when de- 
celerating in city traffic. 

Obviously, if aldehydes are being 
formed in any quantity, they should 
not be discharged into an occupied 
room. Their presence might not do 
any actual harm, but no one has yet 
given a good reason why we should 
live with them. 

The other product of combustion 
that we should consider is water 
vapor. Few people realize the extent 
to which water is formed in all proc- 
esses of combustion. With the petro- 
leum hydrocarbon fuels, one gallon 
of fuel will form a little more than 
one gallon of new water that never 
existed before. We only see it when 
it condenses, as when the clouds of 
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white vapor come out the tailpipes 
of our automobiles when we start 
them on a cold morning, and when 
the condensation in the tailpipe drips 
out on the driveway, or in the “vapor 
trails” of jet planes as they pass 
through layers of nearly saturated 
cold air in the heavens. 

While water of combustion is not 
directly harmful, it may promote cor- 
rosion in vent pipes, and it some- 
times condenses inside houses in 
damaging quantities, particularly in 
humid climates and cold weather. 
Wet walls are not pleasant. Such an 
excess of moisture may damage fur- 
niture and affect clothing. 

Ample ventilation will take care 
of any of these situations except con- 
densation of water vapor in connec- 
tion with the operation of heaters 
designed for single rooms. But some 


people may not know about the im- 
portance of ventilation, and others 
may not be physically able to regu- 
late ventilating apparatus. Hence, 
we have paragraph 3 of Section 23, 
mentioned in last month’s assign- 
ment, which recommends that vents 
be provided for heaters in sleeping 
quarters for transients, and in insti- 
tutions where infants, the aged, and 
the infirm may live. 

It is also recommended that un- 
listed appliances having flue collars 
should be vented. That makes sense. 
They have either not been tested by 
the AGA Laboratories, or have failed 
to pass the test. Rather than take a 
chance that we can adjust them so 
the fumes are harmless, let’s get rid 
of the fumes. 

It also says in the book that gas 
fired incinerators should be vented. 
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EFFECT OF BACK-DRAFT 








Schematic drawings of vertical, horizontal, and right angled draft hoods show- 
ing normal flow of combustion products and spilling due to down-draft. 


LPGA Recommended Good 
Practice Rules for Liquefied 
Petroleum Gas Piping and 
Appliance Installations 
in Buildings 


23. Venting of Appliances 

(a) Appliances shall be fiue connected, 
or otherwise vented to carry off the pro- 
ducts of combustion, in accordance with 
the following: ( 

1. Any domestic appliance with input 
rating in excess of 50,000 Btu per hour. 

2. Any appliance with input rating in 
excess of 5,000 Btu per hour, if the input 
rating exceeds 30 Btu per hour per cubic 
foot of room or space in which the appli- 
ance is installed. Where two or more ap- 
pliances are installed in the same room 
or space, then the aggregate input rating 
of unvented appliances shall not exceed 
30 Btu per hour per cubic foot of such 
room or space. 

Note 1. Domestic gas ranges and domes- 
tic clothes dryers are excepted from the 
provisions of rules 1 and 2 above and are 
not included in arriving at the ratio of 
input rating to space or room content. 

Note 2. Where the room or space in 
which the appliance, or appliances are 
installed, is directly connected to another 
room or space by doorway, arch-way or 
other opening of comparable size, which 
cannot be closed, then the volume of such 
adjacent room or space may be included 
in the calculations of Rule 2. 

3. Room heaters in sleeping quarters for 
use of transients or in institutions, such 
as Homes for the Aged, Sanitoriums, Con- 
valescent Homes, Orhpanages, etc. Such 
heaters must be equipped with an auto- 
matic pilot. 

4. All space heating steam and hot water 
boilers and warm air furnaces, floor fur- 
naces, recessed heaters, unit heaters and 
duct furnaces. (Not wall heaters—See 
Appendix A). 

5. Unlisted appliances having flue col- 
lars. 

6. Gas-fired incinerators. 

24. Draft Hoods 
(a) Every vented appliance, except in- 


. Cinerators, dual oven type combination 


ranges, and units designed for power 
burners or for forced venting, shall have a 
draft hood. If the draft hood is not a part 
of the appliance or supplied by the appli- 
ance manufacturer, it shall be supplied by 
the installer and in the absence of other 
instructions shall be the same size as the 
appliance fiue collar. (For suggested gen- 
eral dimensions for such draft hoods, see 
Figures 3, 4 and 5). 
(b) Where the draft hood is a part of th« 
appliance or is supplied by the appliance 
manufacturer it shall be installed withou 
alteration in accordance with the manu- 
facturer’s instructions. In the absence o 
manufacturer’s instructions the draf 
hood shall be attached to the flue colla: 
of the appliance or as near to the appli 
ance as conditions permit. In no case sha!’ 
a draft hood be installed in a false ceiling. 
in a different room, or in any manner the 
will permit a difference in pressure be 
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The draft hood should be located as 

near the appliance as possible, (A), 

never in an attic or separate room 

where a_ different pressure may 
exist, (B). 


You cannot burn trash without mak- 
ing smoke, and if garbage is added, 
the odor becomes very bad. One soup 
bone in the incinerator will convince 
the most skeptical that gas inciner- 
ators should be vented. 

And now we come to “draft hoods,” 
Section 24. A draft hood is a section, 
»pen to the atmosphere and includ- 
‘ng a one-way baffle, which is set into 
the vent pipe close to the appliance. 
't allows the burned gases to flow 
up the flue without interruption. It 
diverts the main strength of any 
downdraft out into the room instead 
of into the appliance. It allows the 
burned gases to flow out into the 
room in case the flue becomes 
plugged. It is of interest in connec- 
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tion with both safety and comfort, as 
it protects against blowing out the 
pilot, and against smothering of the 
fire if the vent should become 
clogged. 

Paragraph 24 (b) brings out the 
point that the draft hood should be 
located as close to the appliance as 
possible, and that under no circum- 
stances shall it be located above a 
false ceiling, or in a different room, 
or in the attic, where there might be 
a difference in pressure. At first 
glance it would seem desirable to do 
it the other way around. If we are 
trying to get rid of products of com- 
bustion, and the required equipment 
is such that burned gases might spill 
from the vent on the way out, why 
not put the draft hood somewhere 
besides in the room with the appli- 
ance? To understand this we need to 
know a little more about the action 
of a vent. 

Air moves through a flue because 
it is hotter, therefore lighter, than 
the air outside. It moves fastest 
where it is hottest—down close to 
the fire. As it moves on up the flue, 
it loses heat and slows down. It is 
most likely to pass through the draft 
hood without spilling out if it is mov- 
ing along at a good brisk pace. The 
farther from the source of heat we 
place the hood, the less chance there 
is avoiding leakage. 

Looking at it from the other end 
of the flue, in case we have a down- 
draft, it is opposing the natural ten- 
dency of the heated gases to rise 
through the flue. There is more up- 
ward force to oppose the downdraft 
where the flue vapors are moving 
fastest—down by the appliance. 

Now let’s see what happens if we 
place the draft hood in the flue where 
it passes through the attic. Nearly 
all attics are equipped with ventil- 
ators, and under certain wind con- 
ditions it is easier for air to get into 
the attic than out. This creates a 
higher pressure in the attic than ex- 
ists outside. The draft hood, if lo- 
cated in the attic, would offer a 
means of relieving the excess pres- 
sure. If the pressure differential in 
the. attic exceeds the force of the 
gases moving in the vent, we can 
then have a downdraft condition 
which blows the burned gases right 
back down the flue. 

Thus we see that on all three 
counts the place where the draft hood 
functions best is next to the appli- 
ance, where the power that moves 
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tween the draft hood relief opening and 
the combustion air supply. 

(c) A draft hood shall be installed in 
the position for which it was designed 
with reference to the horizontal and ver- 
tical planes and shall be so located that 
the relief opening is not obstructed by 
any part of the appliance or adjacent con- 
struction. 

(d) Where the installer must supply a, 
draft hood of special design, advice of the 
local gas company or the proper adminis- 
trative authority as to its use should be 
secured. 

25. Types of Flues or Vents 

(a) Type A flues* or vents* shall be em- 
ployed for venting: 

1. All incinerators. 

2. All appliances which may be con- 
verted readily to the use of solid or liquid 
fuels. ; 

3. All boilers and warm-air furnaces ex- 
cept where the proper administrative au- 
thorities approve the use of Type B gas 
flues or vents. 

(b) Type B gas flues* or vents* shall be 
used only with approved gas appliances 
which produce flue gas temperatures not 
in excess of 550°F at the outlet of the 
draft hood when burning gas at the manu- 
facturer’s normal input rating and not 
specified by 25 (a) to be vented to Type A 
flues* or vents*. 

(c) For the purpose of this provision 
listed appliances, with the exception of 
incinerators and conversion burners may 
be accepted as producing flue gas temper- 
atures not in excess of 550°F at the outlet 
of the draft hood. 

*See Appendix A. 

(d) Chimneys, flues or vents installed 
for use with gas appliances but which are 
not suitable for solid or liquid fuels, shall 
be plainly and permanently labeled: “This 
flue is for use of gas burning appliances 
only.” 

The label shall be attached to the wall 
or ceiling at a point near where the flue 
or vent connector enters the chimney, or, 
where a Type B gas flue or vent is used 
in place of a chimney, at a point near 
where the Type B gas flue or vent or the 
flue or vent connector enters the wall or 
ceiling. 

(e) Type C gas flues or vents shall be 
used only for runs directly from the space 
in which the appliance is located through 
the roof or exterior wall to the outer air. 
Such flues or vents shall not pass through 
any attic or concealed space nor through 
any floor. Installation with reference to 
clearance to combustible construction and 
passage through wall or roof shall comply 
with provisions of 26 (g) and (h) 1. 

26. Flue or Vent Connectors 

(a) The material used for the flue or 
vent connector shall be resistant to cor- 
rosion and be of sufficient thickness to 
withstand damage. Where a question 
arises as to the suitability of a particular 
material, the proper administrative au- 
thority should be consulted. 

(b) The flue or vent connector shall be 
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Combustible construction is protected 

against overheating by the flue, by 

maintaining safe distances (A and B), 

and by using a ventilated thimble (C) 

where flue passes through wall or 
ceiling. 


the gases up the flue is greatest. 

Vents handle heated gases. They 
must not only conduct them to the 
outside air—it is also necessary to 
prevent overheating of adjacent com- 
bustible construction during the proc- 
ess. In this problem we have three 
factors—the heat of the gases, the in- 
sulating value of the flue, and the 
separation of the flue from adjacent 
combustible construction. We also 
want the vent to provide permanent 
safety, so we are interested in the ma- 
terials from which it is constructed, 
and their resistance to deterioration 
due to the products and conditions 
of combustion. These problems are 
all covered in Sections 25 and 26. 

Vents are classified as Types A, B 
and C, according to their materials 
and design. These are defined as fol- 
lows: 

Type A Flue or Vent. Flues or 
vents of masonry, reinforced con- 
crete, or metal smoke stacks. 

Type B Flue or Vent. Vent pipng of 
non-combustible, corrosion- resistant 
material of sufficient thickness, cross- 
sectional area, and heat insulating 
quality to avoid excess temperature 
on adjacent combustible material, 
and certified by a nationally recog- 
nized testing agency. 

Type C Flue or Vent. Flue or vent 
piping of sheet copper of not less than 
No. 24 U. S. Standard gauge, or of 
galvanized iron of not less than No. 
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20 U. S. Standard gauge, or of other 
approved corrosion-resistant mate- 
rial. 

Paragraph (a) of Section 25 covers 
the venting requirements of appli- 
ances in which the flue gas temper- 
ature is likely to be excessively high, 
or which may reach peaks beyond 
the temperatures which would be 
produced by consuming the normal 
amount of gas in the appliance. These 
units produce a higher fire hazard 
than the appliances which reach the 
peak exhaust temperature from burn- 
ing the specified input of gas, so their 
vents must be masonry or equiva- 
lent, to protect the surrounding 
woodwork from possible ignition. 

Where it can be certain that the 
heat produced in the exhaust gases 
will be limited by the Btu input of 
the appliance, it is possible to design 
the appliance so the flue gas temper- 
ature will remain below a certain 
figure. The desirable maximum is 
given as 550° F. One of the important 
requirements for listing with the 
AGA approval is that the flue gas 
temperature shall not exceed this fig- 
ure with the burner operating at full 
input. The Class B flues and vents 
are made with an insulating value 
sufficient to handle the flue gases of 
the listed appliances in accordance 
with Table 5 of Pamphlet 1, and re- 
main well below the temperature 
that might cause ignition of the ad- 
jacent woodwork. 

The final safety precaution in the 
separation of the flue from combus- 
tible construction is where it passes 
through a wall or partition. Ventil- 


ated thimbles are required, which 


keep the hot flue a safe distance from 
the combustible structure. Here 
again the Type B vent enjoys a great 
advantage, on account of the built-in 
insulation which it provides. 

State and local regulations are “all 
over the map” in their requirements 
for venting appliances. While the 
LPGA Pamphlet 1 makes certain 
very logical recommendations for the 
selection of venting equipment for 
the various types of appliances, they 
are widely ignored in.local building 
codes, so it is necessary for those 
who make the installations to know 
the local codes, some of which seem 
to have been written by bricklayers. 

Where applicable, the Type B vents 
probably do the best job of any of 
the three. The best flow through a 
vent is obtained when the tempera- 
ture of the escaping gases remains 


Good Practice Rules 
(LPGA Pamphlet No. 1) 


installed so as to avoid short turns or 
other constructional features which would 
create excessive resistance to the flow of 
flue gases. 

(c) The flue or vent connector shall 
maintain a pitch or rise from the appli- 
ance to the flue or vent. A rise as great as 
possible, at least % inch to the foot (hori- 
zontal length) shall be maintained. The 
horizontal run shall be free from any dips 
or sags. 

(d)° Wherever sufficient headroom is 
available, appliances having a horizontal 
flue outlet shail be provided with a ver- 
tical run of flue or vent connector before 
the horizontal run. To minimize frictional 
resistance in the connector, it is recom- 
mended that 45° elbows be used. 

(e) The horizontal run of the connector 
shall be as short as possible and the appli- 
ance shall be located as near the flue or 
vent as practicable. The maximum length 
of horizontal run shall not exceed 75% of 
the height of the flue or vent. 

(f) Flue or vent connectors shall be se- 
curely supported. 

(g) Where flue or vent connectors pass 
through partitions of combustible con- 
struction, ventilated thimbles shall be 
used. Minimum clearances from com- 
bustible construction to flue or vent con- 
nectors for listed appliances are shown in 
Table 5. For unlisted appliances the mini- 
mum clearance shall be 9 inches from 
metal flue or vent connectors except for 
incinerators where the minimum clear- 
ance shall be 18 inches. 


TABLE 5. FLUE OR VENT CONNECTOR 
CLEARANCES FOR LISTED 
APPLIANCES 


Minimum Distance 
from Combustible 
Construction 





Appliance 


Metal Flue or 
Vent Connectors 
Vent Connectors 


Type B Flue or 


BBE 


Water Heater . 
Space Heater 
Floor Furnace 
Incinerator 


**Except as otherwise specified in the 
listing by a nationally recognized testin 
agency. 

*3 inches for a distance of not less than 
three feet from outlet of the draft hood. 
Beyond three feet the minimum clear- 
ance is one inch. 

The clearance from metal flue or vent 
connectors to combustible constructio» 
may be reduced as specified in Table 6 
where the combustible construction ‘s 
protected in accordance with this Table. 


(h) Flue or vent connectors other than 
Type B, shall not pass through any com- 
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Examples of U. L. approved Type B flues, of asbestos insulating material, or 
double wall air insulated metal construction. (A) Transite; (B) Metalbestos, 
by William Wallace Co.; (C) Amerivent, by American Metal Products Co., Inc. 


most nearly uniform. The insulating 
quality of the Type B vents provides 
this minimum cooling of gases in 
transit. Brick chimneys do not make 
the best gas appliance vents as far 
as action goes, although they are 
considered necessary for applications 
where the flue gas temperatures are 
abnormally high. The gases cool off 
too much in going through the brick 
chimney, which impairs the action 
and on cold, damp days is likely to 
lead to considerable condensation. 
To get away from these disadvan- 
tages, some installation men like to 
run liners of Type B or Type C ma- 
terial in the chimneys. The temper- 
ature of the flue gases from a vented 
gas heater are lower than for any 
other fuel. Condensation in an un- 
lined brick chimney will damage 
mortar and may penetrate to inside 
walls, 

You will note that in the defini- 
tions of the three types of vents, em- 
phasis is placed on the use of non- 
corrosive materials. This leaves out 
the old, black stove pipe which has 
been used for generations. Plain iron 
stove pipe was not too good with the 


old wood and coal stoves, which pro- 
duced a maximum of smoke and a 
minimum of moisture. It had to be 
replaced frequently as holes devel- 
oped from corrosion—mostly from 
the inside. The moisture content of 
products of combustion of fuel gases 
is very high, and iron stove pipe is 
even more unsuitable. Even in lo- 
calities where codes permit its use, 
or where codes are ignored, it should 
never be used. 

Section 26 deals with methods of 
installing flues and vents, and con- 
necting them to the appliances so 
they will do the jobs for which they 
are intended. Much of this material 
seldom shows up in local codes, but 
it is all good common sense. Begin- 
ning in paragraph (g), we find the 
recommended specifications for clear- 
ances between the vents and combus- 
tible construction, and for shielding 
of surfaces which are close to vent 
connectors so fires will be prevented. 
Here again, it is necesssary to watch 
the local codes. Where they are not 
specific, at least the minimum speci- 
fications of Pamphlet 1 should be 
followed. 


COMBUSTIBLE CONSTRUCTION 
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bustible walls or partitions unless they 
are guarded at the point of passage by 
ventilated metal thimbles not smaller 
than the following: 

1. For listed appliances, except floor 
furnaces and incinerators—4 inches larger 
in diameter than the flue or vent connec- 
tor, unless there is a run of not less than 
6 feet of flue or vent connector in the 
open, between the draft hood outlet and 
the thimble, in which case the thimble 
may be 2 inches larger in diameter than 
the flue or vent connector. 

2. For listed floor furnaces and all un- 
listed appliances, except incinerators—6 
inches larger in diameter than the flue 
or vent connector. 

3. For incinerators—12 inches larger in 
diameter than the flue or vent connector. 

(i) The flue or vent connector shall not 
be smaller than the size of the flue collar 
or the size of the outlet of the draft hood 
supplied by the manufacturer of a gas-de- 
signed appliance. Where the appliance has 
more than one fiow outlet, and in the ab- 
sence of the manufacturer’s specific in- 
structions, the flue or vent connector shall 
equal the combined area of the flue out- 
lets for which it acts as a common con- 
nector to the flue or vent. (See Fig. 1). 


A equals the required clearance with 
no protection ss specified in Table 5. 

B equals the 1educed clearance permit- 
ted in accordance with Table 6. 

The protection applied to combustible 
construction is required to extend far 
enough in each direction to make C equal 
to A. 


TABLE 6. CLEARANCE WITH SPECI- 
FIED FORMS OF PROTECTION 


Where the required 
clearance with no 
protection is: 





Type of Protection 


6 In. Clearance 
Reduced to 

9 In. Clearance 
Reduced to 

18 In. Clearance 
Reduced to 


% in. asbestos 
millboard spaced 
out 1 in. with non- 
combustible spacers 
28 gauge sheet 
metal on % in. 
asbestos millboard 
28 gauge sheet 
metal spaced out 

1 in. with non-com- 
bustible spacers 2in. 4in. 9 in. 


(j) No manually operated damper shall 
be placed in any’ flue or vent connector. 
Fixed baffles ahead of draft hoods are not 
classified as dampers. 

(k) A flue or vent connector shall not be 
connected to a chimney flue having a fire- 
place opening unless the opening is per- 
manently sealed. 
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FLOOR 


Appliances should never be vented 

into a fireplace chimney unless the 

chimney can be sealed below the vent 
connection. 





Paragraphs (j) and (k) of Section 
26 are more important than their size 
would indicate. Either a damper or 
an unsealed fireplace opening could 
completely nullify the purpose of put- 
ting a vent on an appliance, the dam- 
per by creating back pressure which 
might put out the fire, and the un- 
sealed fireplace by allowing the room 
to fill with products of combustion: 

Section 27 gives the verdict of ex- 
perience in connecting appliances 
with existing chimneys, and in con- 
structing vents where there are none 
of previous construction. It is all 
good information, and should be un- 
derstood and followed. Paragraph 
(c) of this section emphasizes the 
importance of extending the flue up 
to a proper height in relation to the 
surrounding structures. In construct- 
ing this extension, it is well to bear 
in mind the idea that the outgoing 
gases should be kept moving as fast 
as possible. If the extension of the 
flue outside the building is made of 
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single-thickness galvanized iron, the 
flue gases will be cooled and their 
movement slowed down, so in severe 
climates this method of flue construc- 
tion is quite unsuccessful. Sluggish 
draft through a thin flue may even 
offset the action of the vent to the 
point where the pilot can be easily 
blown out by downdrafts. The chim- 
ney or its extension should be made 
of insulated material to its full 
height. 

This situation is emphasized in an- 
other way in Section 28, which does 
not recommend the use of outside 
vents if there is any other way to 
do the job. It gives additional promi- 
nence to the points already men- 
tioned—that the material shall. be 
highly resistant to the corrosive ac- 
tion of combustion products—that it 
shall be insulated or of high insulat- 
ing qualities to aid draft and mini- 
mize condensation. 

The final sentence is one of the 
most important—“a suitable vent cap 
which does not obstruct or reduce 
the effective cross-sectional area of 
the flue or vent outlet shall be placed 
on top of the riser.” While this is 
the only mention of vent caps in Pam- 
phlet 1, and its application is spe- 
cifically to “outside flues or vents” 
(those passing up the outside walls 
of buildings instead of going up 
through the structure and roof), 
most building codes do not differen- 
tiate between these and any other 
vent or flue. They generally require 
an approved cap on any flue, and in 
many cases the local authorities do 


the approving. We will go along with | 


the authorities on the need for caps 
on all flues for gas burning appli- 
ances. They should be of such nature 
that they not only keep out the rain, 
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CORRECT CHIMNEY DESIGN 
SHOWN BY DOTTED LwES 


WOTE: CARRY CHIMNEY WELL ASOVE ROOF OF HIGH 


OUTSWE METAL STACKS UNSATIS- 
FACTORY UNLESS TYPE 8 VENT IS USED 


Chimneys or vents should extend above the peak of roof or nearby Hoh building 
to prevent — which might produce down-drafts 
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Good Practice Rules 
(LPGA Pamphlet No. 1) 


27. Flues or Vents 


(This section applies only to natural 
draft venting. Forced draft or exhaust 
systems and power burners usually re- 
quire special engineering and installation 
and should be approved by the proper 
administrative authority). 

(a) Before connecting a flue or vent 
connector, the flue or vent shall be ex- 
amined to ascertain that it is properly 
constructed, clear, and will freely con- 
duct the products of combustion to the 
outer air. 

(b) The flue or vent to which the fiue 
or vent connector is connected shall be of 
a size not less than specified in Figure 6. 
In no case shall the area be less than the 
area of 3 inch diameter pipe. When more 
than one appliance vents into a flue or 
vent, the flue or vent area shall be not 
less than the area of the largest flue or 
vent connector plus 50 per cent of the 
areas of the additional flue or vent con- 
nectors. An elliptical flue or vent may be 
used, provided its flue gas venting capa- 
city is equal to the capacity of round pipe 
for which it is substituted. 

(c) The flue or vent should extend high 
enough above the building or other 
neighboring obstruction so that wind 
from any direction will not strike the flue 
or vent from an angle above horizontal. 
Unless the obstruction is of great magni- 
tude, it is usual experience that flue or 
vent extended at least two feet above flat 
roofs or two feet above the highest part 
of wall parapets and peaked roofs within 
30 feet will be reasonably free from down 
drafts. (See Figure 7). 

(d) In entering a chimney flue, the con- 
nection shall be above the extreme bot- 
tom to avoid stoppage. Means shall be 
employed whica will prevent the flue or 
vent connector from. entering so far as to 
unduly restrict the space between its end 
and the opposite wall of the chimney. A 
thimble or slip joint may be used to fa- 
cilitate removal of the flue er vent con- 
nector for cleaning. 


(e) Cleanouts shall be of such construc- 
tion that they will remain tightly closed 
when not in use. 

(f) An automatically controlled gas ap- 
pliance connected to a flue which also 
serves equipment for the combustion of 
solid or liquid fuel shall be equipped with 
an automatic pilot. A gas appliance flue 
or vent connector and a smoke pipe from 
an appliance burning another fuel may be 
connected into the same flue throug) 
separate openings, or may be connecte‘ 
through a single opening if joined by a Y 
fitting, located as close as practical to the 
flue. If two or more openings are provided 
into one flue they should be at different 
levels. 

(g) In order to promote better dra‘t 
where more than one gas appliance five 
or vent connector is connected to a flue 
or vent, the connections should be mace 
at different levels. Two or more gas app! '- 
ances may be vented through a commen 
flue or vent connector when necessary, :f 


(Continued next page, col. 3) 
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but should also discourage down- 
drafts so as to minimize the possibil- 
ity of blowing out pilots on cold, 
windy days, when heat is needed 
most urgently. 


New Revisions Coming 


During the coming years we will 
see certain revisions of practices and 
codes based on recent studies of vent- 
ing principles by the Stanford Re- 
search Institute. These are in addi- 
tion to the studies made by Univer- 
sity of Illinois and Purdue, which 
have been our principal guide in the 
past. These changes will be largely 
in details aimed to make the vent 
system a little more efficient by re- 
ducing internal resistance and main- 
taining flue gas temperature to speed 
up its evacuation and reduce con- 
densation: A brief discussion of these 
research findings was published in 
“Butane-Propane News,” Dec., 1952 
(page 87). The indicated changes are 
not radical in any sense, but where 
consistent with local codes they may 
be incorporated in practice at any 
time. 

From the safety standpoint, vent- 
ing of appliances is getting rid of 
products of combustion which might 
otherwise accumulate to the extent 
that they would be harmful to hu- 
man health. It must be done in such 
a way that it does not impair or ren- 
der hazardous the operation of the 
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How many improvements can you 
suggest in this vent installation? 


appliances, and so it does not involve 
the risk of starting a fire in a com- 
bustible building. We are still learn- 
ing how to improve the construction 
and operation of vents, but these 


Good Practice Rules 
(LPGA Pamphlet No. 1) 


joined by Y fittings as close as practical 
to the flue or vent, and provided the size 
of the common flue or vent is sufficient to 
accommodate the total volume of flue 
gases. Y fittings shall be made so that the 
angle at which the flue or vent connectors 
intersect is as small as possible, and 
should not exceed 45°. 


(h) Where an existing chimney is un- 
lined or where local experience indicates . 
that flue gas condensate might be a prob- 
lem, consult the local gas distributor for 
information about liners that are suitable 
for the locality. ; 


28. Outside Flues or Vents 


(a) Outside flues or vents are not 
recommended end they are particularly 
unsuccessful in severe climates and in 
small sizes, but when they must be used 
the material shall be resistant to the ac- 
tion of combustion products and shall 
possess high insulation qualities or be 
adequately insulated to minimize con- 
densation and aid draft. 


(b) When a flue or vent must be in- 
stalled on the outside of the building, it 
shall be securely supported. A capped 
“tee” shall be installed at base of the 
riser, with an cpening to drain off con- 
densate. A suitable vent cap which does 
not obstruct or reduce the effective cross- 
sectional area of the flue or vent outlet 
shall be placed on top of the riser. 





safety requirements are not chang- 
ing. As in any other branch of our 
operation, we should never incur an 
avoidable risk by doing the job 
wrong. 





Answers to Problems 
on Page 73 of the July Issue 


Problem 1. The four hazards are 
(1) incomplete combustion, which 
may produce undesirable amounts of 
carbon monoxide and/or irritating 
fumes; (2) inadequate ventilation, 
which may result in oxygen deple- 
tion and carbon dioxide excesses in 
the room air; (3) fire from overheat- 
ing combustible substances; (4) leak- 
ing fuel. 

Problem 2. See Section 23, “Vent- 
ing of Appliances” (LPGA Pamphlet 
1) reproduced in July issue of “Bu- 
tane-Propane News.” We cannot an- 
swer regarding your local codes. 
Please look them up. 

Problem 3. The 18 inches clear- 
ance is necessary for the servicing 
of burners and in some cases other 
units of the heating apparatus. We 
believe that this should not be lim- 
ited to “combustible construction,” 
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but should be interpreted as apply- 
ing to anything that might interfere 
with the clear space required for 
servicing. 

Problem 4. (a) If the heater had 
previously been used with either nat- 
ural or manufactured gas, it is al- 
most certain that it will require a 
change of orifice to give satisfactory 
operation on L. P. gas. If used with 
a thermostatic control and not al- 
ready so equipped, an automatic 
pilot of the complete shut-off type 
should be added. 

(b) Any appliance, the previous 
history of which is not known, should 
be carefully inspected to determine 
whether or not it is equipped with 
the proper orifices for L. P. gas. If it 
is not, the paragraph immediately 
above would apply. 

(c) We could hope that in this 
case the orifice and adjustments are 
correct for L. P. gas. Nevertheless, 
it should be inspected to make sure. 


It never pays to take a chance. The 
customer might have changed sup- 
pliers because the heater was not op- 
erating properly because it had the 
wrong orifice, but not knowing this, 
the competitor’s gas had been blamed 
for the deficiency. 

Problem 5. The possible hazards 
are production of carbon monoxide 
and irritating fumes due to incom- 
plete combustion, and overheating of 
the appliance and possibility of start- 
ing fire in surrounding combustible 
surfaces and materials due to too 
high fuel input. 

Problem 6. The answer to this 
question appeared in the previous 
assignment on range installations. 
When adjusting the orifice down to 
the capacity necessary for L. P. gas, 
there is a possibility that the adjust- 
ing needle may be so far off center 
that mixture of fuel and primary air 
will not be complete, and unbalanced 

(Continued on page 129) 
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Series Multivalves 
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Outlet for liquid withdrawal 
with internal excess flow 
valve and removable brass 


plug. 








Stocked by These Distributors 
GAS EQUIPMENT CO. 
Dallas, Texas ~ 
GAS EQUIPMENT SUPPLY CO. 
Atlanta, Georgia 
GAS EQUIPMENT CO. 
of DE R—Denver, Colo. 
TILDEN ENGINEERING & 
EQUIPMENT CO. 
Fresno, Calif. 
A. C. FINK, S. A., Mexico, D. F. 
EMPIRE BRASS MEG. CO.,LTD. 
London, Canada 
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For Fast, Safe Filling of Tractors and Other Mobile 
Tanks from Stationary LP-Gas Bulk Systems 


In addition to all of the proven features of RegO Multivalve design, 
this new series of valves has a %” female pipe thread outlet to pro- 
vide for liquid withdrawal. This outlet is protected by a positive 
action internal excess flow valve. The outlet is plugged with a re- 
movable *%” brass pipe plug when shipment is made from the factory. 


ELIMINATES EXTRA LIQUID WITHDRAWAL TANK OPENING 


RegO No. 2594 Series Multivalves provide in a single assembly, with 
a single 142" tank opening, these operating and safety features: 


Service Outlet Valve ... Double Check Filler Valve 
.. . Vapor Return and Excess Flow Valve... 
Fixed Liquid Level Gauge . . . Optional Pressure 
Gauge... Optional Fuse Plug... Plus, Liquid With- 
drawal Outlet with Internal Excess Flow Valve 





“Trademark 
RegO is the registered trademark 
of the Bastian-Blessing Co. 
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Problems for Discussion at Eighth Safety Meeting 


For this meeting we are continuing the discussion of various phases of installation in 
which the local and state codes are the governing authority. These can only be mastered 


properly through the memorizing of considerable detail. 


Venting of appliances is generally covered in the building codes, or in a subdivision 
which becomes a working part of the building code. The provisions are far from uniform 
in different localities, so it is recommended that this assignment be studied in conjunction 


with the code applying to your own operation. 


We have based our discussion on the recommended practices set forth in LPGA Pam- 
phlet No. 1, which is closest to a standard for the industry that is available. We have used 
it as a guide in developing the principles involved in venting appliances, and in pointing 
out reasons for the recommendatons. These same principles apply regardless of who de- 
veloped the local codes. 


The reasons given in the article on venting should be useful in helping the employe 
to remember the details. Where the details do not coincide with those of the state and 
local codes, it is in most cases because differences in experience have led to differences in 


viewpoint, and to the assigning of greater values to certain factors as the result of those 
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differences in viewpoint. 








Problems 


1. What are the hazards which are avoided by 
venting appliances? 


2. Under your local regulations, what are the 
classifications, sizes, and uses that determine what 
appliances must be vented? 

3. What appliances need not be vented? 

4. What precautions should be taken to keep the 
air harmless in a room in which an unvented heat- 
er is burning? 

5. What is the purpose of a draft hood? 

6. Why should the draft hood be located as close 
to the appliance as possible? 

7. Why should the draft hood be in the same room 
as the appliance, and not in the attic or some other 
room? 

8. What are the differences between flues of types 
A, B and C? 

9. Under what conditions is it advisable to use 
type A flue? 

10. What are the advantages and disadvantages 
of type C flue? 


11. What built-in precautions do listed appliances 
have (except incinerators and conversion burners) 
which can be considered as a basic safety factor 
against starting fires in combustible construction 
or materials near the vent? 

12. Why is it impossible to say that the temper- 
ature of the flue gas at the vent of an appliance 
equipped with a conversion burner will not exceed 
550° F.? 

13. What is a ventilated thimble, and how does it 
protect walls and partitions against being ignited 
from the heat of the flue? 

14. Why is-it wrong to connect a gas appliance 
to a fireplace chimney without sealing the opening 
between the gas vent and the fireplace? 

15. If you were connecting a warm air furnace to 
an existing smoke pipe which had formerly vented 
a coal furnace, and found that the chimney had a 
damper, what would you do? 

16. If you were to secure a new account, and 
found on inspection that certain appliances were 
not correctly vented, what would you do? 
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Retail Credit and Collections 








In Five Parts — Part Five 





By Sterling S. Speake 
Retail Credit Specialist 
The University of Texas 

Division of Extension 

Austin, Texas 








How To Collect LPG Accounts 


OLLECTIONS! COLLECTIONS! 
COLLECTIONS! Yes, every 
LPG dealer and every credit person 
you meet is asking, “How are your 
collections?”, “Du you know any 
new schemes or tricks?”, “How do 
you collect from a customer of this 
type . ...?”, and so on. 

Collection problems are increasing 
and will probably continue to in- 
crease as production of consumer 
goods increases, with people continu- 
ing to shift from one section of the 
country to another and with a higher 
percentage of customers buying on 
a credit basis. 

One of the greatest collection prob- 
lems of many LPG dealers, especial- 
ly the smaller dealer, is the fact that 
the customer has been permitted to 
“run up” a large bill and finally gets 
so far behind that he quits trading 
with that dealer and goes elsewhere 
to buy. An unpaid pyramid account 
is definitely a collection problem and 
very likely to be a P & L account 
later. The collection of an account 
actually starts at the time the ac- 
count is opened, It has been said 
that approximately 90% of all bad 
accounts were bad when they were 
placed on the books. So it follows 
that prevention is the collection cure. 
Use of the following five procedures 
should be considered: 

1. Are credit applications being 
used? 

2. Are proper investigations being 
made? 

3. Has the proper evaluation of the 
customer been made? 

4. Are statements mailed on time? 

5. Is follow-up on accounts done 
early? 

There are three main classes of 
customers when handling collections. 
First, those who are good payers be- 
cause they usually pay promptly. 
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‘‘Where? Moved to Timbuctu? Well, 
keep after him!’ 


Second, are those who are slow, but 
pay ultimately. This class includes 
the indifferent type which lets the 
store wait for its money while they 
spend their money for pleasure and 
other pursuits. Also, in this group 
are good pay customers who are 
prevented from paying promptly be- 
cause of misfortune or other causes. 
In the third class are those who pur- 
posely evade payment; and no mat- 
ter how careful a credit office may 
be in accepting applicants, a few un- 
reliable ones are granted credit. 
When collection efforts commence, 
these persons are discovered. 


Steps In Collection Procedure 


The following methods of collect- 
ing accounts are considered to be ef- 
fective, but the steps may be changed 
in accordance with the policy of the 
individual firm. 

1. ITEMIZED STATEMENT—A 
statement showing what was pur- 
chased during the previous month 
should be the first collection item to 
go out. This statement should reach 
the customer by the first of the month 
unless cycle billing is being used. 


The modern trend is to mail the cus- 
tomer the signed ticket along with 
the statement. This saves time, as 
only the amount of the ticket or 
ticket number is posted to the state- 
ment. The ticket gives the customer 
a full explanation of the purchase. 


2. BALANCE DUE STATEMENT 
—This is a balance forward state- 
ment showing the amount of the pre- 
vious bill rendered. Some firms pre- 
fer to use a rubber stamp indicating 
that the account is past due. The 
wording should be clear, firm, and 
friendly, such as: “Past due—a check 
will be appreciated.” 


3. PRINTED REMINDERS—Many 
firms are now using impersonal re- 
minders to bring the status of the 
account to the customer’s attention. 
These reminders should be mild and 
inoffensive, yet should bring home 
to the customer the fact that he has 
no doubt overlooked the payment of 
the account. This collection item 
should be sent out from 10 to 15 days 
after the “Balance Due” statement 
is mailed. Some firms prefer to use 
two or more such reminders, each 
printed in a different outstanding 
color. (See Fig. 1.) 


4. COLLECTION LETTERS—An- 
other collection device used by most 
credit offices is the collection letter 
series. The first letter should be 
short, concise and friendly. It should 
go out from seven to 10 days after 
the reminder has gone out. Then, if 
there is no response to the first let- 
ter, second and third collection let- 
ters may be mailed at intervals of 
from seven to 10 days, with each let- 
ter increasing in force and firmness. 
Some firms use four or five collection 
letters in a series; however, this pro- 
cedure is a matter of store policy. 


Considerable thought and planning 











should go into writing collection let- 
ters and every effort should be made 
to retain the good-will of the cus- 
tomer. Here are some helpful hints 
on collection letter writing: 

(a) Never make a threat. 

(b) Avoid curt statements that 
will irritate the reader. 

(c) Give your letter a human 
tone. It will make the reader want 
to cooperate by paying his bill. 

(d) Make your letters reasonably 
brief. No debtor enjoys a collection 
letter enough to read a long one. 

(e) Avoid trite expressions that 
give your letters a prefunctory 
“stale” tone. Example: “We note 
from our records,” “if our records 
are correct,” “please attend to same 
by return mail.” 

(f) Make it easy for the reader to 
send a check. Enclosing an addressed 
envelope helps to minimize his urge 
to procrastinate. 

(g) Avoid negative statements that 
are uncomplimentary to the reader. 
Examples: “You have failed to show 
us even the courtesy of a reply”; 
“if you continue to ignore this ac- 
count, we can only assume that you 
do not wish to do the fair thing.” 

(h) Be sure to mention the amount 
of the bill in your letter unless a 
statement accompanies the message. 

(i) Avoid any evidence of exasper- 
ation. This only injures the effective: 
ness of your request for payment. 

(j) Make your letters appear to be 
individually typed. If it is obviously 
a form letter, the reader is much less 
inclined to take it seriously. 

(k) Put all strong language in the 
form of a question. Example: “Don’t 
you think you should do something 
about this account?” 

(1) Close your letters with a state- 
ment that stimulates action. Leave 
the reader thinking about the course 
you want him to take. 


5. TELEPHONE CALLS — The 
telephone has a definite and impor- 
tant place in collections. The tele- 
phone is quick, convenient, econom- 
ical, and it enables the creditor to 
get in direct contact with the cus- 
tomer for an immediate reply. The 
proper use of the telephone requires 
a high degree of ability and unlim- 
ited tact, clear voice, good personal- 
ity, even temper and. the ability to 
think quickly should be some of the 
requirements of the person making 
the eall. Such calls should be made 
when it is convenient for the debtor 
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Don’t use ‘‘bully’’ tactics in making 
collections. 


to talk, and should be made to the 
debtor’s home, if possible, and not to 
his place of employment. Being a 
good “listener” is important, but the 
customer should understand that re- 
sults are expected. After identifying 
the customer and yourself, a good 
statement to make to the customer 
is, “We haven’t heard from you late- 
ly about your account, Mrs. Doe.” 
This opening calls for a reply from 
Mrs. Doe and gives her an oppor- 
tunity to explain one of the reasons 
that past due debtor’s generally give 
for not having paid the account. 


Here are six excuses that are usu- 


ally given as to why an account re- 


mains unpaid: 

(a) Illness, sickness or death. 

(b) Unemployment. 

(c) Overloaded—no money right 
now. 

(d) Domestic troubles—either the 
wife or the husband didn’t know 
about the account. 

{e) Disputed account—error in 
the bill or the services rendered were 
not satisfactory. 

(f) Neglect—just forgot all about 
that account, but will be down Satur- 
day. 

Listen to these excuses and then 
try to have an understanding as to 
when payment might be expected. 
Agree on the amount and the date 
of the payment, as it then sets a defi- 
nite plan to work on towards liqui- 
dating the account. “Can you let us 
have $5.00 on this account out of 


your next pay check, Mrs. Doe?” is 
a good question to ask the debtor. 
It will be very hard for her to say 
no. Long distance calls have been 
found to be particularly effective be- 
cause of the element of surprise. 


6. TELEGRAMS — The telegram 
is being used more frequently by 
dealers to collect past-due accounts 
because it conveys the notice of urg- 
ency and is therefore effective. A 
telegram gets the debtor’s attention 
and has proved to be a good means 
of getting the customer to respond 
where other efforts have failed. In 
framing a collection telegram, great 
care should be taken to see that the 
wording is not threatening or libel- 
ous. 


Western Union can furnish sam- 
ples of suggested telegrams for this 
purpose, and arrangements may be 
made with most of their offices for 
delivery at almost any time of the 
day or night, thus assuring the ar- 
rival of the telegram at the’debtor’s 
address when desired. All collection 
telegrams should be prepaid and 
never sent collect. 


7. PERSONAL CALLS—Personal 
collections by a properly trained col- 
lector are very valuable. However, 
the personal visit as a regular prac- 
tice is considered too expensive in 
most instances. If personal calls are 
used in collecting from difficult past- 
due account, then the person making 
the call should be tactful, firm, and 
friendly. Most customers resent per- 
sonal collectors and refuse to cooper- 
ate with this type of collecting, but 
this procedure has its place in col- 
lection practices, especially when 
other collection efforts have failed. 


8. PRE-COLLECTION SERVICE 
—This is a service that many credit 
bureaus render their members. It 
consists of a series of collection no- 
tices or letters written on the sta- 
tionary of the Credit Bureau. In 
some cases these letters are sold 
direct to the merchant and mailed 
by him, while in other cases, the 
merchant reports his account to the 
credit bureau and the bureau mails 
out the notice. 


In either case, the debtor’s atten 
tion is called to the fact that his ac- 
count is seriously past due and in 
order to maintain his credit standing 
in the community it will be neces 
sary for him to make the proper ar- 
arrangements for the account. 
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9. COLLECTION AGENCIES— 
Many credit managers prefer to util- 
ize the services of collection depart- 
ments of credit bureaus and other 
types of responsible collection agen- 
cies due to the powerful morale ef- 
fect on the debtor. The average 
debtor knows that if he fails to pay 
an account in the hands of one of 
these agencies, the entire business 
community may soon learn of it, and 
his credit rating will consequently 


_ suffer. By constantly following up 


on the debtor’s promises, collection 
agencies impress upon the debtor the 
value of maintaining a good credit 
standing by paying his bills prompt- 
ly. They are successful in collecting 
accounts where the creditor has been 
unable to do so. 

Accounts are generally handled by 
collection agencies on a contingent 
fee basis ranging from 25 to 50%, 
depending on the size, age and con- 
dition of the account. If there is no 
collection, there is no charge. Ac- 
counts past due six months or more 
are the type usually placed with 
these agencies for collection; how- 
ever, each individual account should 
be analyzed and handled according- 
ly. Certainly the creditor should 
know these facts about a collection 
agency: 

(a) Is it responsible? 

(b) Are its charges reasonable? 

(c) Is it dignified? 

(d) Is it efficient? 


10. ATTORNEYS — An account 
should not be placed with an attor- 
ney until all other methods of collec- 


tion have been exhausted and the 
creditor is prepared to sever his busi- 
ness relationship with the debtor. At 
the same time, it is well to remem- 
ber that the older an account be- 
comes, the more difficult it is to col- 
lect. Therefore, when the circum- 
stances warrant the creditor should 
institute legal proceedings. The ac- 
count should be at least $50.00 or 
more in amount to justify suit, at 
least that is the opinion of most 
credit men. The filing of a law suit 
adds considerably to the expense in- 
volved so the attorney should be in- 
structed to make every reasonable 
effort to collect the account before 
filing the suit. 


11. FOLLOW-UP SYSTEM — To 
facilitate following -up in the collec- 
tion of accounts, various methods are 
employed. Regardless of the system 
that is used, it is necessary to keep 
up-to-date on slow payers and make 
contact with them on dates that 
promises or agreements are to be 
fulfilled. 

One of the best methods for fol- 
lowing up on accounts is the “dated 
file” or card system which is com- 
monly known as the “tickler” system. 
The aim of such a system is to place 
before the credit man every day all 
past-due accounts which require at- 
tention. The procedure saves time, 
labor, and gives a complete record 
of all previous collection efforts. 
These cards are placed in the “dated 
file” according to the advanced ma- 
turity date, so that the account will 
appear again at a later date for neces- 
sary action in case it has not been 
paid. 





PERHAPS YOU'VE BEEN BUSY 


"Time flys-- 
doesn't it?” 


so busy that you have probably 
overlooked sending us your remittance cov- 
ering last month's purchases in the amount 


Our Credit policy provides that 
payment in full shall be made not later than 
the tenth day of the month following month 
of purchase. 


Your prompt remittance will be 
greatly appreciated. 


BLANK BROS. 
Credit Department 








Fig. 1. Sample of “‘reminder’’ type collection form. 
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Ten Rules For Collecting 


There are many different ideas 
about the procedure for collecting 
accounts. Some credit people feel 
that one device is better than an- 
other, or that certain methods will 
work in one case and not in the next. 

1. START EARLY. Don’t ‘allow 


_ the account to become too far past 


due before efforts are started to col- 
lect. The longer the account is al- , 
lowed to “ride,” the harder it will 
be to collect. 

2. STRIKE LIGHTLY. Build up 
the collection efforts. Start off with 
mild attempts and increase each step 
in forcefulness. 

3. VARY COLLECTION DE- 
VICES. In order to be effective in 
collection procedure, each. step 
should be different. If a reminder is 
sent one time, then something else, 
such as a collection letter should be 
sent the next time, then a telephone 
call and so on. Vary each device for 
satisfactory results. 

4. BE PERSISTENT. Don’t give 
up too easily. Almost any account can 
be collected if persistence prevails. 
The debtor is likely to pay the ac- 
count upon the very next contact. 
Stay with him! 

5. ASK FOR THE MONEY. Some 
creditors are afraid to ask the debtor 
for the money. Certainly, collection 
of the account may not ever be made 
unless he is asked for the money. 

6. BE FIRM, BUT FAIR. Let the 
customer know that you expect pay- 
ment of the account, but be fair. If 
he has had sickness or trouble, work 
out a fair plan. 

7. DON’T MAKE ANY FALSE 
THREATS. Never tell the customer 
that a certain thing is going to hap- 
pen if he doesn’t pay, when that 
thing is a threat and will never hap- 
pen. 
8. COOPERATE, BUT DON’T 
IRRITATE. Little is gained by har- 
assing the debtor. Work out a satis- 
factory plan wherein there is cooper- 
ation on both sides. If necessary the 
creditor should go more than half 
way with the debtor in working out 
a plan for payment. 

9. HAVE A CLOSE FOLLOW-UP. 
Keeping a close watch on slow pay- 
ers is absolutely essential to provide 
a good collection percentage record. 

10. CONSIDER OUTSIDE AIDS. 
When all efforts of the creditor have 
failed, then consideration should be 
given to the use of outside aids. 
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Appliance Sales Doubled 


By Downtown Location 


LPG tank unit is used to attract attention of heavy traffic passing this store. Unit also served as valuable demon- 


t¢ closer you can get to the 

downtown district of your city 
the better. Appliance sales are 
double what they would be other- 
wise and you'll sell many a system 
installation some competitor would 
have secured if you weren’t in that 
choice spot.” 

Sam Barnett, manager of the Pine 
Bluff Butane Gas Co., Pine Bluff, 
Ark., makes this statement and then 
adds that the location has taught him 
he could do even better if he were 
in the very heart of the business dis- 
trict. The store is just outside the 
main business area in Pine Bluff’s 
busiest street. ; 

Dealers who feel higher rent of 
such locations will offset any gains 
from additional sales should talk to 
Mr. Barnett. The increase in addi- 
tional sales from walk-in’s is so 
great, he points out, that added 
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stration aid for salesmen. 


rental costs become no factor what- 


ever. 

“During the fall and winter season 
we will average three appliance sales 
a day,” he will explain, “while dur- 
ing the summer off-season we’ve av- 
eraged one a day for the past two 
years. Being in this location we get 
a lot of sales that otherwise would 
have gone to furniture stores and 
appliance dealers in the downtown 
area. 

“If you’re located on the edge of 
your city or at your bulk plant 99% 
of your sales are going to have to be 
those you go out and solicit from 
your regular customers. In a loca- 
tion such as this you have a chance 
at every person who goes by on foot 
or in a car, and you'll find rural folks 
coming to town a lot oftener today 
than they used to in the past.” 

The location sells installations, too, 


By Ernest W. Fair 


Field Editor 
Butane-Propane News 


particularly since a complete tank 
unit set-up, covered with advertis- 
ing, was installed at the front of the 
store. 

“That really sells systems for us,” 
Mr. Barnett explains, “because any- 
one with but the slightest interest in 
a system can’t help but have his curi- 
osity aroused by the unit as you sec 
it there. Time after time we’ve had 
people come in and ask us about i' 
and tell us when they bought tha‘ 
seeing the unit there got them t 
thinking about it. 

“Of course, it has another big ad 
vantage to us in that it gives us an 
actual unit right at the salesroom 
to sell with rather than have to work 
from pictures or take a prospect ou 
to an installation. Fortunately, th: 


~ building is so constructed we can dc 


this since there’s a set-back from the 
sidewalk, but this has proven so 
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Roomy display space is feature of appliance department. 


valuable to us I would recommend a 
dealer’s front be altered to do this, 
or at least setting one up in the front 
window. Month after month this 
gives us opportunities to sell instal- 
lations we would never have known 
about otherwise.” 

The firm purchased the P. A. Smith 
Co. two years ago and now has eight 
employes with three trucks and two 
full-time service and installation men. 

“Don’t ever underestimate serv- 
ice,” Mr. Barnett advises. “It’s the 
biggest single factor in your ability 
to get new customers and to hold the 
old ones. When a customer has a 
breakdown he wants service on his 
equipment right now and not tomor- 


Repair Kits on Trucks 


Many service calls can be elimi- 
nated by giving truck drivers some 
basic education in handling small 
problems, he believes, and providing 
them with repair kits on their trucks. 
On every stop drivers ask if any ad- 
justments are needed and make a 
close visual check of the entire in- 
tallation. 

“That one little thing has enabled 
is to have our service men available 
‘o handle real emergency calls speed- 
ily,” Mr. Barnett explains, “and has 
eliminated more than half of the 
service calls we used to get. I guess 
we're like others since we make no 
effort to profit out of service calls— 
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we charge only for parts and at a 
$1.50 an hour rate for the mechanic.” 


$150 Telephone Saving 


Sam Barnett believes that one of 
the best ways for any dealer to find 
extra profits is to keep a constant 
eye on overhead costs. Monthly tele- 
phone toll charges were reduced 
from $200 to less than $50 by instruc- 
tions to drivers to always use per- 
son-to-person calls. If there are no 
orders for gas for a particular driver 
when he calls in, Mr. Barnett de- 
clines the call and saves the toil. 

When he took over the business, 
three service trucks were operating 
on gasoline instead of butane. He 
converted them and cut the firm’s 
monthly gas bill from $250 to $30, 
which covers his own personal car 
use in business. The provision of re- 
pair kits on tank trucks eliminated 
the need for one full-time service 
man at a $250 a month saving. 

“There’s no excuse for any busi- 
ness to be in existence if it can’t be 
operated profitably,” he believes, 
“and that’s the best and surest way 
to build a gas business anywhere. 
No matter what your volume, you 
can make a profit if you’ll just keep 
an eye always on that overhead and 
find ways and means to keep it in 
line with the business all of the 
time.” 

He also believes no dealer should 
lose sight of the profits in the bottled 
gas business and the many new sales 


that can be made with it. The temp- 
tation to concentrate entirely on big 
tanks loses many sales when the new 
customer cannot afford that much of 
an initial outlay. 

“Tt sells us a lot of installations 
which develop into sizable tank deals 
I’m sure would never have been 
made otherwise,” he points out, “and 
besides, the 20 cents a gallon you ean 
get in bottles is very profitable mer- 
chandising. ‘ 

“We sell many an installation with 
our plan of a $44 lease fee on two 
bottles, with this covering the entire 
period of use, by allowing our cus- 
tomer a credit of this entire amount 
when he does buy a tank installa- 
tion.” 

All of these are good business 
methods keeping the Pine Bluff Bu- 
tane Gas Co. on a profitable opera- 
tion basis, but the one to which Sam 
Barnett points as being of most im- 
portance is the firm’s downtown lo- 
cation and the display of the com- 
plete tank set-up right out front 
where everyone can see it. 





Adams Rejoins Caldwell 


Robert L. 

Adams, just re- 

turned from ac- 

tive duty in 

Korea, has re- 

joined the sales 

organization of 

Zerah T. Cald- 

well, Malvern, 

Ark. Mr. Adams 

has been appoint- 

ed to the Central 

Robert L. Adoms Toxas area repre- 

senting Adams Bros. Mfg. Co., Inc., 

Crown Stove Works, and United 
States Stove Co. 


Tanner Leaves 
LPGA Post 


Robert C. Tanner, who has been 
district secretary of the Liquefied 
Petroleum Gas Association at Wich- 
ita, Kan., since April, 1950, resigned 
effective July 1 to accept a position 
with O. A. Sutton Corp. of the same 
city. He will be engaged in adver- 
tising, publicity and sales promotion 
work. 

O. A. Sutton Corp. manufactures 
air circulators and room air condi- 
tioners. 

Mr. Tanner’s successor as secretary 
of LPGA’s Central States District 
has not been named, according to 
Howard D. White, executive vice 
president of the trade association. 
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Texas Butane Dealers Convention Draws Record Crowd 


By Craig Espy 


HE eighth annual convention of 

Texas Butane Dealers Associa- 
tion, held in Dallas, June 24-26, not 
only set a-record for attendance but 
also attracted more exhibitors to its 
Southwestern Trade Show than ever 
before. Six hundred and thirty-five 
registered at the conference. Forty- 
six exhibitors displayed products in 
a total of 62 booths. 

President J. H. Winton summed up 
the advantages of belonging to the 
association when he said, “Member- 
ship doesn’t cost but it pays,” and 
told what had been done in the past 
year to sponsor worthwhile legisla- 
tion and to protest against discrimi- 
natory legislation. 

He also reviewed the association’s 
work in support of the adequate stor- 
age program; to provide better insur- 
ance coverage, and to better train 
members at management and em- 
ploye levels in the proper conduct of 
their businesses. He said the acci- 
dent prevention program, fostered by 
the association, is developing into 
one of the most important projects 
of the organization. 

In a talk on “Steel Storage—Can 
It Be Financed?” William H. Brooks, 
executive director, LPG Tank Fabri- 
cators Association, Inc., Washington, 
D. C., discussed the present steel 
tank storage program and told of 
possible sources of funds to finance 
the purchase of tanks: RFC or other 
government agencies; local banks; 
nearby large city banks; private capi- 
tal; finance companies. 
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John H. Homsy, engineer, Federal 
Communications Commission, Dallas, 
talking on “Calling All Dealers,” 
pointed out the advantages of two- 
way radio communication and out- 
lined how to apply to FCC for a per- 
mit to operate a system of this type. 

Speaking on “Do You Feel a Shock 
in Your Pocketbook?” S. M. Apper- 
son, sales manager, Southern Union 
Gas Co., Austin, described some of 
the propaganda being put out on 
cooking with electricity by General 
Electrovich, Hot Pointovich, Frigid 
Daireski, Westing Housen, Kelvin 
Natorski and others. He told the 
dealers what his company is doing to 
offset sales of electric ranges, and 


reported that 29 dealers in Austin 
had sold 500 electric ranges in 1950- 
51-52 as compared with 9,470 gas 
ranges. “Dealers trying to handle 
both electric and gas appliances are 
not making money on electric appli- 
ances,” he said, “for your maximum 
discount is 30% and it costs you 30% 
to open your doors.” He also called 
upon the L. P. gas dealers to join 
hands with the gas utility industry to 
fight electric competition. 

S. H. Womack, retail training spe- 
cialist, University of Texas, Exten- 
sion Division, Austin, in an address 
entitled “Is a Route Driver Supposed 
to Sell?” called upon dealers to main- 
tain close check on route drivers to 


New officers of Texas Butane Dealers Association, left to right: Jack Anderson, 
vice president ‘Yurown Gas Co., McKinney; J. A. Farrar, president, Bell Mead 
Butane Gas and Appliance Co., Waco; J. B. Mumme, vice president, J. B. 
Mumme Sales Co., Alice; and Glen Cope, Cope Butane Co., Lamesa. Other 
officers not shown in picture: W. C. Warren, vice president, Plains Gas, Inc., 
Lubbock; and J. Moos, secretary-treasurer, Austin Hydro-Gas Co.; Austin. 
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determine whether their sales influ- 
ence is good or bad. “Ninety percent 
of the drivers are not doing a good 
selling job,” he said, as revealed by 
a survey he conducted over the last 
three months. “The route driver is 
your company to the customers, and 
what they think of him is what they 
think of your company.” 

Speaking on the subject “Better 
Competitor Relations Can Mean 
Better Customer Service,” Fred 
Rives, vice president, Consolidated 
Gas Co., Atlanta, Ga., discussed 
dealer financing, profits, the personal 
responsibility of management, and 
the market value of a business. Vari- 
ous solutions to the problems of fi- 
nancing a business were presented. 

Speaking on the subject “Do You 
Want to Save Some Real Money?” 
J. D. Wheeler, director, Compensa- 
tion Division, Texas Insurance De- 
partment, Austin, told how unneces- 
sary and uncalled for accidents are 
increasing insurance premiums to the 
point that insurance cost is reported- 
ly the third largest item of expense 
in operating a business. Stressing the 
fact that “Losses Make the Rate,” he 
called upon the dealers to do a bet- 
ter job of stopping accidents to re- 
duce rates. 

Mr. Wheeler said that a successful 
accident prevention program calls 
for enforcement by top management 
of a safety program, and cooperation 
by employes in working safely. He 
stated that he knew of no industry 
in Texas making the honest effort to 
eliminate accidents that the LPG in- 
dustry is making. 

Executive Secretary William J. 
Lawson and outgoing president, J. 
H. Winton, and all committeemen 
were praised for 'the highly success- 
ful program, the unusual entertain- 
ment features, and the splendid trade 
show. 

Unusual honor was paid the ex- 
hibitors at one of the luncheons. Rep- 
resentatives of each firm exhibiting 
were placed in seats of honor and 
were later introduced by Fred Hut- 
son, chairman of the convention com- 
mittee, who presided. The Honorable 
Jeff Williams, of Chickasha, Okla., 
was luncheon speaker. 

Attendance on the part of wives 
has been encouraged in recent years. 
Several special functions were pro- 
vided this year for their éntertain- 
ment, including a two-hour White 
Rock Lake cruise on the old Bonnie 
Barge river boat, skippered by John 
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Williams. This entertainment was 
provided by Squibb-Taylor, Inc. Mrs. 
Cecil Squibb, Mrs. Cliff Squibb, Mrs. 
Bob Allen, Mrs. Lester Ivy and Mrs, 
H. O. Short were hostesses. 


Also, for the comfort and enter- 
tainment of the ladies, Gas Equip- 
ment Co. provided the “Tally Ho” 
room on the mezzanine floor of the 
Baker Hotel as a gathering place 
and as a place to meet, rest, freshen 
up, use the telephones, play cards or 
games, and generally relax. A hostess 
and maid were in attendance and 
special favors were presented to each 
lady. 

The association was host to an 8 
a.m. breakfast each morning. Movies 
were provided for the interim period 
between breakfast and opening ses- 
sions of the convention. Hal Hal- 
loran presented a sales training film 
at one of these breakfasts, sponsored 
by the Promotion Committee of 
LPGA. 

The annual banquet and fun night 
featured entertainment by Herman 
Waldman’s band and floor show and 
an ice review by Dot Franey. 

The following were named as di- 
rectors for a two-year period: Dan 
Hutchinson, DeKalb; T. Gubert, Al- 
vin; L. Lehmberg, Poteet; L. W. 
Gardner, Jr., Hamilton; Harold Cun- 
ningham, Bowie; Paul Keaton, Sny- 
der; Charles McLure, Van Horn, and 
Van E. Barbour, Tulia. 


Members elected at large are: J. 
A. Farrar, Waco; Glen Cope, La- 
mesa; C. A. Wood, Linden, and J. B. 
Burns, Liberty. 

Through its new president, the in- 
coming administration has already 
announced that the accident preven- 
tion program now in progress will 
continue to be the number one proj- 
ect of the association. 


Arkansas 


The fourteenth annual meeting of 
the Arkansas Butane Dealers Asso- 
ciation, held in Little Rock, June 7-9, 
was the largest and best attended in 
the history of the association, with 
dealers, employes and wives regi- 
stered. The program was devoted 
principally to phases of selling. K. R. 
D. Wolfe, vice president of the Fisher 
Governor Co., spoke on “Keeping a 
Sale Sold Through Service.” Roy 
Horsman, Little Rock, spoke on “The 
Need for Old Fashioned Aggressive 
Selling.” The title of the talk given 
by M. L. Trotter, president LPGA, 
was “You Can’t Make a Profit With- 








“Passing the buck’ at the Arkansas 

state convention. Retiring president 

Bob Remy hands a silver dollar to in- 

coming president Ottis Cash, who has 

never before seen that large a piece of 
hard cash! 


out a Sale.” Henry Wieckman, Kan- 
sas City regional manager, Skelgas 
sas City regional manager Skelgas 
division of Skelly Oil Co., analyzed 
the delivery factors of L. P. gas and 
emphasized the necessity for obtain- 
ing an adequate margin to cover op- 
erating costs and profits. Carl Abell, 
editor Butane-Propane News, out- 
lined the causes of adverse publicity 
which handicap the industry, and 
recommended methods for overcom- 
ing this sales resistance. Howard D. 
White, executive vice president of 
the LPGA, speaking on the subject, 
“The National L. P. Gas Picture To- 
day,” pointed out how the problems 
and activities of the Arkansas asso- 
ciation and the National LPGA are 
all a part of the same common prob- 
lems of dealers, suppliers and related 
industries. 

Social highlights of the convention 
were the president’s reception, the 
style and hair dressing show for the 
ladies, the county fair held Monday 
night which was attended by 412 
people, and the closing dinner dance 
Tuesday night. 


Ohio 

The Breakers 
Hotel, Cedar 
Point, was the 
scene of the an- 
nual convention 
of the Ohio 
LPGA held June 
15-16. 


The first day’s 
activities opened 
in the morning 
with registration, 
followed by 
luncheon and talks by Paul Tucker, 
Phillips Petroleum Co., and G. L. 
Brennan, Warren Petroleum Co. 

Afternoon events included a busi- 
ness meeting and election of officers, 
at which Forrest Fram, Fram Heating 


Forrest Fram 














Co., Chagrin Falls, was named presi- 
dent for the coming year. William 
Everett, Ever Gas, Belaire, was elect- 
ed vice president, and F. J. Rupert, 
Ohio Gas and Appliance, Columbus, 
secretary-treasurer. 

Social features of the convention 
included a banquet and floor show 
the first evening and a boat trip with 
luncheon on Lake Erie which 
brought the convention to a close on 
the second day. 





S. S. Margulies receives plaque from 

E. G. Riley, president of South Dakota 

LPGA, during recent annual meeting 
held at Rapid City. 


South Dakota 


Highlight of the recent annual 
meeting of the South Dakota LPGA 
was the awarding of a plaque to S. S. 
Margulies, founder and first chair- 
man of the South Dakota Associ- 
ation, in honor of his pioneer work 
in the LPG history. Mr. Margulies 
was the first L. P. gas dealer in the 
state and first president of the West- 
ern Gas & Appliance Co., Inc., Rapid 
City. 


Mountain States LPGA 
Meets In Colorado 


Colorado ranks fourth among the 
forty-eight states in number of mem- 
bers of the Liquefied Petroleum Gas 
Association, Inc. This fact was 
brought out at the Mountain States 
District LPGA meeting held at Trout- 
dale-in-the-Pines, Evergreen, Colo., 
June 14-16. 

The meeting was sponsored jointly 
by the LPGA and the Colorado L. P. 
Gas Association, under the guidance 
of District Secretary J. C. Crawford 
and President J. L. Thompson. The 
registration of nearly 300 included 
guests from Nebraska, Kansas, Okla- 
homa, Texas, and a few from even 
farther away. 


The oustanding event of the pro- 
gram was a dramatic demonstration 
of the advantages of gas over elec- 
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New officers’ of Colorado L. P. Gas As- 
sociation. L. to R., Bob Strawn, direc- 
tor, La Junta; L. C. Caughran, presi- 
dent, Dove Creek; A. B. Morrow, vice 
president, Burlington; E. M. Samuel- 
son, director, Pueblo. Pictures courtesy 
Eaton Metal Products Co., Denver. 


tricity for cooking, staged by Frank 
Henke and Bill Johnson, of Harper- 
Wyman Co., which occupied the Mon- 
day morning session. 

Other demonstrations and talks in- 
cluded “The Magic of Fire”, by Ed 
Podgorski, U. S. Bureau of Mines, 
Denver; “A Banker’s Views on 
Credit and Dealer Financing”, by Hal 
E. Roof, Central Bank & Trust Co., 
Denver; “Who Is Responsible for 
Safety?” by Carl Abell, Butane-Pro- 
pane News; “Why Don’t They Tell 
Me These Things?” by Charles Cor- 
ken, Corken’s, Inc.; “Only the Strong 
Can Be Free”, by Rudy Mahnke, 
LPGA; “It’s Time For a Change”, by 
Mel (Skinny) Ennis, LPGA. E. S. 
Kleinman, Dearborn Stove Co., 
pulled a very effective switch in his 
talk, “Your First Customer”, by 
showing that the first person that the 
dealer must sell are his employes. | 

Holding the meeting at a famous 
resort just prior to its opening for the 
summer tourist season held many 





The Mountain States District LPGA 

meeting watched dramatic demonstra- 

tion of the superiority of L. P. gas 

cooking over electricity, by Frank 

Henke and Bill Johnson, of Harper- 
Wyman Co. 





advantages. With the reasonable pre- 
season rates, many of those attending 
brought their families, and special 
events for the ladies heightened the 
interest from the social standpoint. 
With. the entire convention housed in 
the one resort, with no competitive 
attractions for diversion, the group 
stuck to business during the business 
sessions, with an exceptionally high 
attendance at all meetings. Regular 
attendance was further stimulated 
by raffling numerous attendance 
prizes at unexpected times during 
the program, with the requirement 
that the holder of the winning ticket 
had to be present, otherwise another 
name would be drawn until an on- 
the-spot winner had been found. In 
awarding the final attendance prize, 
a top-grain leather two-suiter bag, 
eligibility for the prize was limited to 
those who held “booth attendance 
cards” validated by every ene of the 
exhibitors in the trade show, which 
occupied most of the hotel lobby and 
part of the driveway. 

Monday evening was devoted to 
fun, including a buffet dinner, enter- 
tainment, and dancing. 


Michigan 


Houghton Lake was the scene of 
the annual summer meeting of the 
Michigan LPGA held on June 25-27. 


A directors’ meeting of all officers 
and directors of the association, past 
and present, got the convention un- 
der way. Among speakers on the pro- 
gram were Harold Rust, Handley- 
Brown Co., “Chuck” Whoope, Ansul 
Chemical Co., and Miss Grace Latti- 
more, C. O. Jones Insurance Co. 

Social and recreational activities of 
the convention included a buffet sup- 
per, a banquet with music and danc- 
ing, and a day of sports, including a 
golf tournament and fishing. 


Minnesota 


A 25% increase in attendance was 
reported at the second annual sum- 
mer meeting of the Minnesota LPGA 
at Detroit Lakes June 26-27. 


Registration opened the meeting, 
followed by a board of directors meet- 
ing and a genéral business meeting 
at which President Steve Fligelman 
presided. Guest speaker was Charles 
Bubar, Northwest Hydrogas Co. 

The afternoon program, with the 
theme of “Service and Safety”, in- 
cluded talks by Howard White, exe- 
cutive vice president, LPGA; George 
Webster, Pyrofax Gas Co., and Leo: 
ard Lund, Minnesota state fire mar- 
shal. A fish fry and band entertain- 
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ment rounded out the day’s activities. 
Second day events of the conven- 
tion included a “training for selling” 
talk by M. A. Ennis, LP-Gas Promo- 
tion committee, an industry panel 
discussion on “service tricks of the 
trade” and a concluding “just for 
fun” program consisting of golf, boat 
cruises, fishing and bathing. 


400 Attend 
Missouri LPGA Meet 


By Craig Espy 


PEAKING on “Financing an L. P. 
Gas Business,” before the 1953 
Annual Convention & Trade Exhibit 
of the Missouri L. P. Gas Association, 
held in St. Louis, June 16-18, Cyril 
J. Jedlicka, vice president, City Na- 
tional Bank, Kansas City, urged LPG 
dealers to get better acquainted with 
their bankers in order to secure 
financing for business expansion. 
“Visit with your banker,” he said. 
“Acquaint him with your industry. 
Sell him on your business. Show him 
you are making money. Point out 
that you are an integral part of your 
community and worthy of securing 
loans from the community bank. 
Also, show him he can earn good in- 
terest on his investment.” He also 


recommended that dealers prepare a’ 


monthly operating statement. 

A previous speaker, Mel Trotter, 
president of LPGA, presented in his 
talk, entitled “Looking for Leaks,” a 
typical operating statement covering 
sales, cost of sales, gross profit and 
percentage of gross profit to sales. 
Mr. Trotter recommended the regu- 
lar issuance of an operating state- 





New officers of the Missouri LPGA, left to right: J. C. Edmonston, vice presi- 








Attending Minnesota Petroleum Gas Association summer meeting (left to right) : 


Robert Zupke, Natrogas Co.; Art Peterson, Utility Gas Co.; H. E 


Hansen, 


general convention chairman; Charles Tenney, Willmar Gas Co.; John E. Kelder- 

house, district secretary, LPGA; Howard White, executive vice president, LPGA; 

Steve Fligeiman, president, Minnesota Petroleum Gas Association; Gil Bursinger, 

secretary-treasurer; J. Anderson, Allied Gas Co.; Larry Dow, Dupane Gas Co.; 
R. Sheurman, Skelgas Co. 


ment as the best way to stop leaks 
developing in any business. “More 
leaks develop in the distribution end 
of the business,” he said, “in moving 
L. P. products to the customers.” He 
also called upon the dealers to do a 
better job of selling to gain and hold 
customers and of servicing to stop 
leaks. 


Talking on Atomic Energy, Orville 
Roberts, Sinclair Pipeline Co., Inde- 
pendence Kan., described the power- 
ful effect of atomic weapons and at 
the same time revealed peacetime 
uses of the product. In introducing 
this speaker, John Storm of Sinclair 
Oil & Gas Co., pointed out that Mr. 
Roberts had delivered over 1000 
speeches in the past 10 years on the 
subject of “Atomic Energy in Your 
Future.” 


dent, Edmonston Gas Appliance Co., Hornersville, Mo.; L. B. Beckett, treasurer, 
Hetro Gas Co., Cameron; L. C. Fritts, president, Tri-Gas Co., Springfield; Melvin 
Hall, outgoing president, Tri-State Gas Co., Noel; and D. M. Orcutt, secretary, 


AUGUST, 1953 


Missouri LPGA. 






Speaking on “Gas Dryer Sales Po- 
tential,” Don Davidson, sales promo- 
tion manager of Whirlpool Corp., St. 
Joseph, Mich., stated that clothes dry- 
ers are becoming increasingly popu- 
lar with women. He called on deal- 
ers to get on board the clothes-dryer 
sales bandwagon. “The sale of gas 
dryers is 14.4% ahead of last year,” 
he stated, “while electric dryers are 
40% ahead of last year.” He called 
attention to the fact that the laundry 
type of equipment is “going upstairs” 
and stated that 52% of the women 
are interested in matching washers 
and dryers. He also pointed out that 
more than 45% of the sales of laun- 
dry dryers is to homes valued under 
$10,000. 

As a means of promoting sales of 
dryers he suggested that dealers pro- 
vide a “floater dryer”—one than can 
be loaned out to prospects. He also 
suggested that dryers be put up by 
dealers as door prizes at church, 
school and PTA functions. 

I. W. (Pat) Patterson, vice presi- 
dent and sales manager of General 
Gas Corp., pointed out in a talk on 
“What Is Your Sales Outlook?” that 
we are now selling in a period when 
salesmen must be able to overcome 
sales objections. “This requires sales 
training,” he said as he urged deal- 
ers to start sales training schools 
now. 

In showing the dealers what hap- 
pens when the sales price of an item 
is cut, Mr. Patterson discussed the 
following hypothetical case: The sale 
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price on an item is $100—cost is $75 
—gross profit $25. Figuring that he 
can force demand by cutting his 
price 5%, the dealer yields to the 
temptation. We now have a selling 
price of $95—cost $75—gross profit 
$20. To regain the $5 gross profit 
lost by price cutting, 25% additional 
business must be obtained. The 
dealer must jump his sales from $100 
to $125 to expect to hold a gross profit 
with a 5% price cut. 

Melvin Hall, president of the asso- 
ciation, presided over all meetings. 
His annual report dealt mainly with 
the progress of the association dur- 
ing the past year. 

Crump Taylor, membership chair- 
man, reported that there had been 
a 38% gain in membership. L. C. 
Fritts brought the treasurer’s report 
and W. H. Schuette, the report of the 
educational and development com- 
mittee. 

In the insurance committee report 
of A. W. Scofield, H. L. Peck of C. O. 
Jones & Sons Insurance Agency, was 
called upon to introduce Don Elliott, 
manager of group insurance of Pru- 
dential Insurance Co., who discussed 
the group insurance plan now being 
made available to members of the 
Missouri Association. 

O. E. Mueller, chairman of the 
Convention & Trade Show Commit- 
tee, reported that 31 exhibitors had 
taken space in the show. 

New officers elected to head the 
work of the association during the 
coming year are as follows: L. C. 
Fritts, president; J. C. Edmonston, 
vice president; L. D. Beckett, treas- 
urer, and D. M. Orcutt, secretary. 

During the year the association 
voted to change the number of dis- 
tricts within the state from four to 
nine. Under this plan, 18 directors, 
or two from each district, will be 
elected. 

Total registration at the convention 
was announced as 400, which repre- 
sents a substantial gain over the 
registration of the previous year. 

According to Secretary Orcutt, a 
considerably larger group of ladies 
attended this year’s meeting. The 
ladies were given a brunch and were 
taken on a shopping tour. A bingo 
party was also held, at which valu- 
able prizes were given out. This was 
presided over by Max Fetty, Delta 
Tank Manufacturing Co. 

Duke Sweeny, of Delta Tank Man- 
ufacturing Co., presided as master 
of ceremonies at the annual banquet. 
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Wyoming 


Seventy-five were registered at the 
annual meeting of the Wyoming 
LPGA June 23-24 at Casper. 

In attendance at the convention 
was Mel Trotter, president of LPGA, 
who delivered an address on team- 
work in the industry. Other speakers 
included W. N. McMillen, Gas Equip- 
ment Co., Denver; Bert Sheldon, 
Ranchers’ Gas and Supply Co., Chey- 
enne; E. V. Reichstetter, Denver, and 
Bob Bates, Dearborn Stove Co., Kan- 
sas City. 

C. A. Brown, Pure Gas Service, 
Riverton, was elected new president 
of the association. Vice presidents 
are T. C. Wassenberg, Wassenberg 
Gas and Appliance, Gillette, and Wil- 
liam Denney, Wyoming Gas Service, 
Newcastle, with Vernon Moncure, 
Pure Gas Service, Powell, named as 
treasurer. 


Eastern Service School 


Installation, operation and main- 
tenance of L. P. gas equipment, regu- 
lators, controls and appliances will 
be featured at the Fifth Eastern LPG 
Service School to be held at the Uni- 
versity of Bridgeport, Bridgeport, 
Conn., September 9-12, sponsored by 
the LPGA. 

The courses will feature talks and 
demonstrations arranged to give com- 
mon sense answers to day-to-day 
service and maintenance problems, 
and are designed for inexperienced 
as well as experienced men. 





Further information may be se- 
cured from the LP-Gas Association’s 
district offices located at 419 Boylston 
Street, Boston, Mass.; or 2501 North 
Front Street, Harrisburg, Penna., o: 
from the Division of Industrial Serv- 
ices, University of Bridgeport, 285 
Park Avenue, Bridgeport, Conn. 


LPGA Committee Heads 
Named For 1953-54 


Eleven committee chairmen for 
1953-54 have been named by LPGA 
President Mel Trotter. Four of the 
appointees were 1952-53 chairmen 
who have been renamed to their 
posts for the coming year. 

Reappointed are: Roy R. Johnson, 
Fuelane Corp., Liberty, N. Y., Appli- 
ance Specification Committee; Geo. 
R. Benz, Phillips Petroleum Co., Bar- 
tlesville, Okla., Transportation Com- 
mittee; A. F. Smith, A. O. Smith 
Corp., Milwaukee, Market Research 
Committee, and A. H. Menuet, Skelly 
Oil Co., Kansas City, Mo., Technical 
and Standards Committee. 


The following chairmen are new 
appointees: C. J. McAllister, The 
Parlett Gas Co., Waldorf, Md., Or- 
ganization Committee; Charles O. 
Russell, Rapid-Thermogas Co., Des 
Moines, Finance Committee; R. H. 
Wherry, Gas Equipment Supply Co., 
Atlanta, Safety "Committee; T. V. 
Scott, The Weatherhead Co., Cleve- 
land, Publicity and Advertising Com- 
mittee; K. R. D. Wolfe, Fisher Gov- 
ernor Co., Marshalltown, Iowa, Con- 
stitution and By-Laws Committee; 





In attendance at the Wyoming LPGA convention, Casper (standing, left to 

right) : Jim Crawford, district secretary, LPGA; Barney Decora, director and 

retiring president, Sweetwater Gas Co., Rock Springs; Vernon Moncure, treasurer, 

Pure Gas Service, Powell; William Denney, 2nd vice president, Wyoming Gas 

Service, Newcastle; T. C. Wassenberg, Ist vice president, Wassenberg Gas and 

Appliance, Gillette; (seated) C. A. Brown, new president, Pure Gas Service, 
Riverton; M. L. Trotter, president LPGA, Columbia, S. C. 
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A. E. Bone, Eastern Propane Co., 
Malvern, Pa., Membership Commit- 
tee, and J. R. Herrin, Coastal Butane 
Gas Corp., Summerville, S. C., Con- 
vention Committee. 


State Legislation 


Recent legislation affecting the 
LPG industry is listed below accord- 
ing to states, as reported in the LPGA 
Bulletin: 


CALIFORNIA: 

1. Senate Bill No. 1702, relating to 
gas appliance vents, has now been 
passed in both houses. 

State Motor Fuel Tax law amended 
to provide increase of 1% cents per 
gallon became effective July 1. 


COLORADO: 

1. House Bill No. 467, changing the 
weights and measures became a law 
July 1. It is to be noted that under 
the law all scales used for business 
purposes must be licensed by the 
State Department of Agriculture. 


CONNECTICUT: 


1. House Bill No. 1529 increasing 
sales and use taxes from 2% to 3% 
for a two-year period, beginning July 
1, 1953. This bill is awaiting approval 
by the governor. 

2. Public Act No. 217, effective Oct. 
1, extending from the 15th day of 
each month to the 20th day the time 
for filing returns and paying special 
fuel use taxes. 


ILLINOIS: 


1. House Bill No. 443, the LPGA 
Model Container Law, has passed the 
House. 


2. House Bill No. 620, amending 
the motor fuel tax law to include a 
provision that would subject to the 
motor fuel tax all LPG delivered into 
a storage tank located at a retail 
motor vehicle service station, has 
now been passed in both the House 
and Senate. 


MICHIGAN: 


1. House Bill No. 467, changing the 
present method of handling motor 
fuel use taxation of liquefied petro- 
leum gas, was enacted into law effec- 
tive June 1. This bill was similar to 
the North American Gasoline Tax 
Conference model law. The tax is 
imposed when LPG is delivered into 
the fuel supply tank of a motor 
vehicle or when delivered into stor- 
age used exclusively for delivery to 
motor vehicles. Dealers are required 
to have licenses and file customary 
bonds and reports. The tax rate is 
fixed at 4% cents per gallon, 1 cent 
less than the existing gasoline tax 
rate. 
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NEBRASKA: 

1. Legislative Bill No. 107, relative 
to motor fuel use taxation of LPG, 
has been passed and approved by the 
governor. It is substantially the same 
as the North American Gasoline Tax 
Conference model law and imposes 
the tax when LPG is delivered into 
the fuel supply tank of a motor ve- 
hicle. Dealers are required to have 
licenses and file customary bonds and 
reports. 


OKLAHOMA: 

1. House Bill No. 729, the revision 
of the LPG safety regulatory law, 
became effective June 30. 

2. House Bill No. 741, relative to 
the motor fuel use taxation of LPG. 
It is similar to the North American 


Gasoline Tax Conference model law, 
and imposes the motor fuel use tax 
when LPG is delivered into the fuel 
supply tank of a motor vehicle. Deal- 
ers are required to have licenses and 
file customary bonds and reports. 


New Regulations 


New regulations covering LPG has 
been published by the Louisiana LPG 
commission, whose 1952 edition of its 
L. P. Gas Rules and Regulations is : 
available from the commission at 
Baton Rouge at $1 per copy. The 
regulations in general conform to 
NFPA Pamphlet No. 58, but suffici- 
ent variances and additional material 
require detailed reading of the regu- 
lations. 








AUGUST 


Aug. 2—L. P. Gas Management Short 
Course. Georgia Institute of Tech- 
nology, Atlanta. 


Aug. 5—New York State L. P. Gas 
Association. Summer Meeting, Syra- 
cuse Yacht Club, Syracuse. 


Aug. 30-Sept. 1—Alabama L. P. Gas 
Dealers Association. Montgomery. 


SEPTEMBER 


Sept. 9-12—5th Eastern LPG Service 
School. University of Bridgeport, 
Bridgeport, Conn. 


Sept. 13-15—-New Mexico L. P. Gas 
Association. State meeting. Hilton 
Hotel, Albuquerque. 


Sept. 14-15—Virginia L. P. Gas As- 
sociation. Annual Convention. Ho- 
tel Chamberlain, Old Point Comfort. 

Sept. 14-17—Texas Butane Dealers 
Association Management Institute 
Training Program. Lubbock. 


Sept. 21-22—lowa L. P. Gas Associ- 
ation. Fall Meeting, Savery Hotel, 
Des Moines. 

Sept. 22—Pennsylvania L. P. Gas As- 
sociation. Annual meeting. Penn 
Harris Hotel, Harrisburg. 

Sept. 26-27—Wisconsin LPGA. Fall 
meeting. Northernaire Hotel & Spa, 
Three Lakes. 


OCTOBER 
Oct.. 11-17—Oil Progress Week. 








All associations are invited to send in dates of their 
forthcoming meetings for this calendar. 


CALENDAR 


Oct. 19-23—4Ist National 
Congress and Exposition, Conrad 
Hilton, Congress, Morrison and 
Hamilton Hotels, Chicago. 

Oct. 23—NGAA Southern Regional 
- a Blackstone Hotel, Tyler, 
ex. 


Safety 


NOVEMBER 


Nov. 20—NGAA Panhandle - Plains 
Regional Meeting, Herring Hotel, 
Amarillo, Tex. 


1954 
JANUARY 
Jan. 5-26—Michigan LPGA winter 
meeting, Pantlind Hotel, Grand 
Rapids. 


FEBRUARY 


Feb. 26—NGAA Permian Basin Re- 
gional Meeting, Lincoln Hotel, 
Odessa, Tex. 


APRIL 


April 5-7—Nebraska Liquefied Petro- 
leum Gas Dealers Association. An- 
nual convention and trade show. 
Fontenelle Hotel, Omaha. 


April 21-23—-NGAA 33rd Annual 
Convention, Baker Hotel, Dallas, 
Tex. 


April 24—Liquid Gas Dealers Associ- 
ation of California. Annual Meet- 
ing, Palace Hotel, San Francisco. 


MAY 


May 9-12—LPGA annual convention 
and trade show. Conrad Hilton ho- 
tel, Chicago. 
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Products 
and Trade 


Publications 


1. Draft Cap 


The “Draft King,” a cap for chim- 
neys, flues and ventilators, is a new 
product of the A. R. Wood Manufac- 
turing Co., designed to solve draft 
problems. : 

The cap, which has no moving 
parts and is constructed of galvan- 
ized steel or aluminum, has been field 
tested in mountains and plains for 
over three years. Due to its special 
patented design, the upper and lower 
draft rings are kept warm by flue 
gases; cap does not freeze shut with 
ice and snow, and pilot blowouts and 
low and high fire fluctuations are 
eliminated. The cap will not soot 
shut, thus helping to prevent costly 
chimney fires. 

The “Draft King” also acts as a 
spark arrester. A vacuum is created 
by prevailing winds from any and all 
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directions. Condensation is elimin- 
ated in flues and units, thereby cut- 
ting down fuel costs. 

“Draft King” can be used on fur- 
naces, space heaters, hot water heat- 
ers, stock tank heaters, trailer 
houses, fish houses, cottages and for 
ventilating systems. 


A. R. Wood Manufacturing Co. 


86 








"aoe 
| 

| 

| 

| 

| 

| 

| items in which you are 
| ) 
| 

| 

| 

| 

| 

| 

L. 








& 


2. Wheel Pipe Cutter 


A newly engineered, redesigned 
line of wheel pipe cutters is now be- 
ing manufactured by Beaver Pipe 
Tools, Inc. 

Coated with a tough, long-wearing, 
oven-dried lacquer finish, this new 
tool is available in two popular sizes: 
No. 2 for %-in. to 2-in. pipe, and No. 
4 for 2-in. to 4-in. pipe. Rugged but 
light, the shape has been specially 
engineered for added working com- 
fort, balance, speed and easy han- 
dling. 

Changes in cutting design permit 
power to be applied directly to the 
cutter wheel. There is no wasted 
pressure or effort. The cutter wheel, 
being close to the slide track of the 
guided block, cuts down slide block 
wobble, thus creating excellent track- 
ing and a finer degree of accuracy 
when pipe is cut. 

Beaver Pipe Tools, Inc. 





To secure further information on products or new publications, 
fill out the coupon and mail, indicating by number the items desired. 


3. Incinerator 


A domestic incinerator, the Con- 
sum-All, which duplicates the indus- 
trial incinerator in fabric of burning 
chamber for permanent durability 
and in ability to burn everything 
except cans and bottles, is a new 
product of Cribbon & Sexton Co., 


READERS’ SERVICE COUPON 


Just fill in this coupon for Products information and 
copies of new publications, and mail to 
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Big propane plant reports: 
“Increased production 
and no maintenance’”’ 


with these amazing 
new ball valves 


One of many enthusiastic users of Rockwood Ball Valves, this 
large propane plant ships up to 400 tanks of bottled gas daily to 
householders. Valves are operated every two minutes during the day. 
The plant supervisor states their extra fast. opening and closing, 
full round flow and tight seal makes them real production boosters 
and cost cutters... and they need absolutely no maintenance! 


= ROCKWOOD FULL-FLOW BALL VALVES 
THE FLOW 1S AS ROUND AS THE PIPE ITSELF yy 








AUGUST, 1953 





Safest, teo! Because of their leakproof 
construction, Rockwood Ball Valves were 
selected as safest for handling inflammable 
gases on the Texas Transport Company’s 
fleet of propane-butane trucks. 





4 BIG FEATURES 
FOR TOP PERFORMANCE 


Full Round Flow ... no change in shape or 
volume of the fluid stream...no tur- 
bulence . . . minimum friction loss. 


Quick Opening And Closing... needs only a 
quarter turn, even under full pressure. 


Resists Wear Longer . . . scratching, pitting 
and abrasion have little effect on the 
chrome-plated, floating bronze ball. 


Stays Leakproof . . . in closed position, pres- 
sure of fluid automatically positions ball 
against synthetic rubber seat to form a 
tight seal. 


Get the whole story of how this out- 
standing Rockwood development gives you 
more of what you want in valve perform- 
ance. Mail the coupon today. 


Distributors in all principal cities 





pockwood 


ROCKWOOD SPRINKLER @ 
COMPANY 

82 HARLOW ST., 

WORCESTER 5, MASS. 


Send me illustrated folder V-4 on Reck- 
wood Full-Flow Ball Valves. 
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manufacturers of Universal gas ap- 
pliances. 

The Consum-All features a fire- 
brick lining, comparable to the lining 
of open hearth furnaces, which en- 
ables it to withstand extremely high 
temperatures. The lining does not 
rust or warp. 

Ease of operation of the Consum- 
All is due to outside controls and 
the absence of any moving parts. The 
large ash pan capacity eliminates fre- 
quent emptying. 

The smokeless and odorless Con- 
sum-All, designed for installation in 
basement or utility room, is available 
in three cylindrical space-saving 
models for either automatic or man- 
ual operation. 


Cribbon & Sexton Co. 


4. LPG Torch 


A new, lightweight torch, the Ran- 
some 81, for medium-duty use, such 
as melting lead joints, sweating large 
streamline fittings, lead wiping, melt- 
ing babbitt, light preheating, core 
drying, laying and shaping asphalt 
tile, now is being marketed by Ran- 
some Co. 

Because there is no tank on the 
handle, the Ransome 81 torch may 
be used in extremely close quarters 
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or even upside down without danger 
of fuel spilling. It lights instantly 
without priming or pumping, and 
weighs only 1% lbs. 

The torch operates six hours on a 
single gallon of L. P. gas at 10 psi. 
It is 14% in. long, has a tubular steel 
head 1% in. in diameter, and 45° 
angle stem and polished Bakelite 
handle. 


Ransome Co. 


5. Floor Furnace 


With a 90,000 Btu. input rating and 
67,500 Btu output, Oran’s new Peak 
Performance Shallo-Well, gas-fired 
floor furnace is designed to heat the 
small home, with or without base- 
ment, under climatic conditions en- 
countered anywhere in the United 
States. Fully automatie, the unit has 





100% safety shut-off valve and all 
controls are completely installed, in- 
cluding automatic fan switch, auto- 
matic limit switch, silent operating 
automatic gas valve with thermostat 
and transformer. Oran’s new built-in 
air circulation fan gives maximum 
heat output. 

Other outstanding features of this 
unit include Oran’s exclusive auxili- 
ary cold air returns which increase 
circulation of heat, even in hard-to- 
heat areas; unique Oran all-steel 
burner which gives clean, hot flame 


and is the result of years of engineer- . 


ing research; compact size with beau- 
tiful baked enamel finish for eye and 
sales appeal; combustion assembly 
made of heavy 18-gauge steel for 
rigidity and long life. All fabricated 
er, better-built unit, and all units are 
A.G.A. approved for use with natur- 
al, manufactured or L. P. gas, and 
every unit carries Oran’s 10-year 
warranty. 


Oran Co. 


6. LPG Truck 


Standard model fork-lift trucks 
powered by LPG are now available 
from Clark Equipment Co. 

Simple modification of the engine 
and installation of a compact, field- 
tested “conversion unit” adapts stan- 
dard gasoline-powered fork-lift 
trucks for LPG operation. At present 
Clark LPG equipment is available 
for factory installation on Trucloader, 











Clipper, Carloader and Dynatork 
Carloader models. 


Basically, the conversion unit con- 
sists of a heavy-duty fuel tank, vapor- 
izer-regulator and a simple, rugged 
air-gas carburetor. Since the fuel is 
under its own pressure at all times 
in the tank, the need for a fuel pump 
is eliminated. A solenoid valve au- 
tomatically opens or closes the fue! 
line by the ignition switch, and 
serves as a positive lock-off when the 
engine is stopped. 


Clark Equipment Co. 


7. Domestic Range 


A “perfect 36” is the description 
given to Magic Chef’s new gas range, 
a deluxe piece of cooking equipment 
for modern compact kitchens. 

Completely new from base to lamp, 
the range is a cleanly formed all 
porcelain unit with a single-piece 
welded frame. It has a divided cook- 





broiler and full-length storage com- 
partment. Built into its distinctive 
high back splash are: an electric 
clock-timer, a fluorescent light, dou- 
ble convenience outlets and the ex- 
clusive “magic oven-eye.” 

The range features cool plastic 
compartment handles and custom- 
molded control knobs, which lend 
definite individuality. 


Magic Chef, Inc. 


8. Mastic Rust Inhibitor 


A new mastic for the prevention 
of rust on the foot rings of L. P. gas 
storage cylinders has been iniro- 
duced by Royston Laboratories, Inc. 

Roskote Foot Ring Mastic has been 
field tested for three years. Like 
Royston’s other well known mastics, 
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SERVICE is part of 












our business. 
Our experienced organization. — 

gives a constantly expanding 

kind of service that is bringing new 

loads to our customers and 

_ new customers to CALOR. Yes... better 

see CALOR now and you, too, will agree— 

it pays to deal with the West’s leading 


independent marketer of LP-Gas. 


For a more complete service all ways— always call CALOR 





CALOR GAS COMPANY 


114 SANSOME STREET - SAN FRANCISCO 4, CALIFORNIA 
Telephone YUKON 2-3360 


‘ Sewing Westem America 
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it gives lifetime protection against 
soil corrosion due to moisture, acids, 
alkalies and electrolysis. It with- 
stands heavy abrasion, and won’t 
become brittle or sag through a tem- 
perature range of —40° to 375° F. 

Roskote Foot Ring Mastic can be 
applied by brush or booster-type 
spray gun. It is non-toxic, won’t 
harm the skin. It will not oxidize, 
craze, crack, alligator, check or 
loosen like ordinary protective paint. 
Royston, Laboratories, Inc. 


9. Copper-Finished Range 


Announcement is made by the 
Chambers Corp. of a new antique 
copper finish on their console ranges 
which combines decor with efficiency 
in cooking equipment. 

The result of three years of ex; 
perience and exhaustive laboratory 
tests, the antique copper finish does 
not tarnish or discolor and is easily 
cleaned, and will not crack or chip 
under normal usage. 

With all the warmth and glow of 
copper, the finish is especially effec- 





tive in rustic, Early American or 
bricked-in settings and is available 
on Chambers’ low-back console range 
in two styles. In one, antique cop- 
per panels are combined with chrom- 
ium cooking top and bright copper 
handles. The other style combines 
antique copper panels with black 
porcelain enamel cooking top and 
black porcelain hardware. 

Chambers Corp. 


10. Liquid Level Gauge 


A new series of greatly improved 
Criterion Magnetic Gauges for indi- 
cating liquid level in L. P. gas or 
anhydrous ammonia storage tanks 
has been announced by the Roches- 
ter Manufacturing Co. 


Designated as the 3190 series, these 
gauges have been designed especially 


AUGUST, 1953 











to provide rugged and reliable serv- 
ice under severe conditions. Special 
features include stainless steel head 
plates, interchangeable snap-on dial 
chambers, adjustable tubular steel 
support members, strengthened float 
rods, extruded aluminum gear yokes, 
and corrosion-proof steel floats. 


All these features combine to pro- 
duce a gauge of unusual strength and 
sturdiness, making the 3190 gauge 
suitable for installation in tanks 
where it may be subjected to rough 
treatment. 


Rochester Manufacturing Co. 


11. Wire Coating Applicator 


The Rust-Oleum Corp., manufac- 
turers of Rust-Oleum coating for 
fences, have introduced a new coat- 
ing applicator, a special long-nap 
lambs wool roller designed to coat 
surfaces more effectively and elimin- 
ate waste of paint usually involved 
in this procedure. 

With the new roller applicator ap- 
proximately 99% of the material is 
used on the fence, with a small 
amount splashing on workmen and 
on the ground. At least 70% of the 
other side of the fence is coated at 
the same time due to the rolling ac- 
tion. Because of the way coating is 
absorbed by the wool, the roller thor- 





oughly covers and surrounds the 
critical joints that are at each corner 
of the diamond square. 

According to the manufacturer the 
new roller entails important savings 
on material as well as cutting in half 
the time needed to coat the surface 
by ordinary methods. 

Rust-Oleum Corp. 


12. Stock Waterer 


A new LPG stock waterer for pres- 
sure system, pump jacks or gravity 
flow is being manufactured by Fair- 
field Engineering Co. Called the 
“Stock-O-Matic,” it is fully automatic 
and non-freezing and offers all the 
advantages in fuel savings and clean 
burning of LPG operation. 

The main water tank of the “Stock- 
O-Matic” is of porcelain, with cabinet 
of 18 gauge heavy galvanized sheet 
steel. With specially designed cast 





iron hog drinks the “Stock-O-Matic” 
provides plenty of fresh water for up 
to 200 hogs or 100 head of cattle. 


Fairfield Engineering Co. 


13. Shut-off Valve 


Security Automatic Shut-Off 
Valves, available from Security 
Valve Corp., provide automatic safe- 
ty shut-off control in the event of 
either increase or decrease of pres- 
sure in pipe lines transmitting either 
liquid or gas. 

Models are available for either 
high or low pressure operations, in 
either steel or cast iron, as required. 
It is claimed that the thru-flow de- 
sign insures negligible pressure drop. 
Sizes are in even inches from 2” to 8”. 

The model illustrated shuts off in 
response to either increase or de- 
crease of pressure beyond the mini- 
mum and maximum for which it is 
adjusted. Other models respond only 
to increase or to decrease in pressure. 
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Security Automatic Shut-Off 
Valves are widely used in the oil, gas 
and chemical industries where such 
safety control is needed in transmis- 
sion pipes. 


Security Valve Corp. 
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14. Motor Fuel Tank 


L. P. gas motor fuel tank for 1953 
Ford tractors. Two types are manu- 
factured: one to replace the gasoline 
tank; another mounts behind the 
driver as shown above. Both tanks 
are complete with all brackets and 
fittings, and ready for immediate 
delivery. 


American Tank & Manufacturing 
Co. 


15. Gas Range 


A new gas range with a spacious 
24-in. oven that will cook a meal for 
over 30, yet requires a floor space 
of only 30 in. wide, now is being pro- 
duced by Tappan Stove Co. and is 
called the Tappan “Holiday.” 

The “Holiday” provides in a very 
compact range fedtures formerly 
available only in much larger ranges. 
Among the conveniences are match- 
less lighting of all burners and a 
broiler located at waist-high level. 
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Indicative of the deluxe “big range” 
features that Tappan has built into 
its 30-in. “Holiday” is the Visualite 
oven, which permits the user to 
watch baking by means of a pane of 
glass set in the oven door and a push- 
button switch which illuminates the 
interior. Other features are a clock, 
a 34-hour timer, a fluorescent top 
lamp, a full-width storage drawer, 
and utensil supports, reflector trays 
and drip trays. 


Tappan Stove Co. 
16. Garbage Disposal 


The Coroaire Heater Corp. an- 
nounces the new “Coronator” gas- 
fired garbage and rubbish disposal 
unit which is a superior gas-fired in- 
cinerator with a two stage burner 
(2000 and 3000 Btu). 

Built with precision tools, the new 
unit is of an exceptionally attractive 
design and rugged construction. The 
interior compartment is made of 
extra heavy fire resistant steel in- 
suring many years of service. 

The Coroaire Heater Corp. 


17. Extracting Tool 


A new extracting tool that removes 
threaded broken parts without wedg- 
ing them into place is now being 
marketed by the Roddick Tool Co. 

The extractor is made to work with 
any fitting in the pipe, hydraulic, 
aircraft, plumbing or mechanical 
fields and is now available in a range 
of 20 sizes. Sizes %-in. to %-in. by 
1/32-in. complete the Roddick extrac- 
tor line. 


The Roddick extractor is designed 
to.form teeth inside the hole until 
the shoulder contacts the part and 
permits a high torque without ex- 
panding the part. Manufactured of 
fine steel, carefully heat-treated, the 
extractors are extremely strong and 
easy to use. The large hexagon head 
of the extractor can be firmly gripped 
and turned with any wrench. 


Roddick Tool Co. 








18. Food Serving Tables 


The Star Metal Manufacturing Co., 
Inc. produces a complete line of ho: 
food serving tables for restaurant, 
cafeteria and institutional use. 

The tables, available for use with 
LPG, feature individually heated 
compartments, interchangeable top 
panels and an insulated modern base. 
Compartments may be instantly 
changed from dry heat to water heat 
by inserting a removable “Change-a- 
Pan,” an optional Star Metal feature. 
This enables the operator to main- 
tain each food in its own individual 
type of heat, either wet or dry. 

The “Hotables” are constructed of 
stainless steel or galvanized finished 








in Startone grey. Top panels are of 
polished stainless steel, and such op- 
tional features as roll warmers, over- 
head shelves, plate shelves, sliding 
doors, etc., may be included. 

Star Metal Manufacturing Co., Inc. 


Product Information 


19. Data On Flexible Hose 


Edited to satisfy both the engi- 
neers’ and purchasing agents’ want 
for information, this compact, yet 
complete, data book includes infor- 
mation on application, temperature 
ranges of various types of metal and 
wire braided hose, dimensions, coup- 
lings, assemblies, etc. Types of Uni- 
versal flexible metal hose illustrated 
and described therein include seam- 
less all-metal flexible pressure hose; 
interlocked suction, blower and con- 
veyor hose; square-locked conduits 
and flexible spout tubing; high pres- 
sure hydraulic hose; double wire: 
braided hose for high pressure; siny!e 
wire-braided hose for medium and 
low pressure; and others for special 
applications of vibration elimination, 
steam, gas stove connectors, etc. 

Copies of the new Data Book are 
available on request. 


Universal Metal Hose Co. 
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GAS FLOOR FURNACE N 


When you think of the comfort the new 
Empire Gas Heating Appliances give . . . 
the convenience they add...and, the time, 
trouble, and expense they save .. . it’s 
easy to see why folks speak so glowingly 
in their praise. For here are heating appli- 
ances that are easy to install, and simple 
to operate. They do not require compli- 


GAS CABINET cated adjustments or costly servicing. It's 
cADone. Clue LATOR no trouble at all to keep them clean. 


HEATER 

















THE FAMOUS ( N 


ow Gas Rs 
* pepe SILENT AS A KITTEN 
BURNERS WITH AN EXTRA SET 


OF FOOT PADS 








GAS RECESSED 
WALL UNIT 














STOVE COMPANY 


BELLEVILLE, ILLINOIS 


WORLD'S LARGEST MANUFACTURER OF Gaa FLOOR FURNACES 
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New Foot Ring Mastic 


Stops Rust on 
LP Gas Cylinders 


Royston Laboratories, Inc. (first and only 
firm in their industry to join the L.P.G.A.) 
were swamped with requests for samples of 
their new corrosion-resistant Roskote Foot 
Ring Mastic at the L.P.G.A. Convention. 
There was good reason for this unusual 
interest. Roskote Foot Ring Mastic gives LP 
gas cylinders matchless protection against 
moisture, acids, alkalies, electrolysis and the 
resulting damage by corrosion. It withstands 
heavy abrasion, won't become brittle or sag 
through a temperature range of -40°F to 375F°. 


as 








The foot ring of the cylinder at the left 
has been coated with Roskote Foot Ring 
Mastic. The one on the right, coated 
with an ordinary paint has already 
started to blister and rust. 


Easily Applied 

This rust preventive mastic is applied by 
either brush or spray gun. It is applied cold 
and dries in approximately one hour. It’s 
non-toxic, safe to use without harming skin. 


Tough 

Its horny film withstands the most severe 
vibration, distortion and bend tests. It does 
not oxidize, alligator, crack, check or scale. 


Saves Rusted Tanks 


On foot rings that have started to rust, the 
surface should be wire-brushed to remove 
loose scale, then coated with Royston Red 
Primer 4452A. The primer will arrest further 
rusting and form a tight bond to the metal. 
Roskote Foot Ring Mastic should then be 


applied to form a heavy, effective moisture | 


barrier. 


Wide Industry Acceptance 

Over 100 major utilities, pipeline and oil 
companies ‘have adopted Royston materials 
to prevent losses due to corrosion of buried 
and exposed steel structures. Royston’s special 
formulations for varied industries have earned 
for them the reputation of a leading manu- 
facturer of ‘‘tailor-made’’ coatings for cor- 
rosion control. Many 30,000 gallon LP gas 
underground storage tanks and thousands of 
gasoline storage tanks have been coated with 
Roskote Mastics. 


Free Samples 
For further information and free samples ot 


Roskote Foot Ring Mastic and Royston Red 
Primer 4452A write to: 


RO FS TOWN 


LABORATORIES, 
BLAWNOX, PA 


INC. 
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20. Tube Fittings Catalog 


A new, enlarged catalog covering 
tube fittings and shut-off valves, brass 
pipe fittings and tubing tools for 
plumbing and: heating, oil burner, 
L. P. gas and city gas applications, 
has been issued by The Imperial 
Brass Manufacturing Co. 


Among the new items shown in this 
catalog are heavy duty, lever-type 
tube benders for various combina- 
tions of tubing sizes, gear-type tube 
benders for bending either hard or 
soft drawn tubing and a slide-to-size 
tube cutter for cutting large sizes of 
tubing. 

The 28-page catalog includes a 
showing of Imperial’s line of “Kwik- 
Tite” compression fittings and flared 
tube fittings and describes convenient 
cabinet stocks of fittings. It has com- 
plete information on the “Rol-Air” 
flaring tool which both flares and 
burnishes tubing. 


A copy is available on request. 
Imperial Brass Manufacturing Co. 


Furnace and Torch Catalog 


Mutual Liquid Gas Equipment Co., 
Inglewood, Calif., has just published 
a new catalog — No. 993 — which 
covers the company’s industrial fur- 
naces and torches. 


Newly Published 


Water Heater Manual 
Published by AGA 


The fourth edition of the Gas Ap- 
pliance Service Water Heater Man- 
ual has been published by the Amer- 
ican Gas Association. : 

A useful tool for the gas appliance 
serviceman, the new edition of the 
Manual includes the latest in con- 
trols, and contains information on 
the selection, installation, adjustment 
and servicing of water heaters and 
their controls. The four sections of 
the book have been reviewed and re- 
vised to bring the text in line with 
current industry thinking and prac- 
tices as outlined in ASA Z21.30 
“American Standard Installation of 
Gas Piping and Gas Appliances in 
Buildings.” 

The text of the Manual has been 
désigned so as to eliminate unneces- 
sary duplication between diagrams 
and text, with the majority of the 
service information placed on the dia- 
grams to facilitate the correlation of 
this information with the control. 

A pocket-size edition containing 
248 pages bound with metal ring 
binders to allow for insertions, the 





Manual is priced at $2.00 for sing!e 
copies, $1.75 for 10 to 99 and $1.50 
for 100 or more. 


Installation Guide 
Issued By AGA 


A Guide for Installers of central 
heating systems, conversion burners, 
floor furnaces, vented space heaters 
and unit heaters is available in book- 
let form from the American Gas As. 
sociation. 


The “Guide,” sponsored by the Gas 
House Heating Committee, Residen.- 
tial Section, of AGA, contains instal- 
lation instruction, recommended 
practices in compliance with the re- 
quirements of regulatory agencies, 
tables‘and comprehensive cut-away 
illustrations. 


Copies may be obtained for 50 cents 
each by writing American Gas Asso- 
ciation, 420 Lexington Ave., New 
York 17, N. Y.- 


Helpful Handbook Covers 
Venting Installation 


A valuable handbook explaining 
the basic principies of gas venting 
and how they affect the installation 
of vents has been released by the 
Metalbestos Division of The William 
Wallace Co. 

The 76-page book of pocket size 
covers the proper procedures of vent- 
ing and solution of problems usually 
encountered. Information is based on 
a thorough scientific investigation of 
gas venting recently completed by 
Alan Kinkead, president of the Wil- 
liam Wallace Co., with the assistance 
of the Stanford Research Institute. 
These findings established, for the 
first time, the fundamental laws 
which apply and the mathematical 
relationships which govern the de- 
sign of a proper venting system. 

The Handbook contains practical 
rules and recommendations, vent ca- 
pacity tables and comprehensive il- 
lustrations, and is available from ihe 
Wallace Co., Belmont, Calif. 


Larger Quarters For 
Washington Firm 


Proflame Gas Co., Omak, Wa:h., 
recently celebrated eight months of 
successful operation by moving into 
a new building‘ at 17\S. Ash St. 

According to George H. Gray, 
manager, the firm will soon furnish 
a section of the new building as a 
home economics demonstration cen- 


ter, and the salesroom will be made 


available for group use in staging 


bazaars. 
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Why Dealers Prefer 


© LIGHT WEIGHT 


Highest Quality, High-Tensile Steel 


© HIGH GAS DELIVERY 


Complete Units Feature Exclusive New 
“HI-FLOW” Style Piping 


© MAXIMUM SAFETY 


To Meet or Exceed All Requirements 


e PERFECT BALANCE 


Two Cabinets in Rear 


©e LOWER COST 


Compare Prices, Quality 












Motor Fuel Tanks Available in 
Diameters 10 to 30 Inches 


Tractor-tailored tanks are complete 
with all necessary mounting brackets. 
keplace gasoline tanks. Write for 
prices and specifications. 


Next Time You're in Dallas Be 
Sure to Visit Our Modern New 
Piant and Air-Conditioned 
Offices on West Commerce. 
You're Always Welcome. 
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Budget Financing 


These beautifully designed delivery units are 
complete, ready for service. Equipment includes 
motor fuel tank, 50-foot filler hose assembly; 
power také-off; KK-190 Viking mechanical-seal 
pump; ICC lights; “HI-FLOW"' piping. White 
enamel finish. 


This Extra Equipment Available at Low Extra Cost: 
Carburetion, Vapor Hose Assembly — Neptune 
Meter, Tool and Meter Boxes on Side; Directional 
Lights. 


AY 











as Low as $974 DOWN to Qualifying Dealers 


At Comparable Sav- 
ings: “Better-Bilt’’ Units 
Mounted on Your Own 
Chassis—Piped Com- 
plete, or Set on Your 
Truck Ready for Piping. 


Complete Prices, Speci- 
fications and Budget 
Information Gladly 
Sent on Request, 


Continuing Advancement Through Progressive Engineering 


mentor TANK s MFG. CO. 


2136 West Commerce e P,. O. Box 5525. Dallas, Texas e Phone RI-9183 
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Evidence of the wide- 
spread use being made 
throughout the industry of 
the “Let’s Make Safety 
Everybody’s Business” 
series of articles currently 
running in “Butane-Pro- 
pane News” is provided by 
this story about Imperial 
Gas Co., Los Angeles. 











By Lorna Lennox 


Imperial Gas Co. 
Los Angeles, Calif. 


HE Imperial Gas Co., which 

markets “Rockgas,” has a policy 
of inviting the managers of its eight 
retail locations and its plant super- 
intendents to the Los Angeles office 
at regular intervals for a company 
meeting. 

The meeting on Saturday, May 23, 
was devoted to the study of safe 
practices in the industry. It was 
based primarily on the series of ar- 
ticles currently running in “Butane- 
Propane News.” 

Following the chronological se- 
quence of the articles, the meeting 
started off with a demonstration of 








BPN Safety Program Highlights 
LPG Dealer Meeting 


the physical properties of the two 
gases, butane and propane. M. L. 
Jensen, superintendent of the Hunt- 
ington Beach plant, put on the 
demonstration with a special mobile 
kit which he had prepared. He used 
two small tanks, one a 2'4-gal., low- 
pressure butane tank and the other 
a propane tank of the same size which 
he set up at a safe distance from the 
building. He had with him especially 
designed test tubes which he filled 
simultaneously with the two. liquids. 
Because of the volatility of the pro- 
pane, it took longer to fill the pro- 
pane tube, and some of the boiling 
liquid splashed onto the ground. 
With the use of a minus Fahren- 
heit thermometer it was possible to 
observe that the propane became in- 
active at about 44° below zero and 


Front row, left to, right: Donald Wheeler, manager, Sacramento; Rolland Beelard, 


, Manager, 


Yuma, Arizona; George Brkich, L. A. office; Willis Hurst, Palmdale; 


Bob Meyer, manager, Vacaville; W. W. Gilmore, manager, Palmdale. Back row, 

left to right: Durwood Hutchinson, superintendent, Richmond; Frank Phillips, 

manager, Bishop; Lorna Lennox, L. A. office; Dick Johansen, manager, Sunny- 

vale; Fred Higgins, manager, Hemet; Jack Geiger, manager, Malibu; and 
Philip Koch, L. A. office. 
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Lorna Lennox : 


the butane at about 32° above. Of 
course, at this point, the test tubes 
were completely covered with a thick 
coating of ice. Each of the men then 
took turns holding the cold glass 
tubes until the outside temperature 
was sufficiently high to start the gas 
boiling off. It was a strange thing 
to see how long this took, especially 
as we were standing in the bright 
sunlight with the atmospheric tem- 
perature at about 70°. 

Once the vaporizing process had 
started, it was interesting to note 
how much more quickly the propane 
dissipated into the air than did the 
butane. The demonstration clearly 
showed why it is advisable to use 
propane in cold weather and for 
those applications where heavy with- 
drawals of fuel are made without the 
use of a vaporizer. 

After a few-minutes the only thing 
left in the test tubes was a s/ight 
trace of an inert yellow liquid--the 
heavy ends which do not boi! off 
even in the carefully refined procuct 
with which we were making the 
demonstration. Mr. Jensen explained 
that most producers are now using a 
volatile odorant which will burn off 
with the gas, thus preventing the ob- 


BUTANE-PROPANE News 











Of 
ubes 
hick 
then 
glass 
iture 
» gas 
hing 
ially 
right 
tem- 


had 
note 
pane 
- the 
arly 
use 
for 
vith- 
| the 


hing 
light 

the 
off 
duet 

the 
ined 
nga 











































TEMCO’s famous porcelain 
enamel heat chamber car- 
ries a 20-year warranty. 


Shallow construction (just 
25%” overall) means 
easier, less expensive in- 
stallation. 


TEMCO Gas Floor Furnaces 
are specifically engineered 
and AGA approved for use 
with all gases. 


Built by America’s Gas 
Heat Specialist, TEMCO 
Gas Floor Furnaces are 
priced low enough to bring 
automatic heat within the 
reach of every home owner. 


For the full story of the profit potential in 
TEMCO Gas Floor Furnaces, see your 
TEMCO distributor, or fill out the coupon 
below. 
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This year— 


JUMP INTO THE 
PR@®FIT ROW 


/ with TEMCO Gas Floor Furnaces! 


f 





With the great new 1953 line of TEMCO Automatic Gas 
Floor Furnaces . .. with the king-sized 1953 TEMCO adver- 
tising and sales promotion plan to back you up... you can 
make a ¢élean sweep of the floor furnace business in your 
area. TEMCO sales features like these make it easy to 
get the jump on your competition: 





Si STROM. a ciate 





19 TEMES, in. 


NASHVILLE. TENN. 


He BUILDER OF OVER 1,250,000 GAS APPLIANCES 


TEMCO, Inc., Department B-510 

Nashville, Tennessee 
Send catalogue and full information about TEMCO 
Gas Floor Furnaces. 





NAME 





FIRM NAME 





ADDRESS 





CITY. ZONE STATE 





! 
| 
! 
| 
| 
| 
| 
| 
| 
| 
l 
1 
i 
l 
| 
1 
| 
1 
! 
1 
1 
1 
i 
| 
| 
i 
i 
| 
I 
| 
| 
| 
! 
I 
L 


S 

















by produc- 





n marks a loyal leader bound by a customer 


LOYAL LEADER 


Like the Sign of Leo, the Universal sig 
ing and marketing “everything done in oils.” Your source in our universe is 


responsibility imposed by leadership. Universal Petroleum recognizes this 
UNIVERSAL. 


HE SIGN OF A 


NIFUELS 





1G fe) 


The Liou 


July 21 to August 22— 


¥ 


REFINED PRODUCTS e NATURAL GASOLINE e BUTANE and PROPANE 









SPECIAL NAPHTHAS e LUBE OILS and SOLVENTS 
CARGO, TANK CAR OR TRANSPORT LOADS e WATER TERMINAL AT CHICAGO 
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leader, 


The 
maker of dignified, 
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UNIVERSAL PETROLEUM ps 


Pradacors and Marketers of Petroleum Products 


accompany 





yey 


@ Albuquerque 


Cable: UNIFUELS 
@ Houston 


@ St. Louis 


@ Billings 


910 SOUTH BOSTON BLDG., TULSA, OKLA. 
REGIONAL OFFICES: Casper 
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Marvell 
tendent, 
show physical properties of LPG. 


L. Jensen, branch superin- 
conducts demonstration to 


jectionable accumulation of odorant 
in cylinders. 

Of course, one of the things which 
we watched carefully was the drift 
of the gas through the air before it 
was completely dissipated. We com- 
mented on the upper and lower lim- 
its of flammability, but no one sug- 
gested testing his knowledge by light- 
ing a match. 

After the gas was all gone, we 
asked Jack Geiger, manager of our 
Malibu plant, to put on a simple 
demonstration of the use of a line 
pressure gauge and manometer to 
test for line and appliance valve 
leaks. One observation from the men 
was that making these tests is not 
only a safety measure but an excel- 
lent selling point, too. It shows the 
customer that he can anticipate care- 
ful service and assures him that he 
will not lose the gas for which he 
has paid through leaking pipe joints, 
etc. 

When we came back into the office, 
we started a question-and-answer 
discussion, following the plan out- 
lined in the first four safety articles 
in “Butane-Propane News.” Each 
man had been asked to read the ar- 
ticles as preparation for the meeting. 
One of the comments was that under- 
standing and complying with local 
city and county ordinances was much 
more of a problem than merely fol- 
lowing Pamphlet 58. We distributed 
copies of LPGA Pamphlet No. 1 on 
Recommended Good Practice Rules 
for LPG to all who did not have 
them, and ascertained that each man 
had the latest copy of Pamphlet 58. 

At the close of the meeting the 
branch managers were instructed to 
develop safety programs within their 
own organizations, following the plan 
outlined in “Butane-Propane News,” 
and demonstrated at the branch man- 
agers’ meeting. 





American Meter Opens 
New Nebraska Plant 


Almost the entire population of 
Nebraska City, Neb., as well as vis- 
itors from nearby communities, 


turned out to celebrate the form: 


opening day of the new displacemert 
meter plant of the American Meter 
Co. recently. 

After a flag raising and ribbon 
cutting ceremony, the doors were 
opened for public inspection of office 
and production facilities. The cere- 
monies were broadcast on local radio 
and television programs. Refresh- 
ments were served and the day’s fes- 
tivities were concluded by a square 





William G. Hamilton, president, Ameri- 
can Meter Co., cuts ribbon at opening 
day ceremonies of new plant in Ne- 
braska. Nebraska City Mayor Bremmer 
(left) and Arthur F. Benson, vice presi- 
dent of firm (right) look on. 


dance held in the plant. The huge 
turnout was indicative of the wide- 
spread interest and support of the 
people of Nebraska City and the im- 
portance of the new plant to the 
community. An “open house” on the 
second day was held for gas company 
officials and prominent citizens of 
Nebraska City. 


The new plant, part of a continu- 
ing expansion program, adds 48,°)0 
sq. ft. of space devoted to displa:e- 
ment meter production to American 
Meter Co.’s nationwide network of 
plants serving the gas indust:y. 
Buildings and all equipment are c::n- 
pletely up to date. New equipm:nt 
includes modern automatic machi: es 
and precision equipment that utili: es 
the latest advances in powdered 
metal technology. 

The company now has 10 plants in 
strategic locations in the Uni‘ed 
States and Canada. 
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BS<:B Propane Systems 


Perfection Propane Systems give you important sales features to help 
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ing you move them fast! The uniform, X-ray controlled weld makes for extra 
oes strength plus a smooth, neat appearance. What’s more, you'll like the 
- way the sturdy lifting lugs are scientifically located for ease of handling. All 
500 and 1,000 gallon sizes are equipped with % in. excess flow valve for 
ar liquid withdrawal, and 1% in. bottom opening for greater liquid flow, if required. 
the Easy servicing. Yes, PERFECTION Systems live up to their name in every 
int way. Stock and sell BS&B Propane Systems—available in 250, 500 
a and 1,000 gallon capacities. U. L. approved. 
any 
; of e 
| BS=B Unloading Rack 
mu: 
000 Reduce fire danger to a minimum! New BS&B 
ace Unloading Rack stops awkward unloading, makes 
ican walking sure and safe. Needs only small space, has 
: of ladder or stairway on left side, right side or front as 
try. you order. Loading rack folds out of way. Shipped 
om: knocked down, cut and marked for easy erection. 
vent 
[nes 
17eS : 
ed f 
: Brack, Sivatics s BrvsSon, INC. 
P 4 Propane Equipment Division Department 6-AB8 
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7500 East 12th Street Kansas City 26, Missouri 
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TOLEDO 
SELLS ONLY 


THROUGH ITS 
DISTRIBUTORS 


No other method of distribution 





has ever matched Manufacturer to 
Distributor to User. 

It’s the most economical short 
cut to getting goods promptly to 
users. 

Our 50 years experience in 
marketing the TOLEDO line of 
‘pipe tools and power pipe ma- 
chines has proven this fact beyond 
a doubt. 


Advantages for YOU! 
ECONOMY—Buying many prod- 


ucts from one source simplifies 
your problems of purchasing, 
selling, bookkeeping and stor- 
age. 


SPEED—Your Distributor carries 
large stocks of equipment you 
need for immediate delivery. 


RELIABILITY—Y our Distributor is 


your friend and neighbor. Rely 
upon him. He serves you well. 


PERSONAL CONTACT—Your 


Distributor’s salesmen are ready 
at all times to help you in emer- 
gencies. 


Depend on your Distributor and 
TOLEDO for reliable service at all 
times. The Toledo Pipe Threading 
Machine Co., Toledo, Ohio. 


me ‘ed 
Wester, 


Saree 
Mark of Quality on Fine 


Pipe Tools 
100 








Industry Can Help in Solution 
of Insurance Problems 


OW members of the liquefied 
petroleum industry can work 
to solve insurance problems and re- 
duce premium costs was the subject 
of a talk by S. G. Pryor, III, Hart- 
ford Accident and Indemnity Co., at 
the recent annual distributers’ con- 
vention of Green Fuel, Inc., held at 
Asheville, N. C. 

After reviewing the history of the 
industry and various stages through 
which it has passed, Mr. Pryor con- 
cluded with some specific suggestions 
as to how the industry can cooperate 
with and improve its record with in- 
surance companies. 

“There are just two ways to have 
good experience,” said Mr. Pryor, 
“either get sufficient premium or 
have fewer losses. 


Dealer Decides Rates 


“Premium is governed by the ex- 
perience of an industry within each 
state and is generally set by the state 
or some rating bureau. From this 
standard rate, your rate can be varied 
according to your good or bad experi- 
ence subject to the approval of the 
state or bureau. Therefore, you make 
your own rates and the insurance 
company has very little or no con- 
trol over them. 

“Where the insurance companies 
can help and where they are doing ex- 
tensive work is in trying to lower the 


losses. Insurance engineers have had - 


to learn a great deal about LPG in an 
effort to help the dealer control the 
losses. And, gentlemen, the dealer is 
the only one who can control them. 
The engineer is a trained specialist 
who can point out the violations of 
the pamphlet and other good prac- 
tices to you, and he can help you 
train your personnel in the safe hand- 
ling of LPG. By pointing out the vio- 
lations of the pamphlet and good 
practices to you, he is letting you 
know that your employes are deviat- 
ing from the rules of good practice. 
This should be a valuable aid to you 
in supervising your employes. 
“Insurance engineers can do all of 
this, but if you as a dealer don’t do 
something about it, then the losses 
will not be reduced to any extent. 
Engineers are provided by the insur- 
ance companies for your benefit, they 


are required to learn about LPG fcr 


- your benefit, they are required by 


their companies to contact you 
periodically in order that they might 
point out those things which wi!l 
benefit you and your industry; but 
they cannot wave a magic wand over 
your head and reduce the losses or 
cut out the accidents. Unless you 
correct the accident-producing condi- 
tions that are pointed out to you, the 
losses will continue to advance in- 
stead of reduce. 

“Unfortunately, most dealers do 
not recognize the insurance engineer 
as the one I have described. They 
feel that he only wants to find a few 
things wrong and run back and tell 
his company, so they can raise the 
rates, threaten cancellation, and keep 
the situation generally upset. 

“If you don’t know the insurance 
engineer as I have described him then 
you have missed the advantage of his 
service. His job and sole purpose in 
calling on you is to help you reduce 
the accidents and the accident pos- 
sibilities. 


Insurance Engineer Can Help 


“The final question now is, what 
can the dealer do to help this situa- 
tion? I would like to emphasize here 
again that the engineer has but one 
purpose when he contacts you and 
that is to help you. When he finds a 
deviation from ‘the provisions of 
Pamphlet 58 and other good practices 
and points it aut to you, it is logical 
to assume that you, in the same way 
could find many more. These viola- 
tions of good practices should be 
hunted down and corrected by you 
and your organization, for only in 
that way will the all be found. The in- 
dustry with its many service schools 
is doing a fine job in an effort to beter 
train LPG service personnel, but ll 
of this training will go for nought un- 
less you as dealers follow up this va‘u- 
able service and demand that ‘ne 
practices be followed. 

“There are many other things that 
can be done to help the situation. You 
should have full knowledge of your 
entire business at your fingertips. 5y 
that I mean that you should have a 
complete set of records om every 'n- 
stallation that you serve. You should 
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have a record of the type and size of 
tank; the location of the tank; the lo- 
cation of the appliances; information 
as to whether or not the appliances 
are vented, and if not why not; who 
installed the system; the number of 
service calls; the reason for the calls; 
what was found out during the calls, 
and what was done about it, includ- 
ing specifically what tests were made. 

You should record the vapor pres- 
sure of the gas placed in the con- 
tainer, measured at 100° Fahrenheit. 
You should have a periodic inspection 
of your new installations and a suffi- 
cient number of old installations to 
make sure they are in good shape and 
that all requirements have been fol- 
lowed. A record of those inspections 
should also be made. You should 
keep a continual check on all of your 
bulk plant equipment and on all of 
your trucks to make sure that they 
are as they should be. These equip- 
ment checks should be on your re- 
cords. 

“The road to solve the insurance 
problem is not an easy one nor is it 
short. It is not only the dealer’s pro- 
blem, it is the industry’s problem. 
Only the dealer, however, is in a 
position to do anything about the 
situation. 

“In conclusion I would like to say 
that the overall picture of the in- 
dustry accident-wise is not good. But 
the situation is far from hopeless. 
The industry and the insurance com- 
panies are working hand in hand 
doing everything they can, but they 
are in dire need of help from not just 


-a few dealers but from every dealer 


of liquefied petroleum gas. In order 
to help this situation, each LPG 
dealer should first of all make sure 


that the service and installation em- 
ployes have sufficient training and 
sufficient knowledge of the require- 
ments and are properly supervised 
on each job. 

“Second, each dealer should re-in- 
spect every one of the old installa- 
tions, making notes for records and 
correcting them if they do not come 
up to the standards of Pamphlet 58 
and other good practices. Third, they. 
should demand that all new installa- 
tions be installed with all of the re- 
quirements of Pamphlet 58 and other 
good practices being followed. 

“Fourth, a complete set of records 
should be kept of each installation 
and of all the equipment of a dealer 
so that he will have his entire busi- 
ness on record at his fingertips. Fifth, 
he should require that Pamphlet 58 
and other rules of good practice be 
followed in all the;work that is done. 
Sixth, each dealer should demand 
that these first five steps be followed. 

“The insurance engineers will con- 
tinue to point out the things which 
they feel will make your operation 
a better operation, but unless you are 
following these six steps I have 
named and unless you use the engi- 
neer to your advantage, you will be 
trusting to luck to lower your losses 
and your rates. 

“Two pamphlets, NFPA Pamphlet 
58 and LPGA Pamphlet 1, contain 
some wonderful standards. Read 
them, believe in them, know them, 
preach them, do everything in your 
power to make your competitor be- 
lieve in them, and follow them dili- 
gently yourself, and that clean blue 
flame of LPG will burn brighter and 
safer for all of us.” 








Group of distributors arrive by air for Northwest Conference of Calor Gas Co., 


San Francisco, which was held in Spokane, Wash. More than 100 distributors 
and guests attended the two-day meet which covered problems and new de- 
velopments in the LPG industry. 
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Loads That Are Overlooked | | 


By Al H. Cote 


General Sales Manager 
Suburban Propane Gas Corp. 
Whippany, N. J 


Prevent Costly 


Dangerous Leaks 
On LP Gas Connections ! 


RECTORSEAL 





cams .. 





| 


Convenient 
brush 
top cans 





RECTORSEAL #2 was com- 
pounded specifically for LP Gas 
connections and high pressure 
use. It proved a perfect sealant 
for all threaded and gasketed 
connections. 

It's THIN IN THE CAN for 
easy application and maximum 
economy. It’s THICK IN THE 
JOINT for maximum sealing. 
It maintains its sealing quali- 
ties and plastic elasticity for 
the life of the connection. 

RECTORSEAL #2 has the 
same consistency from the top 
to bottom of can; no lumpy 
ingredients—no stirring neces- 
sary. It gives cleaner, easier-to- 
see coverage with work on 
threads. 

IT’S PROVED ECONOMI- 
CAL, easy to apply by brush in 
the right amount. It never 
hardens, crumbles or cracks in 
service. Joints are easy to break 
out. Remember—RECTORSEAL 
#2 is insoluble in LP gases, 
holds the most potent of odor- 
ants—is recommended by odor- 
ant manufacturers. It’s proved 
in use for anhydrous ammonia, 
both natural and manufactured 
gas. You'll find there’s no seal 
like RECTORSEAL. 


Available in Y%, Y2 and 1 


Write Today for Free Sample 


RECTORSEAL, Dept. “A” 
2215 Commerce St. 


RECTORSEAL # 2 


MAKING THE L-P GAS INDUSTRY SAFER 





pint brush-top 
ction top quarts or gallons. 


Houston 2, Texas 
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VERYTHING we do has a direct 
relationship to time and space. 
Now what has this to do with the 
L. P. gas busi- 
ness and with us 
who devote our 
energies to this 
industry? 

At this mo- 
ment, some of 
you”* seated in 
this room are 
lighting cigars or 
cigarettes with a 
flame produced 
by the L. P. gas 
in your lighter. It is probable that 
the tobacco in your cigar was cured 
by L. P. gas in a shed on a Connec- 
ticut farm, or possible that the to- 
bacco in your cigarette was toasted 
by L. P. gas in a barn in the Caro- 
linas. 

Does this represent a contribution 
on the part of our industry in over- 
coming time and space? It seems to 
me that it does. A small quantity of 
L. P. gas can be carried in your 
pocket where it is immediately avail- 
able. On the other hand, large quan- 
tities can be made available at re- 
mote locations. 





a 


A. H. Cote 


In our day efforts to promote in- 
creased use of our product and our 
service, to describe the virtue which 
makes our product able to supply 
such divergent needs, cause us to use 
the word “flexibility.” 

To me this means that L. P. gas 
can do more in more places than any 
other fuel. Let’s look, for example, 
at tobacco curing. There is just about 
as much difference in the handling 
of Shade and Havana seed tobaccos 
which are used in cigars, and bright 
leaf tobacco which is used in cigar- 
ettes, as there is between cigars and 
cigarettes themselves. 

Due to the expense involved, the 
shade tobacco of Connecticut and 
Florida is grown principally by large 
corporations which have resources 
in the millions of dollars. The soil is 
sterilized, tested for its fertilizer re- 


quirements and manicured to a de- 
gree unknown in most farming oper- 
ations. The tobacco plants are indi- 
vidually transplanted in the field and 
protected from the direct rays of the 
sun by acres of cloth suspended on 
poles. 

There is a good reason for all this 
preparatien, since a pound of top 
grade shade grown tobacco is more 
valuable than the finest beef. The 
average price is usually about $4 per 
pound, while a pound of top grade 
tobacco will bring out bids of $7 at 
auction. 

This tobacco requires controlled 
temperature and humidity for proper 
curing. For many years this was 
accomplished by burning charcoal, 
which in recent years has cost up to 
$90 a ton. Charcoal was used because 
it was the cleanest burning of avail- 
able fuels. 


Better Tobacco with LPG 


When, in 1950, equipment became 
available for some small scale experi- 
mental curing with L. P. gas, it was 
found that a better quality tobacco 
was obtained because of cleaner 
burning and better heat distribution. 
This, alone, was enough to justify the 
replacement of charcoal by L. P. gas. 
Additionally, there was a substantial 
reduction in labor. Night watches 
formerly needed to keep the charcoal 
fires fuelled were eliminated, as was 
the necessary “totin” of bags of char- 
coal to the various sheds, and, even 
better, there was a substantial reduc- 
tion in fuel costs. Recent figures 
place this saving at $15 per acre. Dr. 
Anderson, who headed the research 
activities at the Connecticut State 
Experimental Station for over 30 
years, told me that in all that time 
he had never seen faster acceptance 
of a new development by tobacco 
farmers than was the case with L. ?. 
gas curing. 

Bright leaf tobacco, the principal 


*A paper read before the Marketers’ 
Section of the LPGA during the May cen- 
vention. 
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d |} wherever you look-2 out of 3 are 


REZNOR 


GAS UNIT HEATERS 


@ You owe it to yourself! See why Reznor sells more gas 
unit heaters than any two other manufacturers combined! 
And, once you check over the special value points high- 
lighted below, we think you'll agree . . . now's the time to 
take advantage of another big Reznor selling year just 
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8 PRACTICAL SIZES 


Reznor Suspended Unit Heat- 
ers, built with the exclusive “Air 
Form” Aluminized Reznor Heat 
Exchangers, are available in 
eight different sizes from 25 to 
200,000 BTU. Each model is avail- 
able with either propeller type 
air mover or centrifugal blower. 
Also, there’s a complete line of 
Reznor Floor Heaters, Duct Fur- 
naces and Horizontal Furnaces to 
meet every heating requirement 
for offices, stores, homes and 
industry. Get the facts today! 











HORIZONTAL FURNACE 


REZNOR 


WORLD'S LARGEST-SELLING GAS UNIT HEATERS 
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under-way. 


FAN & LIMIT CONTROL 


Limit control is installed in 
diverter chamber. Fan con- 
trol delays operation of fan 
until heated air is warm 
enough for forced circulation. 





SUMMER-WINTER SWITCH 


All units are equipped with 
switches for summer air cir- 
culation. 


PROPELLER FAN 


Aluminum, quiet blade, stat- 
ically and dynamically 
balanced. 


CENTRIFUGAL BLOWER 
(NOT SHOWN) 
High efficiency, double 
inlet, “squirrel cage” 
type. Blower mecha- 
nism is cushioned in 

r and fire-resist- 
ing felt material. Avail- 
able on all models. 


MOTOR 


Top name, oversize, rubber 
mounted, dependable serv- 
ice, 860 to 1150 R.P.M. 






CONTROL MANIFOLD 


Completely removable unit 
of balan element, con- 
nected on both ends by 
unions, 






BUILT-IN DRAFT DIVERTER 


Bolted to top header plate. Shape 
prevents condensation and fuel 
moisture from spilling back into 
tubes. Relief openings at sides of 
unit. 


MOUNTING PIPES 
(NOT SHOWN) 
Connectors are welded 
to and carry the weight 
of the heat exchanger. 





















BURNERS 


Fine gray cast iron. Slotted or 
drilled ports for specifications of 
gas to be used. Easily remov- 
able through drop-away service 
panel on bottom. 


ARE YOU SELLING AMERICA’S MOST WANTED HEATER? 


BODY 


Auto body steel, die- 
formed and oven fin- 
ished in remarkable 
— gray-green Per- 






LOUVERS 


Individually adjustable, 
radiused, air-stream 
style. 


HEAT EXCHANGER 


Seam welded alumi- 
nized steel tubes (Rez- 
nor was one of the first 
to accomplish a weld 
on aluminized steel). 
Resists indefinitely cor- 
rosion from products of 
combustion. 


COMBUSTION 
CHAMBER 


12-gauge furnace steel 
attached with leak- 
proof connection to bot 
tom header plate. 


CENTRAL OR UNIT CONTROL!!! 


Reznor Suspended Type Unit Heaters are perfectly engineered to 

accurately and economically maintain desired temperatures. Heat is manu- 

factured right where it's needed and may be regulated by individual or group-action 
thermostats. Reznor Unit Heaters provide equal performance efficiency with natural, 
manufactured, mixed and LP gases. 


REZNOR MANUFACTURING COMPANY 
+ Union St., Mercer, Pa. 


Please send information on Reznor unit heating. 





FIRM 





ADDRESS 





CITY 


STATE 
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CIRCULATORS 


vy FOR ALL GASES + 


COLOR HARMONY 


decorator models 

















LITTLE GIANT 


Dove Gray & Coral e« 3 Sizes 









_ == == ap 








HI-CAPACITY 


Ivory & Brown 


LOWBOY 


Opal-Beige « 7 Sizes 


WRITE FOR CATALOG 53 


See Complete Line. Get Dealer Plan. 


THE OHIO FOUNDRY 
& MANUFACTURING CO. 


“Quality Heating Equipment Since 1846” 


STEUBENVILLE, OHIO 
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filler for cigarettes, is grown in the 
South by small individual farmers, 
many of them tenants, as a cash crop. 
few acres of tobacco because of the 
Most such farmers can raise only a 
large amount of hand labor required. 
The quality requirements are much 
less stringent than is the case with 
shade grown tobacco and the price 
reflects this. Bright leaf sells at about 
50 cents per pound. 


Curing of bright leaf requires 
higher temperatures and the quality 
of the tobacco is less affected by the 
combustion properties of the fuel. 
The primary advantage of L. P. gas 
is in labor saving, although there is 
a growing recognition of the better 
quality leaf obtained through curing 
with a clean burning fuel. Lower 
tobacco prices and smaller savings 
have made for a slower acceptance 
of L. P. gas curing in hright leaf 
areas, but the potential market is 
much greater than in shade tobacco 
areas. 

The sheds used for curing cigar 
wrappers measure up to 120 ft. by 
40 ft. and may require inputs of as 
much as 2% million Btu per hour, 
while bright leaf barns are generally 
not over 24 ft. by 24 ft. with a cor- 
respondingly smaller heat require- 
ment. 


High Seasonal Demand 


The problem facing the marketer 
in supplying fuel for this application 
is one of meeting a very high sea- 
sonal demand. The curing season 
starts in July, reaches a peak in Au- 
gust and ends in the early part of 
September. 


To meet this varying demand prop- 
erly requires considerable equip- 
ment and careful planning to utilize 
it at maximum efficiency. The eco- 
nomics of proper pricing for seasonal 
loads also require a good deal of 
study if this business is to be han- 
dled at a profit. 


These problems which have been 
successfully handled by a number of 
L. P. gas marketers are insurmount- 
able to the electric industry or to 
the natural gas people because they 
lack the necessary flexibility to 
quickly and economically meet the 
requirements of the tobacco grower. 

Most tobacco growing areas are 
scattered throughout the East from 
Ontario to Florida. If tobacco is 
grown in the area you serve, it may 
well be deserving of your attention. 





The summer usage offers a good load 
balancing potential, but bear in mind 
that you must be equipped to handle 
a high seasonal peak. 

Our industry can successfully 
serve the tobacco grower through its 
inherent ability to better overcome 
the limitations of time and space than 
other fuels. There are many othe: 
illustrations of this ability. 

For years fishermen have set up 
tents and portable shacks on the ice 
of our northern lakes for winte: 
catches. Until recently, they either 
endured the cold with the help of a 
little internal stimulation or suffered 
with a malodorous oil stove. Now 
they fish in comfort with the help of 
L. P. gas fish tent heaters. Perish- 
able products are safely hauled in 
zero weather by truckers using L. P. 
gas cargo heaters. The plumber has 
largely discarded the gasoline blow 
torch in favor of L. P. gas fired 
torches and lead furnaces. 


LPG’s Diversified Uses 


Hay and grain crops are dried in 
the field even in the rain with L. P. 
gas dryers. L. P. gas chicken brood- 
ers have‘now won such wide accept- 
ance that in 1952 more of these brood- 
ers were put into use than brooders 
using all other types of fuel. L. P. 
gas torches are cutting steel better 
and more economically than acety- 
lene for a growing number of users. 
Stock tank heaters fuelled by L. P. 
gas are helping to increase milk and 
beef yields. L. P. gas pig brooders 
are proving their worth. Railroads 
are maintaining schedules through 
blizzards with L. P. gas switch heat- 
ers. L. P. gas dairy sterilizers are 
ensuring good health. Painters are 
saving time with L. P. gas paint burn- 
ers. Tar kettle heating with L. P. 
gas is helping the roofers. 

All of these specialized applica- 
tions, and many more have, been de- 
veloped in recent years. Many of 
these were not even a gleam in som:- 
one’s eye five years ago. Marketer, 
producers and equipment manufa:- 
turers have all contributed to the 
conception and development of the:° 
applications and some have con 
from users who were dissatisfic ( 
with inefficient, non-automatic fuels. 
Many more such dissatisfactions sti! 
exist which can be met through ne: 
applications for our product and our 
service. 
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Follow 
Safety 
Codes 


To Protect Industry Record 


By. Paul W. Tucker* 


HE liquefied petroleum gas in- 
dustry is in business because it 
sells a product that will burn. It 
burns with great heat, it is clean, it is 
convenient and is readily adapted to 
a multiplicity of uses. These quali- 
ties, mixed with the vision of the in- 
dustry’s pioneers and sales enthusi- 
asm of their followers resulted in the 
now well-known story of phenomenal 
growth. However, it is wise for us to 
keep in mind that the one chararcter- 
istic responsible for there being such 
an industry is also its greatest hazard 
—the fuel has combustible qualities. 
In other words, the industry is in 
the business because its members 
have a product to sell which will 
burn and produce heat. This same 
product, if allowed to escape uncon- 
trolled, can, if ignited, cause damage. 
So, what is the industry’s interest 
in fire safety? I'd say that its interest 
in safety is as great as the value its 
members put on their business—and 
the “stakes” are even higher. 

What, then, is the industry doing 
to promote .safety and fire safety? 
You are, of course, familiar with the 
continuing, never-ending work of the 
LPGA Technical and Standards Com- 
mittee and the National Fire Protec- 
tion Association’s own Committee on 
Gases to maintain safety standards 
up to date commensurate with en- 
gineering and utilization advances of 
this day. This work is all very im- 
portant and a vital force in our indus- 
try today. It is, however, only a guide 
post and starting point for the “grass 
roots” effort where the safety and fire 
protection efforts really pay off. 

Safety and fire protection or fire 
safety are practically synonymous in 
the light of our present discussion 
and the efforts expended in their ad- 





*Mr. Tucker, technical representative for 
the Phillips Petroleum Co., Bartlesville, 
Oklahoma, delivered this talk at a regional 
meeting of the National Fire Protection 
Association in Houston, Texas. 
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Want to make more deliveries? 
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“*Fifteen-minute service—when you need 
it.” That’s the promise Mr. Sullivan 
makes to his customers since he equipped 
his fleet with RCA 2-Way Radio. 
Shore trucks, covering a 35-mile radi- 
us, can be contacted at any time to 
handle emergency calls. No need to send 


* out another truck, no need to wait for 


a truck to come in. 

When a call comes in, the dispatcher 
contacts drivers in the area of the call. 
Within a few seconds, he assigns a 
driver to make a direct delivery—with- 
out disrupting routings—without ex- 
pensive back-tracking. 

Check the extra sérvice you can give 















o*y 
Do it 


AST 


with RCA 2-Way Radio! 


—says William H. Sullivan, 
Pres. and Gen. Mgr. 
Shore Gas and Oil Co. 





and the running time you save with RCA 
2-Way Radio. Contact the RCA Com- 
munications ‘Specialist at your RCA 
Regional office, or MAIL COUPON. 


DO IT BEST with RCA 2-Way Radio 


Here’s why fleet operators all over the 
country are specifying RCA 2-Way 
Radio: 

EASY TO USE as your telephone - 
COMPACT —takes no more space than 
a spare tire « TOUGH—takes rough 
use - RELIABLE—engineered by the 
leaders in electronics » PRACTICAL— 
easily serviced by the nation-wide RCA 
Service Company. 


RADIO CORPORATION of AMERICA 


COMMUNICATIONS EQUIPMENT 


® 


CAMDEN, N. J. 















O Please arrange to have an RCA Communications Specialist call on me. 





: RCA Engineering Products, Communications Division, Dept. 204T 1 
| Building 15-1, Camden, N. J. | 
| Please send me your new bulletin | 
| “15-minute Service When You Need It.” | 
| | 
Name. Title. j 
| ! 
| Company. Address 
| 

| City Zone State | 
| | 
L J 
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vancement are of two types: 

(1) Education and 

(2) Physical installation of me- 
chanical devices to prevent a hazard 
from developing or to minimize the 
consequences if one does develop. 

The education of which I speak is 
an extremely broad campaign that is 
being carried on by all segments of 
our industry and even by others 
outside it. It includes the dealer who 
holds schools or training programs 
for his personnel. Such training pro- 
grams includes instruction on char- 
acteristics of L. P. gas, proper hand- 
ling techniques, and proper installa- 
tion, maintenance and service techni- 
ques—all of which are fundamental 
characteristics of a good safety pro- 
gram. It includes local, state and na- 
tional segments of the Liquefied Pe- 
troleum Gas Association, which spon- 
sor service schools where character- 
istics of the gas, proper installation, 
maintenance and service procedures 
are again reviewed to keep the indus- 
try informed of latest engineering 
and safety advances in the field. 

It includes the major producers, 
who carry on a continual service and 
educational program with their cus- 


tomers. It includes the state fire 
schools wherein the industry partici- 
pates to better inform the firemen as 
to the characteristics and proper 
handling procedures of the fuel along 
with recommendations pertaining to 
L. P. gas fire control. And, last but 
not least, are the many local fire 
demonstrations put on by the L. P. 
gas dealer for the benefit of his local 
fire department. It is recommended 
that every such dealer and bulk dis- 
tributor continue periodic fire fight- 
ing demonstrations and start them 
where none has been held in the past. 

Such demonstrations create good 
will for the LPG distributor with his 
fire department and other regulatory 
officials. It is of definite ‘value for 
the distributor and for the fire de- 
department as well. It gives the fire 
departments a chance to know at first 
hand how the fuel acts, how it burns, 
and how to properly extinguish or 
control such fires. 

The second type of effort expended 
for the advancement of fire safety is 
the physical installation of mechan- 
ical devices to prevent a hazard from 
developing or to minimize the cense- 
quences if one does develop. It should 





be recognized that the first and per- 
haps the most important feature of 
this effort is to be found in the proper 
installation of the L. P. gas system. 
Proper installation includes attention 
to such detail as use of the site to 
best advantage, maintenance of 
proper distances, use of high quality 
pipe with adequate provision made 
for expansion and contraction, the 
use of piping as small as practical, 
use of adequate excess flow check 
valves or remotely operated auto- 
matic valves, ete. 

Proper fire protection would in- 
clude adequate supply of water and 
pressure with hose adequate to reach 
all parts of the plant and the place- 
ment of 20- to 30-pound dry chemical 
extinguishers at strategic points 
throughout the plant. Dry chemical 
extinguishers are carried on the 
trucks as well. 

The tremendous and consistent 
growth of the liquefied petroleum gas 
industry reflects not only its adapt- 
ability for all types of application 
where heat is required but indicates 
a widespread acceptance by the gen- 
eral public as well. There seems 
little question but what this remark- 
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LP GAS STORAGE & TRANSPORTATION 


Brute Strength + Big Capacity = 
LASTING USEFULNESS 


Compare your requirements for LPG transportation 
with the features of our new 5500 gallon ‘trailer. 
You'll discover that it measures up to all your 


expectations for strength, for long life, for real 
utility. Here is an unparalleled example of the 
craftsmanship and know-how which make Superior- 
made products foremost in the LPG industry. What- 
ever you need for transport or storage, large or 
small, Superior makes it — and makes it better! 


108 


Superior 


MFG. COMPANY 
4110 N. E. EIGHTH 


AMARILLO, TEXAS 


ALL INQUIRIES ANSWERED PROMPTLY 
PIONEERS IN HIGH PRESSURE LPG TRANSPORTATION EQUIPMENT 
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able growth would not have been 
possible had not the pioneers in this 
industry insisted on emphasizing 
safety. They realized that market- 
ing efforts would be in vain unless 
they first determined and then prac- 
ticed the safest methods of handling, 
transporting and utilizing these 
gases. To that end they cooperated 
with all governing and interested 
bodies having jurisdiction in estab- 
lishing and promulgating safety rules 
and practices. 

The industry is still learning new 
lessons and better ways of carrying 
out its operations. There are some 
in regulatory and insurance circles 
as well as a few isolated industry 
people who are advocating that tanks 
be: 

(1) Totally buried. 

(2) Totally insulated. 

(3) Completely water sprayed by 
an amount of water equivalent to 
700 gallons per minute per 30,000- 
gallon tank. 


Good Design Essential 


There are those who think such 
requirements are the cures for all 
ills. This is not the case. There is 
no substitute for competent design 
and engineering. This is a cardinal 
prerequisite and there can be no sub- 
stitute. 

Granted it may be that in a few 
cases local conditions may indicate 
the desirability of considering one of 
these additional safeguards but there 
is nothing to dictate that such radical 
requirements be imposed in a whole- 
sale revision of the standards and 
regulations. 

We helieve that where very large 
storage installations are involved 
each of these should be given careful 
individual study and consideration 
and the design and layout be made 
so as to utilize the site to best ad- 
vantage from the standpoint of safe- 
ty. Adequate provision must be made 
for pipe expansions, contraction and 
vibration. Provisions must be made 
against differential. tank settling. 

Other considerations for these 
large installations might include size 
and quality of pipe, use of double- 
acting excess flow check valves in 
long lines, venting or deflecting the 
bleed hole in the relief valve, testing 
and replacing relief valves every five 
years. It will be noted that most of 
these points merely amplify the pro- 
visions already contained in the cur- 
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ideal combination 


to make your LPG central heating 


jobs easier to install... 





with up to 35% less cost 





janitrol 


FHS 
CONDITIONER 


(using 4° ducts) 


This versatile, horizontal Janitrol LP-Gas Warm Air Conditioner 
is a complete, compact package with efficiency and flexibility of 
installation unheard of a few years ago. 


Whether you install it overhead in basement, garage, closet, 
utility room, or mount in attic or crawl space, you have complete 
access to controls and connections . . . all models are approxi- 
mately 2 ft. high. 


By combining the Janitrol FHS with the Save-Way Air System 
you save on installation, labor and material costs. Your complete 
installation costs are more easily and more accurately estimated. 


The 4” round duct, fittings, register boxes, diffuser type register 
are all standard items available from regular sources of supply. 


Here then, is the sure way to build an increasingly profitable 
volume by providing better heating at a competitive price. 


Write for Bulletin JS-185 
SURFACE COMBUSTION CORPORATION ¢ TOLEDO, OHIO 
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Handy Binder 


to preserve your copies 
of the new size 


BUTANE -PROPANE 
Yuws 


A Beautiful DeLuxe Binder 
These binders are made especially 
to preserve copies of your favorite 
magazine. Holds 12 copies—one full 
year. Magazines can be inserted or 
taken out in a second’s time, or 
bound permanently for future re- 
ference. Covered with long-lasting 
maroon Du Pont Fabrikoid with 
the name Butane-Propane News 
stamped in gold on cover and back- 
bone. 

Send check for $2.50 for each 
binder or $3.00 from countries 
outside U. S. 


e Add 3% Sales Tax for California 
orders, and 3%2% Sales Tax for Los 
Angeles City orders. 
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GAS DEALERS . . . 


dealers all over “hard water’ America. 


. wherever soft water is needed 


Fillers 


the inexpensive regeneration 
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areas. 


Write, wire or phone 


Corporation 








Double Your Income 


We are signing franchises with bottle gas 


You have the set-up and the customers. 
Deliver rental softener units to homes, 
laundries, beauty parlors, cleaning plants 


All you need are the softener units and 
juipment. 
Franchise includes the sale of IWEX to 
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FILTER-SOFT 


12911 ARTESIAN AVE., DETROIT 23, MICH. 
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B-P News brings you Facts, New 
Ideas, New Methods, News and 
Reports. You'll want to read every 
chapter in the Safety Series. Don’t 
miss an issue! 


SUBSCRIBE TODAY 


@ Subscription Order 
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rent industry standards. 

You will be interested to know the 
industry through its Technical and 
Standards Committee of the Lique. 
fied Petroleum Gas Association has 
underway at the present time a 


_ series of studies which will eveniu- 


ally be reflected in changes in Pam. 
phlet 58. These include such iteins 
as the use of L. P. gas as a motor 
fuel, L. P. gas at service stations, 
manifolding together of large storaye 
containers and many other basic 
studies which concern the funda. 
mental engineering principles under. 
lying the storage and handling of 
liquefied petroleum gas. 

The American Gas Association has, 
through its LPG Utility Code Com. 
mittee, undertaken studies which 
will be reflected in changes to Pam- 
phlet No. 59, which is, as you know, 
“Liquefied Petroleum Gas at Utility 
Gas Plants.” The American Petro: 
leum Institute has just recently re 
constituted its Liquefied Petroleum 
Gas Committee and has undertaken 
the task of preparing standards for 
the storage of liquefied petroleum 
gas at marine or pipe line terminals, 
natural gasoline plants, refineries or 
tank farms. This study is to include 
fire protection at these different loca- 
tions and will be of considerable in- 
terest. 

Summing up this discussion, I re- 
peat that the liquefied petroleum gas 
dealer’s interest in fire safety is as 
great as his interest in, and value of, 
his business. For this reason, more 
and more dealers across the country 
are realizing this fact and are up- 
grading their own standards of oper- 
eration and installing fire protective 
and safety measures where none has 
existed in the past. 





Presentation of a ‘Certificate of Mert” 
for safety is made by Hugh Vaughn, 
left, United States Fidelity and Guor- 
anty Co., Jackson, Miss., to Curry 
Holland, vice president of Dixie Gs, 
Inc., Leland, Miss., and Lewis Grab 

president, Dixie Gas, Inc., Mar 

Miss., on the occasion of 702,000 c< 
cident-less miles in 267 days for tha 

company. 
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The Outlook 
For the Future 


By Donald M. Hobart: 


Vice President and 
Director of Research 
The Curtis Publishing Co. 
Philadelphia 


E ALL realize that changes in 
\ weather,* differences in clim- 
ate, variations in the seasons, force 
us to change our way of living or 
our physical equipment to meet the 
climatic conditions under which we 
live. 
Is it too much to suggest that in 
our business life we must do the 


same thing? Our knowledge or judg- 
ment of future business climate does | 


net mean that we have to surrender 


to that climate or accept a change in | 
climate as something which is be- | 


D. M. Hobart 


yond our control. The business clim- 
ate under which the national econ- 
omy, any industry, or any individual 
company operates at any period of 
time, must be recognized by intel- 
ligent management. But a‘ picture of 
the future business climate merely 
indicates what we must do to offset 
the possible changes which lie ahead. 
Signs of these possible changes in 
the business climate do not have to 
mean either extreme success or ex- 
treme failure. They may indicate 
merely the ease with which sales can 
be made. 

Let us look first at some aspects 
of the general economic climate for 
the future insofar as it can be fore- 
cast, at some specific phases of the 
markets for L. P. gas, at some of the 
longer range factors in our economy. 

Business conditions for the rest of 
1953 should be good. This seems to 
be the opinion of the majority of 
economists and forecasters. 

On the whole, it is expected that 


*Presented at the 1953 LPGA Annual 
Convention in Chicago, and abstracted by 
“Butane-Propane News”. 
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aT P-Gas 


Carter produces high 
quality Propane and Butane 
for both industrial and do- 
mestic uses. Our service and 
products are unexcelled. 


You can depend on Carter. 
Wholesale Only 


THE CARTER OIL Company 


TULSA, Oo K L AH O M A 
P. O. Box 801 Phone 2-6101 
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AUTOMATIC INCINOR 


GAS-FIRED INCINERATOR 


A “MUST” in Homes with Automatic Heat 
A FULL-PROFIT LINE ° NO TRADE-INS 


INCINOR IS APPROVED BY A.G.A. LABORATORIES 


ACT NOW FOR COMPLETE DETAILS 
INCINERATION DIVISION, BOWSER, INC., CAIRO, ILL. 











retail sales will be good during the 
first half of the year and may well 
average about 2% above 1952 retail 
sales. Some decline is expected in 
the production of consumer durable 
goods. Large stocks of relatively new 
durable goods are now held by con- 
sumers. Prices are beginning to 
soften in certain spots. Business, 
generally, should remain on the rela- 
tively high plateau where it has been 
since 1951. 

Home building is expected to de- 


cline somewhat in 1953, but not 
much. Some say about 5%. It may 
decline by the end of the year from 
about 1.1 million in 1952 to about 
900,000. But that is still a great many 
new houses, and many of them are 
being built in new suburban and 
rural developments, some of them 
beyond the reach of gas main serv- 
ice. In the first quarter of 1953, hous- 
ing starts were exceptionally high, 
contrary to the predictions of many 
economists. 
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. in L. P. gas also Cities Service means Good Service 


@A \ DEPENDABLE SOURCE 
@ UNIFORM PRODUCTS 
@ A CAPABLE SUPPLIER 
@ TWENTY-FIVE YEARS EXPERIENCE 


CITIES SERVICE 


DELAWARE 
Bartlesville, Okla. 
OTHER SALES OFFICES 
Cleveland @ St. Paul ¢ Kansas City © Toronto 








CO. 


Chicago, Illinois 








This so-called “new fringe of the 
city market” which is resulting from 
the movement of city dwellers to 
suburban a ndrural areas, offers 2 
new market for L. P. gas. Gas or 
electricity is predominantly used fo: 
cooking by families living in large 
cities, and these people want the ad- 
vantage of modern conveniences in 
their suburban and coumtry homes 
While some of these newly developed 
residential areas are served by city 
gas mains, those where such service 
is not available offer an opportunity 
to the L. P. gas industry. In con- 
junction with the suburban market 
is the additional sales opportunity 
offered by summer cottages and re- 
sorts. While this market is limited 
in size in some localities, it has been 
developed in some areas to a consid- 
erable extent by enterprising L. P. 
gas dealers. 


LPG Economic Climate 


Farm income is still high. It is 
down from its 1947 peak but, even 
with the forecast 5% decline for 1953, 
is expected to be higher than it was 
in 1950. 

I have stressed farm income be- 
cause, as you know, the rural family 
is an important part of the domestic 
market for L. P. gas. Farm income 
is one of the factors affecting the 
economic climate under which you 
operate. 

You are part of a unique industry, 
an industry which in 30 years’ time 
has shown remarkable progress and 
development and one which still has 
a vast marketing potential. 

Starting from scratch in the late 
1920’s, you turned what might have 
been a waste product of the petro- 
leum industry into a clean and effi- 
cient fuel used extensively in indus- 
try and in the home. You marketed 
4,100,000,000 gals. of L. P. gas in 1951. 
It is certain that you have not yet 
begun to realize on the potential mar- 
ket for your product, a market that 
is there for you to tap no matter what 
the business climate in which you 
will be operating for the remainder 
of this year or for next year. 

Population is increasing. We are 
a country of 156 million people. Fai- 
ily formations are increasing even 
though the rate is decreasing. Thee 
are now over 40 million U. S. fam- 
ilies. There are 45 million house 
holds. Suburban and rural areas are 
expanding, opening up new markets 
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for you. Income is increasing and the 


tricity for cooking. At this point you 


8.9%. As I see it, L. P. gas has a 




















he distribution of income is broadening; are about a neck ahead of your chief great market opportunity among 
a education is more accessible to the competition, but that competition is some 3,000,000 U. S. farm homes now 
to many. Savings are increasing, the strong and active. The latest avail- using wood or coal as cooking fuel. 
” already high American standard of able figures show, for instance, that What share of that market you will 
ol living is mounting continually higher. 84% of all farms have electrical capture depends on the sales and ad- 
a A}! this means that there will be an _— power lines within reach. vertising effort the L. P. gas industry 
Be opportunity to sell more goods in the What of the rest of the rural mar- puts into obtaining it. You are go- 
id fu'ure, whatever the temporary hin- ket for cooking fuel? Wood as the ing to have to manufacture custom- 
am drances, whatever the economic clim- cooking fuel is used in 38.7% of that ers for your product; to convince the 
” ate directly ahead of us is to be. market; utility gas in 4.5%; coal in rural and suburban people, whose 
pa ‘The great challenge of the future 12.3%; liquid and other fuel in about incomes and standard of living have 
ity to America and to the L. P. gas in- 
r dustry lies in our treatment of the’ 
ity economic climate which we meet in | 
@ the future. We can adopt the dy- 
ket namic approach to that climate, an * 
ity approach which leads to success, or is 
ve we can follow the static way to fail- u i U m mm i r 
ed ure. 
* There has been a sharp reversal 7 F 
> of economic thinking in many quar- with this W IGH PRODUCTION 
ters. Consumers have been discov- 
ered as the “most uncertain” factors Loa F ARM CROP DRI ER 
in the economic picture. They change 
their rates of spending and of saving 
is without any notice. So today the B to 25 al 
en economist is moving closer to the a bs rs 3. Bohlen 
53 marketing man. To understand the of Propane an hour Tic cavinns 
co future and to meet the economic DRYING TOWER 
climate we must have a more thor- sl 
m ough understanding of the consumer HEAT BLOWER 
ily and how to use the dynamic forces 
tic of marketing, selling and advertising 
* to 4 manufacture customers” in quan- coiiinees cote 
7 tities sufficient to absorb our produc- | with all avail- 
tion. able accessor- 
ou ies. Every Farmer 
mt 
ry, Consumer Poses Challenge asians 
- May I point out to you.that the » Preepeest 
nd challenge posed by the consumer can 
oe entail the main difference between 
success or failure for you and for 
ate your industry. To demonstrate more : 
ive specifically what is needed and to let Drying 358 bu. Batch : 
to- you determine how well you are pre- Sell Behlen Driers Yourself, or Suggest 
ffi- pared to meet the challenge, may I BURNS | Dealer Fri d 
us Ul ask wield gon dake Se, Soins to Your Implement Dealer Friends 
ted facture customers,” to develop and 15-40 gals. There’s double profit for you in selling the 
dL, expand your markets. Behlen Combination Magers Ny: - Heat 
vst _ {spoke of farm income as a part || PROPANE Risahsnee os ast ya ae Cee 
of the prevailing economic climate. summer user of propane. Figure it yourself—it 
hat Idid so for this reason: In 1951 there —depending on moisture takes 1,170 BTU’s to evaporate a Lange of — 
ba were about eight million domestic L. = : ee — gall Seer enced "Suna liquid 
poe P. gas installations. The domestic eT propane without all the additional equipment 
jer market for your product is mostly needed for vaporizing. 
suburban and rural. About 30% of IT’S A FACT Priced low enough for the average farm, yet 
are the L. P. gas installations for home In removing 15% of moisture dries fast enough for elevator use. Dries shelled 
cooking are urban; 70% are rural. | fy remave Seo gat, £13069 © foreyeemliminatcs all grain shoveling) end 
ee What is the situation in that rural BTUs, Wr oop. "Sy capone. wheels for towing are optional. 
ere mar! ? 
re | grist Wot some 1 ot ae A ear pene en 
ise- cooking fuel. Just a trifle smaller 
ve oof that market, 16% aces eee- | BEHLEN MANUFACTURING CO. DEPT. BP COLUMBUS, NEBR. 
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risen so greatly in recent years, that 
yours is the product and service they 
will find most economical, conveni- 
ent, and satisfactory in their homes. 

You have an additional rural mar- 
ket, too, again in competition with 
other fuels, in the farm tractor. More 
than 135,000 farm tractors are now 
operating on L. P. gas, but there are 
over 3,500,000 tractors in the United 
States. You have a market to expand 
in farm operation as well as in the 
farm home. 

You have a continually developing 


and expanding industrial market for 
L. P. gas. American industry never 
stands still. As new products are 
made and as old ones are made by 
improved methods, your industrial 
market grows. The uses of your prod- 
uct in industry are legion, and each 
year opens new applications and new 
possibilities. 

Some 4 billion gals. yearly of L. 
P. gas are now being shipped from 
refinery sources to bottling or bulk 
storage plants, then to industrial con- 
sumers or through dealers to commer- 





Corken Compressors 
Pump Your Dollars Back 


LOWEST INITIAL COST 


Investment per cubic foot dis- 
placement is lowest on the 
market. 


NO POLLUTION OF 
PRODUCT BY OIL 


ont compressor made that 
CAN’T pump crankcase oil. 


PROPORTIONED OILING 
4 drops per minute of operation. 


- 


GETS ALL THE VAPOR 
AVAILABLE 





Free From 

Most Common 

Cause of Compressor 
Repair Bills! 


Liquid Can’t Get into Cylinders) 


























CORKEN’S... 


206 E. Grand 


Oklahoma City 


RE 6-6518 


EASTERN OFFICE: 916 PUTNAM AVE., PLAINFIELD, N. J. PHONE PL 7-1305 





cial and home users. It takes many 
tanks and a lot of other equipment 
to do the job now. It will take many 
more tanks and much more related 
equipment if the potential suburban 
and rural markets for L. P. gas are 
turned into actual and active mar- 
kets. 

I have indicated in broad terms 
where some of your primary mar- 
kets lie. What are your plans for 
studying these markets? Do you 
know where your best markets are 
and in what quantities they can be 
sold? Do you know your needs in 
the way of salesmen, dealers, and dis- 
tributors to sell increased volumes of 
your products to these markets? 
Have you an adequate marketing re- 
search group in your company so 
that your management can deter- 
mine where your markets are, how 
much they can consume, and what 
sales aims are possible of accomplish- 
ment? 


U. S. Largest Market 


The United States market is the 
largest market for merchandise that 
exists anywhere in the world. Your 
prospects are scattered in all parts of 
this huge market. Some families buy 
much; some buy little or nothing. 
You must find out where your sales 
prospects live, in what quantities 
they can be sold. You must set defi- 
nite sales objectives for each part of 
this national market. Only in that 
way can you expand. You must put 
your sales and advertising effort 
against each part of the market in 
direct relation to that part’s ability 
to purchase your product—to pro- 
duce sales at a profit. 

Many a company has never pro- 
gressed because it left good markets 
inadequately covered and never set 
sales requirements worthy of its best 
marketing efforts. Once you have 
located your specific opportunities 
within the broad general market for 
L. P. gas, your combined industrial 
and domestic market—and that mar- 
ket includes householders living be- 
yond gas main service—you must de- 
velop a strong sales plan and back 
it with real sales drive. 

Unless you are taking full advan- 
tage of the possibilities of adve:tis- 
ing and promotion, you are not exert: 
ing your full sales strength. It does 
not matter what the economic c/im- 
ate is, advertising and promotion are 
essential in them all. They are basic 
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in the American economy; basic in 
the successful and profitable opera- 
tion of your company. They are as 
necessary in a sellers’ market as in 
a buyers’ market. From what indi- 
cations we have, advertising, selling, 
and promotion are going to be more 
than ever necessary this year, and in 
the immediate future. They bring the 
public news of manufactured prod- 
ucts like yours. They spread infor- 
mation about your products. 

Advertising, continued and fre- 
quent advertising, has two main ob- 
jectives. The first is the immediate 
sale. The object of advertising is al- 
ways to sell goods, products and serv- 
ices. The second objective of sus- 
tained national advertising, and it is 
of at least equal importance, is to 
establish a brand name, to manufac- 
ture customers, to obtain and hold a 
franchise in the consumer’s mind. By 
whatever name or phrase a product 
is called, it means that advertising 
places the name and product favor- 
ably before the consumer, keeps it 
there, and pushes it to the forefront 
of his or her mind when the purchase 
is decided upon—and advertising 
helps force that decision. 

Is the advertising of the L. P. gas 
industry geared to the sales accom- 
plishment you wish to achieve in 
1953 and 1954? Will it do the long- 
range job later whatever the eco- 
nomic climate? Has it the continu- 
ity and frequency which will build 
preference for your products in con- 
sumers’ minds and result not only in 
immediate sales but in so-establish- 
ing your L. P. gas that those sales 
will continue at high levels? 

Nothing we can foresee for 1953 or 
the subsequent years would indicate 
that any relaxation of sales and ad- 
vertising effort is a good idea. It is 
never a good idea. The static way 
of waiting for customers to come and 
buy a product on which they have 
not been presold has never brought 
success to any company. The dy- 
namic method of bringing consumers 
and products together through strong 
and consistent selling and advertis- 
ing effort is what achieves results. 

We can put the machinery at our 
command into full production for 
the manufacture of new customers 
through more frequent and more effi- 
cient advertising and promotion. Do 
this intelligently, aggressively, and 
consistently, and the forecast for the 
future will be for fair, sunny, and 
profitable days ahead. 
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Brunner To Construct 
New Southern Plant 


A contract has been signed by the 
Brunner Manufacturing Co. for the 
construction of a new modern factory 
at Gainesville, Ga. 

Ground for this new plant was 
broken recently by A. G. Zumbrun, 
Brunner president, and construction 
is well under way, with plans for the 
plant’s completion and operation ex- 
pected in the early fall. 

Selection of the Gainesville site 
was made after the Brunner board 


of directors voted to establish a plant 
in a Southern location near the great- 
est potential market for refrigeration 
and air conditioning equipment. Ac- 
cording to Mr. Zumbrun, Gainesville 
offers excellent truck and railroad 
transportation to the entire United 
States and export shipping points 
are readily accessible. 3 
The new plant, which will be de- 
voted exclusively to the production 
of the Brunner-Metic refrigerator 
compressor, will be known and op- 
erated as the Brunner Co. and will 
be operated entirely separately from 
the Brunner plant at Utica, N. Y. 














LPG DEALERS! 


Supply your customers with DIXIE LPG TANKS and watch 
sales increase! DIXIE TANKS offer many outstanding features 
that make them safer; easier to handle; easier to install. 
DIXIE TANKS are built in strict accordance with ASME 
code for 200/250 psi working pressure and meet all state 
requirements. Seven sizes from 120 to 1000 gallons. Also: 
6000, 18,000 and 30,000 gallons. 





FLINT STEEL CORPORATION 


MEMPHIS, TENNESSEE 


P. O. Box 3155 


Phone 9-3558 











Expanded Facilities For 
Master Tank & Welding 


Master Tank & Welding Co., 
Dallas, Texas, fabricators of L. P. gas 
storage tanks, truck tanks and 
domestic systems, has completed a 
new wing on the east side of its plant 
that adds 1250 sq. ft. of space to its 
manufacturing facilities. With this 
addition, the plant now extends 
across the 36 acre plant site of the 
company. 

The new structure will provide ade- 
quate capacity for the manufacture of 


large storage tanks and pressure ves- 
sels for the L. P. gas and refining in- 
dustries. The new building, 125 ft. 
x 90 ft. is fire proof, constructed of 
steel, with concrete floor . It is 
equipped with two large 50-ft. span 
bridge cranes, augmented with two 
4-ton size Monorail cranes. 

Sam Weempe, partner in the com- 
pany, points out that maximun light- 
ing for the interior of the building 
is provided by the use of Corulux, 
plastic type material, in the upper 
portions of the building. The new 
unit has 22 ft. of head room and is 
served by two railway spur tracks. 








don’t overlook 


weed burning 


for LP-Gas summer sales 


Industrial 
LP-Gas 
Can 
Balance 
Your Fuel 
Load 


Weed burning is but one of the many 
industrial uses for LP-Gas. Coming 
at a season when your domestic sales 
are low, weed burning operations 
offer an-excellent opportunity to sell 
your local utilities, municipalities, 
national parks, forest service, etc., 
AND to establish your name in these 
offices as the source for LP-Gas 
torches, furnaces and fuel. Once you 
open such accounts, they generally 
last for years. Remember, one aver- 
age industrial account is worth six 


domestic. 


singly...or in groups 


Burner head may be used singly for 
heavy pre-heating, paint burning, 
scraping, etc., or may be manifolded 
in groups for flame cultivation. 


TRRAAEAE 





MUTUAL NO. 2 HAND WEED BURNER 


The Mutual Weed Burner is a natural 
summer load builder. Can be used any- 
where LP-Gas is available. One town that 
has made weed burners standard equip- 
ment uses from 10 to 15 100-lb. cylinders 
each week in summer months. 

Light and easy to operate, burner rests 
on sliding skid to permit flexible opera- 
tion. Burns weeds at their base. The flame 
is controlled by a valve at end of tube, 
and can be varied from 6 to 16 in. Burner 
will not blow out. Overall length is 72 in. 
Hoses available with No. 58 (5”) Nut at 
both ends or with P.O.L. and No. 58 Nut. 
Send for Mutual catalog. 


WEST IMPERIAL HIGHWAY 


INGLEWOOD, CALIFORNIA 








Mutual Liquid Gas 
Enters Twentieth Year 


Who says 
dreams don't 
come true? 


Almost twenty 
years ago Joe 
Fagan, after di- 
recting engineer- 
ing and construc- 
tion activities in 
many parts of the 
country, predict- 
ed the great fu- 

Joseph 5. Fegen ture of L. P. gas 
both for domestic and industrial uses. 
Joe visualized the part he would take 
in this fast-moving industry. His 
dream began to materialize in 1933 
when, with his wife, Esther, he 
opened a small fuel distributing plant 
in Southern California. After the 
first year his business, Mutual Liquid 
Gas & Equipment Co., grew rapidly, 
and at the present time Mutual 
serves some 1500 domestic and indus- 
trial accounts along with complete 
manufacturing facilities for produc- 
ing a full line of LPG furnaces and 
torches. 


Mr. Fagan states that the future for 
L. P. gas dealers who will apply 
sound business principles to their 
operations and who make every ef: 
fort to balance winter-summer fuel 
loads is indeed a rosy one. Industrial 
uses of LPG help in creating year- 
round loads. The L. P. gas dealer can 
strengthen his business by selling 
fuel, torches and furnaces for melting 
and heating. In so doing he not only 
builds additional industrial loads but 
he further promotes the name of his 
good dealership, which is reflected by 
further business in the domestic end 
as well. Ideal uses for LPG in indus- 
try will be found among plumbers, 
sheet metal men, telephone workers, 
painters and repairmen of all kinds. 

The success of Mutual Liquid Gas 
& Equipment Co. under the direction 
of Joe Fagan, its founder and presi- 
dent, is indeed a story of a “dream 
come true”—a faith in the L. P. gas 
industry backed up by untiring effort. 


Whirlpool Steps Up 
Consumer Promotion 


A compact four-color sales maniial 
presenting a series of logical sales 
arguments and advantages for he 
use of Whirlpool automatic gas «nd 
electric clothes dryers is being ‘ is- 
tributed to dealer salesmen by Wh: 11- 
pool Corp., according to an annour <e 
ment by John Crouse, sales mana¢er. 

For use in customer sales demon- 
strations, nearly every one of the 27 
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pages reveals something new about 
‘ers. Information on what clothes 
a be dryer dried, how an automatic 
‘er protects health, what dial set- 
irg to use for different fabrics and 

.y a clothes dryer can save house- 

ives up to 297 hours of work every 

ear, are included in the booklet. 

ach feature of the dryer and what 
it means to the individual housewife 
is discussed, and safety features, 
veiting, circulation, construction and 
dial control operation, are all given 
special emphasis. 

Unique in design and style, the 54% 
by 9-in. flip-over booklet has also 
been distributed to each woman 
member of the American Gas Asso- 
ciation Round Table and every Whirl- 
pool field man. Pages and covers of 
the booklet are plasticized. One year 
in the planning stage, it marks an- 
other step in Whirlpool’s drive to 
educate consumers on the advantages 
of using automatic clothes dryers. 

Believed to be the first complete 
guide to the laundering of both syn- 
thetic and natural fabrics, “Modern 
Fabrics and How to Launder Them,” 
is another booklet completed and be- 
ing distributed. 

The result of nearly a year of study 
and testing by the Whirlpool research 
laboratories in conjunction with 
home economist Leone Rutledge Car- 
roll and several other nationally 
known home specialists, the two- 
color booklet with full-color cover 
describes in chart form how to laun- 
der the latest synthetic fabrics as well 
as such familiar natural fibers as cot- 
ton, silk and wool. 

Present plans are to offer the book- 
let free to consumers through maga- 
zine and newspaper advertising and 
direct dealer store pick-up. A special 
distribution effort will also be made 
to reach all home economists through 
trade magazine advertising. 


Butane Corp. Opens 
New Plant In Arizona 
Formal opening of the new plant 


of the Butane Corp. was held recent- 
ly at its location north of Chandler, 


Aviz., with opening day celebration’ 


in-‘uding retreshments, gifts and 
prizes, 

‘-he modern new plant, situated on 
th: Chandler-Mesa Highway, will 
house the showroom of gas appli- 
ances which the firm distributes in 
acc ition to its LPG sales and service. 

‘ormed in 1936 to serve the people 
of \rizona beyond the gas mains, the 
Buiane Corp.’s move is due to the 
inc’ease in population and volume 
of business in the area, according to 
Virgil Watkins, manager. 
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in four spheres having a capacity of 
900,000 gals. 

Storage for propane will be pro- 
vided in an underground cavern 
which will hold 6,000,000 gals. 

All of the production has been con- 
tracted for by the “Philgas” Division 
of Phillips Petroleum Co. ; 


New Illinois Plant 
Will Increase LPG Supply 


A new supply of liquefied petro- 
leum gas is announced by the Na- 
tional Petro-Chemicals Corp. from 
the recent opening of its huge nat- 
ural gas stripping plant at Tuscola, 
Til. 

The company will process 400,000,- 
000 cu. ft. per day of natural gas, 
from which will be extracted 450,000 
gals. of butane, isobutane and na- 
tural gasoline, temporary storage for 
which will be provided aboveground 


Delta Tank To 
Build New Plant 


Plans for a new 24,000 sq. ft. plant 
at Beardstown, Ill., are now under 
way by Delta Tank Manufacturing 





SMITH 


PRECISION PRODUCTS 
1135 MISSION STREET © SOUTH PASADENA, 





The actual cost of a pump, regardless of the price tag, is 
the average cost per gallon of liquid transferred. 
Check your own records. You will find, as others have, that labor represents nine-tenths of 
your total pumping cost. Even a modest saving on this single item pays for a Smith pump in 
no time. 
Labor savings are a carefully planned part of Smith Pumps. The self-adjusting packing design 
of the later Smith models eliminates costly lubricating, tightening of packing glands or continual 
servicing of any kind. 
Smith Pumps don't leak; not to mention the fire hazard, the product lost through leaky packing 
alone may be worth the price of the pump. 
The Smith balanced pumping principle provides automatic adjustment to wear and maintains high 
pump efficiency during a long service life. This means savings in demurrage and stand-by man- 
hour charges often caused by slow-downs due to loss of pump efficiency. 
Smith Pumps are precision built of the finest materials and if properly installed, give dependable 
service. Breakdowns are expensive (1) in actual money, (2) in time lost and (3) in business lost 
through customers’ dissatisfaction caused by delays. 


If you consider all the factors of pump cost, you'll buy the best. 


COMPANY 
CALIFORNIA 











Co., Inc. A standardized steel frame 
structure fabricated by the Luria En- 
gineering Co. of Bethlehem, Pa., the 
plant is scheduled for completion by 
September. 

This will be the third manufactur- 
ing plant for Delta Tank, who also 
maintains factories at Baton Rouge, 
La., and Macon, Ga., and will enable 
the firm to step up its output of pres- 
sure vessels, tanks and cylinders for 
LPG. 

Contract for a masonry: air condi- 
tioned office building adjacent to the 
new Beardstown plant has been 





Features that | 
make the 
Enterprise 


your BEST- 
SELLING 
GAS RANGE! 





DIVIDED 
TOP ASSEMBLY 


SHOW any woman the work space 

on this rigid, divided, one-piece top 

assembly . the durable Titanium 

acid-resistant porcelain finish... .the — 
of burners to 

allow use of four iene vessels 

without crowding . 

SHOW her how the dah top insets 

catch normal spill-overs ... clean 

easily with damp rag or in her sink... 

SHOW her the back guard that 

protects her kitchen walls . . . with 

gig lamp to light cooking ‘surface 

. the accurate timer . 





drawn, and future expansion plans 
provide for additional buildings in 
both Beardstown and Macon. 


New LPG System Wins 
Underwriters Approval 


A new refined, above-ground, L. P. 
gas system, manufactured by Master 
Tank & Welding Co. of Dallas, has 
been listed by Underwriters Labora- 
tories, Inc. according to Sam 
Weempe, partner of the company. 
The refined model tank is produced 





TO SHOW these honest-to-goodness 
features is to sell an Enterprise. And tow broiler 
Enterprise makes a model for every 

need —16 electric, 33 gas models. 

For all the facts on these profit- 
producing ranges, see your distributor 

or write for free catalogue. 

















Model 362385 CP-Clock 
Controlled. apie broiler 
—* oven. . . additional 


‘ WRITE TODAY for free catalogue 





Serving a value 


i America for nearly 100 Years. 


PHILLIPS & BUTTORFF MANUFACTURING COMPANY 
NASHVILLE, TENNESSEE 





in 150, 250, 350, 500 and 1000 gallon 
capacities above-ground domestic 
systems. The listing covers both bu. 
tane and propane tanks with work. 
ing pressures of 125 and 250 pounds, 


Geo. D. Roper Corp. 
Observes 65th Anniversary 


Sixty-five years 
of development 
was observed tre. 
cently by the 
Geo. D. Roper 
Corp. with an 
open house at 
the Roper plant 
which was at- 
tended by more 
than 12,000 peo. 
ple. 

Born in 1888 
when the founder, George Denny 
Roper, became interested in gas as a 
cooking fuel, the company today oc- 
cupies a half-million square feet of 
floor space in its plant at Rockford, 
Ill., which is devoted to the manufac- 
ture of gas ranges, rotary pumps and 
ammunition for U. S. defense. Within 
the past few months the company has 
introduced a gas dryer to its line. 

A major attraction of the open 
house commemorating the com- 
pany’s anniversary was a display of 
Roper ranges, at which cookies were 
baked and served to visitors. 

Following the activities at the plant 
Stanley H. Hobson, Roper president, 
entertained the press with a party at 
his home. 


Stanley H. Hobson 


LaFortune Selected 
For Government Post 


J. A. LaFortune, .59, Tulsa, ex- 
ecutive vice president of the Warren 
Petroleum Corp., was sworn in June 
23 as the third head of the Petroleum 
Administration of Defense. 

Mr. LaFortune was appointed by 
Interior Secretary Douglas McKay 
on the endorsement of the National 
Petroleum Council’s committee on 


‘PAD personnel and a broad and rep 


resentative group of industry leaders. 

A native of South Bend, Ind., and 
an alumnus of Notre Dame, Mr. La- 
Fortune has been vice chairman of 
Warren Petroleum since 1952. He 
joined the company in 1924 after ex- 
perience in the accounting depart 
ment of Standard Oil Co. (Ind.) at 
South Bend, in newspaper and peri- 
odical advertising, and as assisiant 
secretary of the Mid-Continent Oil 
and Gas Association. He has made 
his home in Tulsa since 1919. 
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Selection of two principal re- 
gional managers within the Lique- 
fied Gas Products Division of A. O. 
Smith Corp. is announced by di- 
vision manager George E. Kem- 
per, whose headquarters are in 
Houston. 

FrankxRow, former LPG sales 
coordinator for the company oper- 
ating at Houston Works, has been 
named southern regional manager 
with headquarters at Houston. 
J. P. Parker, formerly manager of 
the rural sales division, will man- 
age the northern region from Chi- 
cago. 

gi 

Reassignment and promotion of 
three plant managers was an- 
nounced recently by Rockwell 
Manufacturing Co. in preparation 
for the planned opening of the 
firm’s Sulphur Springs, Texas, 
plant late this year. 

Floyd V. Snodgrass, former 
general manager of the Nordstrom 
Valve Division plant at Oakland, 
Calif. has been appointed to a spe- 
cial administrative post involving 
supervision of production and op- 
erations at Oakland and Sulphur 
Springs. 

Replacing him as general mana- 
ger at Oakland is W. D. Willes, 
who has been general manager of 
the company’s Barberton, Ohio, 
plant since September, 1952. W. T. 
Gettig, former works manager of 
Edward Valves, Inc.—a Rockwell 
subsidiary—has been named gen- 
eral manager at Barberton. 


Allen C. Shippee has been ap- 
pointed works manager at the 
Gardner plant of Florence Stove 
Co., according to an announce- 
ment by Robert H. Taylor, presi- 
dent of the firm. 

{n his new position Mr. Shippee 
will be in charge of all manufac- 
turing operation at the local plant. 
He will be responsible to G. B. 
Colburn, vice president and gener- 
al manager of the Florence fac- 


tories in Gardner and Lewisburg, 
enn, 
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“Little Elpee,” a familiar figure 
in the LPG industry where she 
stars in The Bastian-Blessing 
Co.’s cartoon strips, is off on a new 


series of selling ventures, promot- 
ing a number of uses for L. P. gas. 

Her adventures are chronicled 
in 32 new cartoons now available 
in newspaper mat form. Over a 
period of several years, her ap- 
pearance in previous cartoons in 
newspapers, magazines and other 
advertising media throughout this 
country and Canada has boosted 
the sale of ranges, heaters, refrig- 
erators and other LPG appliances. 

A catalog of all available mats 
has been prepared and may be ob- 
tained by writing Bastian-Bless- 
ing at 4201 W. Peterson Ave., 
Chicago 30. 





| 





General Office 
5th & BOSTON 





DEPEND ON 
SUNRAY LP GASES 
When Your Needs are 


GREATEST... 


When the bottom drops out 
of the thermometer and your 
customers are crying for more 
LP Gas, your worries are few 
if you are a customer of SUN- 
RAY. SUNRAY customers 
know they can get the LP Gas 
they need from their usual de- 
pendable source. SUNRAY’S 
plant locations assure you of 
fast service no matter where 
you are. 


WRITE, PHONE or WIRE... 
Sales Department 


SUNRAY OIL CORPORATION 


@ First National Bldg 


TULSA 3, OKLAHOMA 











The appointment of C. L. Cole- 
man and George H. R. O’Donnell, 
Jr. as sales representatives for The 
Sprague Meter Co. was recently 
announced by F. L. Fairchild, 
president. 


Born in Los Angeles, Mr. Cole- 
man is a mechanical engineer and 
was formerly with the Casey Bear- 
ing Co., the Union Oil Co., and 
more recently, western representa- 
tive for the Vulcan Proofing Co. 
He will cover California, Arizona, 
Colorado, New Mexico and the 
Northwest. 


Mr. O’Donnell was born in Eu- 
gene, Ore., and since the war has 
been associated with the Ameri- 
can-Hawaiian Steamship Co. He 
will represent The Sprague Meter 
Co. on the east coast in Virginia, 
Pennsylvania and New York state. 


G. Douglas Davis, Glenview, 
Ill., has been appointed an assis- 
tant sales manager in the “Rego” 
division of The Bastian-Blessing 
Co. He succeeds Don Sanders, re- 
tired. 








INCREASE YOUR PROFITS WITH THE PHILGAS” 


= WAY PROFIT 














1. High Quality Product 
2. Dependable Supply 


3. Experienced Engineering 
4, Effective Marketing Help 


5, Operational Assistance 


*Philgas is the Phillips Petroleum Company trademark for 
its high quality propane-butane LP-Gas or bottled gas. 


PHILLIPS PETROLEUM COMPANY 


Sales Department ° 


Bartlesville, Oklahoma 


Giese tnatted te Aaneeiite, Tos. Aiiaten, Oo, Ciesany SE, Racer Ste Des Moines, Ic., 
Mich., Ind., Kansas , Mo., Wis., Minneapolis, 
Tee Ne ee ee teelakt NG. at Lovin: thas Teien, Obie, Wichie, Ken 


Pontiac, 
Minn., New York, N. Y., 





Mr. Davis is taking over cor. 
respondence and customer reli- 
tions with “Rego” customers n 
the New England states, in Vi-- 
ginia and eastern Pennsylvania, 
He will work in the Chicago cf- 
fice. A graduate of the Universi: y 
of Michigan, he was formerly with 
the commercial equipment engi- 
neering department of the Hct- 
point Co. 

Another new Bastian-Blessi:¢ 
“Rego” employe is George Wor<- 
man, who begins work this month 
as sales engineer of the Midwest- 
ern states. He was formerly repre- 
sentative with A. O. Smith Corp., 
Chicago. 


W. S. Rheem, Il E. C. Bergen 


Rheem Manufacturing Co., fol- 
lowing the recent acquisition of a 
new plant in Seattle and two fiber 
drum firms in California, has pro- 
moted W. S. Rheem II from west- 
ern division manager to assistant 
general manager for the entire 
company. 

Although his headquarters will 
remain at the South Gate plant of 
the company, Mr. Rheem’s ex- 
panded responsibilities will in- 
clude supervision of all manufac- 
turing and marketing activities in 
the Southern Division as well as 
on the West Coast. He will also 
assist C. V. Coons, vice president 
and general manager, in adminis- 
tration of all of the company’s |2 
plants throughout the U. S. 

To succeed him as western div i- 
sion manager, the company his 
appointed E. C. Bergen, who his 
been regional manager of tie 
Rheem plants in Richmond, Cal /., 
area. Mr. Bergen will continue | 
make his headquarters in Ric’ 
mond, but is assuming added :¢ 
sponsibilities over all the co- 
pany’s West Coast production a: 
sales activities. 

E. C. Bergen, a California nati ’e 
and mechanical engineering gré(- 
uate of the University of Calif«r- 
nia, joined Rheem Manufacturig 
Co. in 1937 in engineering ad 
maintenance. After wartime sei v- 
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icc in the South Pacific, he re- 
joined Rheem in 1946 and was pro- 
m ted successively to plant engi- 
neer, production manager, and 
pint manager at Richmond. He 
wis made regional manager in 


August of 1952. 


[he board of directors of the 
Southern Heater Co., Inc., elected 
HN. Stall vice president in charge 
of engineering, and A. J. Saucier, 
Jr., vice president in charge of 
Memphis branch operations, at a 
recent meeting, it was reported by 
Emmett A. Smith, president. The 
Southern Heater Co., Inc., eper- 
ates as manufacturers’ agent and 
wholesale distributor over six 
states in the south central area, for 
heating, water heating, and air 
conditioning equipment. 


William W. Pace has been ap- 
pointed advertising manager of 
the South Wind division of Stew- 
art-Warner Corp., William V. 
Ryan, general sales manager of 
the division, has announced. 

A graduate of Butler Univer- 
sity, Pace had been editor and 
business manager of the “North 
Side Topics,” a north Indianapolis 
community newspaper, before 
joining Stewart-Warner. He will 
handle all media advertising in 
connection with the merchandis- 
ing activities of the South Wind 
division throughout the country, 
Ryan said. 


Roy H. Gaf- 
ford, manager 
Bagwell-Gen- 
eral Steel Co., 
Sapulpa, Okla., 
has announced 
the appoint- 
ment of Ray E. 
Fry as sales 
representative 
of the company 

Ray E. Fry for northern 

Kansas, north- 
ti Missouri, Iowa and Nebraska. 
‘or the past two years Mr. Fry 

been an officer in the air force. 
‘rom 1946 to 1951 he was con- 
ected with Black, Sivalls & Bry- 
| in a sales capacity. He will 
nike his headquarters in Kansas 





: 0.V. Brooks is sales representa- 
: of Bagwell-General Steel in 


klahoma, south Missouri, west- 
»n Arkansas and southern Kan- 


AUGUST, 1953 








CORRECTION 


Due to an error, the address 
for the Duo-Therm Division, 
Motor Wheel Corp., was incor- 
rectly listed in the index of the 
1953 BPN Catalog published by 
BUTANE-PROPANE News. 

The correct address for this 
company is: 

Duo-Therm Division 
Motor Wheel Corp. 
East Saginaw St. 
Lansing 3, Mieh. 








The Tappan Stove Co. has made 
two changes in its sales organiza- 
tion, A. B. Ritzenthaler, vice presi- 
dent in charge of sales, announced 
recently. 

D. H. Prion has been named to 
represent Tappan in the Nebraska 
sales territory formerly covered 
by R. O. Glasener. Mr. Glasener 
has been transferred to the lowa 
territory. 

Mr. Prion came to Tappan in 
1940 as an inspector in the range 
assembly department. In 1952 he 
entered the sales organization as 




















This, brand-new RANSOME 81 torch 
is packed with sales features. Weighs 
only 11/, lbs., has well-balanced work- 
man-like ‘“‘feel’’ that reduces arm weari- 
ness. Flame stays at heat set by opera- 
tor—high winds won't blow it out. Can 
be used in any position without danger 


_ of fuel spilling. Ideal for tight, awk- 


ward spots. Lights instantly without 
pumping, priming or pouring fuel. 
Priced 15 to 331/,% below comparable, 
competitive torches, 


Real Business Builder because RAN- 
SOME torch users buy LP-Gas year- 
round, usually in small, premium priced 
containers ...soon become prospects for 
other industrial and home appliances. 


1%" dia., 45° angle, 1% Ibs. 
Burns 6 hours on gallon LP-Gas 


14%” long, tubular steel head ) 
at 10 Ibs. 


See for yourself... 
stock the NEW RANSOME 
81 TORCH NOW! 


NEW! 


ACCOUNT-BUILDING 
MEDIUM-DUTY 


TORCH 


SELLS TO 
Plumbers 

Pipe fitters 

Sheet metal workers 
Ranchers 

Asphalt tilers 
Garages 

Foundries 


FOR 

Melting lead joints 

Sweating large 
streamline fittings 

Lead wiping 

Melting babbitt 

Light preheating 

Core drying 

Laying and shaping 
asphalt tile 


TRADE PRICE 


$9.80 


F.O.B. FACTORY 





RANSOME COMPANY 


Liquified Petroleum Gas Division 
ROOM A7 * 4030 HOLLIS STREET * EMERYVILLE, CALIF, 








a correspondent. Mr. Glasener 
joined the company in 1948 and 
became Nebraska representative 
in March, 1949, 


W. B. Evans, president of Tem- 
co, Inc., Nashville, Tenn., has an- 
nounced the appointment of Wil- 
liam H. Ferriss as advertising 
manager. 


He assumed his duties at Temco 
on July 15. As advertising mana- 
ger he replaces Marvin Smith who 
has resigned because of ill health. 


The Trane Co., manufacturers 
of air conditioning, heating and 
ventilating equipment, has an- 
nounced that the Chattanooga, 
Tenn. sales office has been moved 
to 308 South Kelley St. 


Jack F. Spears is the sales engi- 
neer in charge of the office. 


Mark Anton, president of Su- 
burban Propane Gas Corp., of 
Whippany, N. J., has announced 
the promotion of J. Fred Walters 
from assistant division manager to 





Mr. Dealer. 
Will You 
Look Like 
This 
Next Winter? 


DON'T GET 
CAUGHT— 
OUTA GAS 
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UNDERGROUND STORAGE 
IS THE ANSWER! 


Underground Storage is 


the only proven system of 
low enough investment to 
permit storing L.P.G. 
during off-market seasons 
to sell during peak de- 
mand and price season. 


SAFE...from fire hazard 


-- SAFE...from explosions 


G. H. “Smoky” Billue 


-- SAFE...from sabotage. 


Write for list of 


successful installations 


SECURITY UNDERGROUND 
STORAGE COMPANY 


Phone 2-4067 


615 SUNSET DRIVE 


WICHITA FALLS, TEXAS 





manager of Suburban-Rulane Di- 
vision, Charlotte, N. C. F. M. Me. 
couch, director of operations, was 
promoted to assistant division 
manager in charge of operations, 

Walters joined Suburban as as- 
sistant division manager when this 
company purchased the ong 
Gas Co. of Charlotte, N. C., 
December, 1951. Having site d 
as office manager for the predeces- 
sor company in 1938, Walters was 
an officer and director at the time 
of the purchase. 


J. E. Ketner, 
sales manager 
for the Delta 
Tank Manufac- 
turing Co., Inc., 
has been ap- 
pointed vice 
president in 
charge of sales 
for the com. 
pany’s plants in 
Baton Rouge, 
La.; Macon, 
Ga., and Beardstown, IIl., accord- 
ing to an announcement by Hal 
S. Phillips, president of Delta. 

Mr. Ketner joined Delta in 1946 
as sales representative, moving to 
the home office as sales manager 
in 1948. Prior to his army service 
in World War II, he was with the 
Dallas Gas Co. and the Arkansas- 
Louisiana Power Co. Mr. Ketner 
is well known throughout the nat- 
ural and L. P. gas fields, having 
served on committees and boards 
of the respective associations. 

The announcement of his ap- 
pointment as vice president fol- 
lowed closely his election to the 
board of directors of the General 
Gas Corp. of Louisiana and Mis- 
sissippi. 


J. E. Ketner 


Everett W. Johnson has been 
named eastern Iowa district sales 
manager by Century Engineering 
Corp. The appointment was an- 
nounced recently by W. S. Moel- 
lering, general sales manager. 

Mr. Johnson, former heating 
and sales engineer with Sears 
Roebuck and Co. in Cedar Rapids, 
will make his headquarters in 
Cedar Rapids. His district includes 
eastern Iowa and western Illinois. 


Consolidation of all advertising 
and sales promotion activities un- 
der the direction of Tom Gibbors, 
is announced by C. L. Burrows, 
vice president in charge of sales of 
The Coleman Co., Inc., manufac- 
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TANK DIMENSIONS 








~ 18000 GAL TANK. 


GROSS CAPACITY U. S. GALLONS 


30000 GAL. TANK 





APPROX. PROPANE CAPACITY GAL. (86% OF GROSS) | 
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PROPANE (/AWiD 
savas. 


Propane Storage Tanks at 
DOWNINGTOWN are electric 
arc welded construction; welds 
spot checked with x-ray for 
200# W.P., in accordance with 
Paragraph U-69 of A.S.M.E. 
Code for Unfired Pressure Ves- 
sels — Hydrostatic tested at 
400# W.P. or 250# W.P. ac- 
cording to Paragraph U-201 of 
A.S.M.E. Code and the A.P.1. — 
A.S.M.E. Code. Construction 
meets Codes as specified above, 
National Board of Fire Under- 
writers and other approval 
agencies’ requirements. We'll 
be glad to comply with your re- 
quest for further details. 








DIVISION OF 
- PRESSED STEEL 
TANK COMPANY 








PROPANE TRUCK TANKS 


FOR ALL DELIVERY NEEDS 


CROWLEY, 


In streamline (illustrated) and walkway _ 
types, 1,181 gal. to 1,700 gal. water capacities. Constructed 
in accordance with A.S.M.E. Code, par. U-69, 200# w.p., or 
A.S.M.E. Code, 1950 edition, 250# w.p. Mounted on your 
chassis complete with valves, fittings, pump, hoses. Unit 
ready for immediate use when picked up. Write for details. 





SALEM 5, ILLINOIS 


McNAMAR anv CROWLEY, Inc. 





AUGUST, 1953 








turer of home heating and air con- 
ditioning equipment and gasoline 
appliances. 

The appointment of Mr.’ Gib- 
bons as director of advertising and 
sales promotion is part of a major 
expansion of the company’s mar- 
keting operation, Mr. Burrows 
said. 

A. W. Boyer will continue as a 
member of the staff and will be in 
charge of advertising and sales 
promotion of the company’s Open 
Market products. 


Mr. Gibbons is widely known in 
the home appliance industry 
through his active participation in 
the Gas Appliance Manufacturers 
Association, American Gas Asso- 
ciation and the national LP-Gas 
Association. 


Perfection Stove Co., Cleveland, 
has appointed Jeffery Sprague to 
be its sales representative in Cana- 
da, coast to coast, with headquar- 
ters in Hamilton, Ont. One of his 








HANDBOOK 


BUTANE-PROPANE 


GASES 


Up-to-date technical 
LP-Gases. 

352 Pages. Illustrated 
Charts. Diagrams and 
tographs, 


facts 


with 
Pho- 


on 





Check this partial list of contents. 


INTRODUCTION 


The Progress of the Industry and the History 
of its Development. 

The ABC of LP-Gas, an Introduction to 
LP-Gas Operations. 


PHYSICAL AND CHEMICAL 
PROPERTIES 


Properties of the Hydrocarbons in LP-Gas. 
Properties of Butane-Propane Mixtures 
Volume Correction Factors 

Analytical Determination and Testing 


PRODUCTION OF LP-GAS 


Natural Gasoline Plants, Recycling Plants, 
» Oil Refineries 


TRANSPORTATION AND STORAGE 


Delivery by Truck, Rail, Water, and Pipe 
Lines 

Storage Tank & Pressure Vessel Design 

Liquid Metering and Pumping Systems 


UTILIZATION OF LP-GAS 


Comparative Performance with other Fuels 
Appli Installation and Testing 





Domestic Applications 

Commercial Applications 

Industrial Applications 

Enrichment, Peak Load and Standby Uses 
A Fuel for Internal Cumbustion Engines 


Published by 
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DISTRIBUTION OF LP-GAS 
Installing and Servicing LP-Gas Systems 
Semi-Bulk Systems 
Bottled Gas Systems 
Gas Utility Service from Central Plants 
Multiple Utility Service from a Central 
Plant 


REGULATIONS 
N.B.F.U. Pamphlet No. 58 (1947). 
Motor Carrier Regulations 
Freight Regulations 
Unloading Tank Cars 
Marine Regulations 
APPENDIX 


LP-Gas Insurance 
Handy Tables for Field Use 
The Interchangeability of Other 

Fuel Gases with Natural Gases 
Flame Weeding ’ 
Bibliography ° 
Glossary of Terms 


THIRD EDITION 
ees $730 ace: 


YOUR COPY 

TODAY 
We pay postage on orders accom- 
panied by check or money order. 
In California add 23c for sales tax. 


Orders from individuals must be 
accompanied by amount of pur- 
chase unless credit has been estab- 
lished. 


198 So. Alvarado Street 
Los Angeles 57, California 








duties will be to act as liaison ofi 
cer between the company and i's 
Canadian distributors. 

Born in Newport, England, M~. 
Sprague was also educated in thet 
city. After leaving Newport Co - 
lege, he was affiliated with an Enp- 
lish appliance manufacturing con:- 
pany for 15 years. For the past five 
years he has been a manufacturer.’ 
Canadian agent, representing a 
number of different appliance 
manufacturers. 


H. E. Kirkpatrick and Joe EF. 
Ketner have been elected to the 
Board of Directors of General Gas 
Corp., Baton Rouge, La., accord- 
ing to an announcement by R. D. 
Phillips, president. 


The new board members are 
executive vice president and vice 
president for sales, respectively, of 
Delta Tank Manufacturing Co., 
Inc., major General Gas Corp. sub- 
sidiary. 


John O. Campbell, Jr., general 
gasoline superintendent in the 
production department of The 
Carter Oil Co., has been placed in 
charge of a natural gas and gas 
production section in the crude oil 
purchasing department. This new 
section will direct sales of the 
company’s natural gas, natural 
gasoline, and liquefied petroleum 
gas. 


Dan D, Averyt, who has hand- 
led natural gasoline and LPG 
sales, will continue in charge of 
these sales under the new section. 

Dan W. Cameron is manager of 
the crude oil purchasing depart- 
ment. 


Announcement 
has been made 
by W. Ray Wal- 
lace, secretary: 
treasurer of Trin- 
ity Steel Co.,Tc., 
of Dallas, Tex:s, 
of the appoint: 
ment of Ray L. 
Reedy as gene:al 
sales manag¢r. 
Mr. Reedy is well 
known throuh- 





Ray L. Reedy 


out the LPG industry and brings to 
Trinity many years of experience in 
the fabrication field. 


The Trane Co., La Crosse, W ;., 
manufacturer of air conditioni' , 
heating and ventilating equ p- 
ment, has announced the appoi' t- 
ment of Roy L. Smith to the Ph: a- 
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delphia sales office, and the return 

of James J. Callahan to the New- 
ark, N. J., sales office after a tour 
of military duty. 

Mr. Smith has had 13 years ex- 
perience in the air conditioning 
field in the Philadelphia area. He 
of Technology with a B.S. in me- 
chanical engineering. 

Mr. Callahan returns to the 
Newark office after 24 months of 
active duty in the Navy. He was 
originally assigned to Newark 
after graduating from the Trane 
engineering ‘class of 1948. 


Gordon J. Duerr 


T. A. Byrnes 


The Imperial Brass Manufac- 
turing Co. has announced the ap- 
pointment of Thomas A. Byrnes 
to the newly created position of 
sales manager, eastern division, 
and the appointment of Gordon J. 
Duerr to the newly created posi- 
tion of sales manager, western and 
mid-western division. 


Mr. Byrnes, who has been with 
Imperial since 1922, has been rep- 
resenting the company in the New 
York-New Jersey-eastern Penn- 
sylvania area for many years. Mr. 
Duerr, with Imperial since 1936, 
has previously been western sales 
manager. 


R. T. (Dick) 
Marshall has 
been appointed 
sales manager, 
southern divi- 
sion, forthe 
Williams Divi- 
sion of Eureka 
Williams Corp., 
Bloomington, 
Ill., manufact- 
urer of “Oil-O- 
Matic”, “Gas- 
O-\latic” and “Air-O-Matic” heat- 
ing and air conditioning equip- 
ment, 

\Ir. Marshall will maintain 
headquarters in Dallas, Texas, and 
his territory will include southern 
California, New Mexico, Arizona, 
Texas, Oklahoma, Arkansas, Lou- 
isiana, Mississippi, Alabama, 





R. Ts Marshall 
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South Carolina, Georgia and Flor- 
ida, it was announced by C. S. 
Stackpole, vice president of the 
Williams Division. 





Richard D. Armsbury 


Richard Dale Armsbury, New 
Orleans, La., special products 
manager for Shell Oil Co.’s New 
Orleans marketing division, 
passed away while attending the 
Texas Butane Dealers’ convention 
in Dallas, Texas. 














Selwyn Turner 











Selwyn Turner, founder of the 
National Butane Co., Mobile, Ala., 
and a former president of the Ala- 
bama L. P. Gas Association, was 
killed in an automobile accident near 
Mobile on June 17. 

Active for many years in the na- 
tional LPGA as well as the Alabama 
association, Mr. Turner was widely 
known throughout the industry. He 
was a prominent member of civic and 
social groups. 

















1 Thirty-seven models from 
which to choose. No mat- 


your needs. ° 


ter what your problem may 
be, there is a Viking to fit 


FIG. 190 
VIKING LP-GAS PUMP 
WITH MECHANICAL 
SEAL 5 TO 55 GPM SIZES 


Safety valve on pump head 
assures extra protection, 





' AN HONORED N “4 
IN IN_ PUMPING 


Five sizes in bulk plant 
units, 5, 10, 20, 30 and 55 


.GPM. Three sizes in truck 


pumps, 20, 30 and 55 


GPM. 


All power driven Viking 
LP-gas pumps are avail- 
able with a field-proved, 
dry-liquid mechanical seal. 


A non-lubricated inner 
bearing is featured on all 
power driven models. 


relieving pump from ex- 
cessive pressures. 


Revolvable casing for han- 
dy port location. Particu- 
larly desirable on truck 
mounting type. 


Adjustable thrust bearing 
on both bulk plant and 


truck mounting pumps. 
Permits still more service 


after long, hard usage. 


For complete information, send 








VIKIN 





for free bulletin 2303B and 
supplement sheet SP312B today. 


Pump Company 
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GAS HEATER 
Hit of the Year 


“The 


‘ 


® 8 Fully Vented Heaters 
15,000 BTU to 85,000 BTU 

@ 22 Unvented Heaters 
10,000 BTU to 50,000 BTU 


Every Martin Heater is 
AGA Approved for Nat- 
ural, Liquified and Manu- 
factured Gases 


Write your jobber or 
° Over 
yore for complete 45 Years Stove 








ARMSTRONG 


CIRCULATOR 


REGO LP GAS EQUIPMENT 

© Rochester Criterion 
Gauges 

© Hose and Fittings 


® Weco-Trol 
(Automatic control) 


© ICC Cylinders 
® Okadee Valves 


® Brunner LP Gas 
Compressors 


® Liquid Pumps 


Model 915VC is AG A approved — 
made for all gases. It is very efficient 
in operation and provides clean, dry 
heat; there is no sweating of walls or 
windows. The valve is safely located 
behind a closed side door. Equipped 
with pressure regulator. Finished in 
brown or white porcelain enamel. 19” 
high, 9” deep. Made for 15,000 B.T.U. 

Order from your Jobber 

or write for Literature 


om the complete Armstrong 
Heater Line. 


ARMSTRONG PRODUCTS CORP 
Q lity Since 
Dept. BP 








Acres of Diamonds 
(Continued from page 61) 


that only during the “off-peak” peri- 
od. The upper, secondary elemen:, 
usually connected through the regu- 
lar household meter, can receive cur- 
rent any time its thermostat calls for 
heat. Since it does this when the 
stored hot water supply is nearly ex- 
hausted, it follows that this element 
for the most part is in action during 
the customary hours of hot water 
usage. There are cases, however, 
when the upper element will be in 
operation during the “off-peak” 
period. 


Impossible To Know Costs 


Thus in the two-rate system, it be- 
comes impossible to know what hot 
water cost really is. While the owner 
can always know the “off-peak” me- 
ter reading, he'll never know how 
much standard-cost energy is used. 
It’s inseparably a part of lighting 
cost, the cost of running the washer 
and all the other current costs of 
household electric equipment. 

Advance estimates, given by an 
optimistic salesman, are misleading. 
The most practical measurement of 
electric water-heating cost is made 
when post-installation electric bills 
are compared with pre-installation 
bills. Then it’s generally too late to 
do anything about it. 

Given a hypothetical case where 
an average of the two electric rates 
can be determined and hot water 
consumption estimated with fair ac- 
curacy, comparative energy costs can 
be reasonably determined. 

Electric water heaters, particular- 
ly new ones, have a higher thermal 
efficiency than gas water heaters due 
to higher heat transfer efficiency, 
plus a heavier insulation to retard 
radiation loss. This loss tends to be 
higher in gas water heaters since its 
fast heating speed keeps the tank- 
stored water at top temperature a 
greater part of the time. But here, 
as elsewhere, the compensating fac- 
tor is that the gas heater owner gets 
hot water where he wants it, not 
when the water heater is ready to 
give it. The constantly burning pilot, 
contrary to general impression, has 
no particular effect on relative effi- 
ciencies since all or nearly all pilot 
heat is useful in offsetting radiation 
loss. 


A new electric water heater with a 
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heating element of the immersion 
type has a heat transfer efficiency of 
about 95% —and a somewhat lower 
efficiency when a strap-on element is 
employed. There are grounds for be- 
lief that the efficiency of both types 
of elements decreases with use. Strap- 
on proponents claim that the immer- 
sion-type element is unfavorably af- 
fected by lime deposits from hard 
water. But so far as known, no de- 
pendable figures on electric element 
efficiency deterioration have been de- 
termined. 

Gas water heater burners that are 
kept reasonably free from dirt and 
lint accumulations do not lose effi- 
ciency regardless of use or age. Low- 
est gas water thermal efficiency rec- 
ognized by the American Gas Associ- 
ation is 70%; many designs range up 
to 75%. , 


“Energy-Ratio” 


The term “energy-ratio” is some- 
times used to describe the compara- 
tive number of Btu required by gas 
and electric water heaters to heat a 
given quantity of water. This gas and 
electric ratio may run as high as 2 
to 1 where small quantities of water 
are heated, as low as 1.6 to 1 where 
quantities are greater. The reason: 
effect of radiation losses are lower as 
hot water usage is increased. Some 
tests with new gas and electric water 
heaters of standard sizes and inputs, 
and with average domestic hot water 
consumption have had a ratio as high 
as 1.8 to 1. More practical tests with 
water heaters that have been in use 
would very probably reduce the 
ratio. 

But if you wish for comparative 
purposes to use the 1.8 to 1 ratio, and 
assuming the average unit cost of the 
two methods can be determined for 
the subject case, it’s possible to make 
a cost comparison of a sort. 

Divide 21,500/Ib. by 3413 Btu per 
KWH. Divide the result by an as- 
sumed 1.8 to 1 energy ratio, and you 
will have a multiplier which when 
applied to the average electric rate 
will give you an equivalent per-pound 
propane rate. The answer in this case 
is 3.5 which means that an average 
2-cent/KWH electric rate is the 
equivalent of a 7-cent/Ib. or 30-cent- 
per-gallon propane price. Similar cal- 
culations of L. P. gas with different 
Btu contents can be made. 

So, if it’s necessary to use compar- 
ative cost figures to make the L. P. 
gas water heater sales, use them—but 
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MODEL 960 


Features: 


Drilled Port, Cast Iron Burner with 
Venturi Manifold 
Patented Blu-Blaze Vent Caps keep 
efficiency high regardless of winds 
All burner adjustments made at 
factory 
Simple installation. Does not require 
attachment to stock tank 
Automatic Temperature Controls 
optional 
*NO CONDENSATE PROBLEM 
Condensate is caused by warm 
moisture-laden air_hitting a cold 
surface. The Blu-Blaze Tank 
Heater has cast iron boiler walls 
over 4 thick which retain suffi- 
cient heat to eliminate the cause 
of sweating, normally encount- 
ered with thin wall construction. 
Thin wall vent stack, only source 
of condensate, is drained by 
weep holes. 


Write for literature and prices 


TESCO Yrcoyorated 


112 S$. NORFOLK «+ TULSA, OKLA. 


MODEL 950-B 


WEEP HOLES for condensate* escape. 
SELF SINKING heavy walled Cast fron 
construction. 


























TRUCK TANKS 


@ Twin or single barrel 
@ Light weight 
@ Low in cost 


@ Full or semi streamlined 
ASME U69 


Built to Your Specifications and Size 


Write For Further Information and Prices 


BAGWELL-GENERAL 
STEEL CO. 


BOX 391 SAPULPA, OKLA. 

















BARBER 


Alotted-cag JET 


Barber Burners equipp- 
ed with the famous Bar- 
ber “slotted-cap” jets are 
available in round, ob- 
long, and square shapes 
with inputs of 7000 to 


Just as a Stopgap, until you 
get a mechanically sealed leak- 
proof Corken liquid pump — 
use Corkenpak. This non-porous 
plastit packing really says 
“STOP” to leaking vapors — 
propane can’t get through. 


Tell us the make and model 
of your present pump (don’t be 
embarrassed!) and we'll send 
Corkenpak, specially molded to 
fit. It will keep your pump 
leakless longer than any other 
packing. 


It’s the best stopgap you can 
get till you’re ready for your 
new mechanically sealed leak- 
proof Corken liquid pump. 


never let your prospect forget for 

one second, these sales-making fact:: 

1. Gas heats water fast—three times 
or more faster than electricity-- 
three or more times as many gai. 
lons-per-hour. The small L. P. gis 
water heater does a better job 
than a large eleCtric water heater. 
The LPG water heater owner ge's 
hot water on time, all the time. 


The L. P. gas water heater has 
flexibility to adapt itself quickly 
to changing household conditions 
—emergencies, sickness, extra 
guests, special selective tempera- 
tures and the like—whereas the 
hot water supply of the electric 
water heater is definitely re. 
stricted. 

Increased hot water quantities 
and temperatures* required by 
modern automatic clothes wash- 
ers and dish washers have hurried 
the obsolesence of many under- 


A PAIR OF THESE MAY HELP: 

Pulling packing out is sofer than blowing i— 
out. Use a pair of Corken Flexhooks — 

No. 1 size for small shaft pumps, poir, 

$2.50. No. 2 for large pumps, pair, $3.00. 


sized electric water heaters now 
installed. These new needs help 
your competitive sales position, 


198000 B. T. U. : 
WRITE FOR CATALOG No. 110 


(jas (Satu 


3682 Superior Ave. co. 
Cleveland 14, Ohio 





CORKEN’S 


208 E. Grand RE 6-6518 


Oklahoma City,. Okla. 




















STANDBY for 
NATURAL GAS 


A packaged propane plant as de- 
signed, engineered and built by 
Draketown will provide a complete- 
ly interchangeable fuel for your 
natural gas. 

Ready in a matter of minutes, 
your Draketown Plant will click on 
automatically and take over all or 
part of your gas load. No delay — 
no appliance adjustments — no per- 
sonnel problem. 

During gas curtailment periods, 
“turn on” your Draketown Plant — 
you will find it pays dividends — it’s 
good “Gas Insurance”! 


* STANDBY 
* PEAK SHAVING 
* 100% TOWN OR PLANT SUPPLY 


Your Assurance of a Good Job 


Serving utility and industry 





for over thirty years. 


DRAKE & TOWNSEND 


Consulting * Design * Engineering* Construction 


11 WEST 42ND STREET » NEW YORK 36,N. Y 


it says LOOK OUT 


@ The accepted standard odorant 


for natural or liquefied petroleum, 
gas — gives sure but harmless. 
warning. 


Purified — Moisture-free — PRO- 
TECTS FIXTURES. Meets all 15 
qualifications of National Bureau 
of Standards. 


Melincrods? > 











MALLINCKRODT CHEMICAL WORKS 
Mallinckrodt St., St. Louis 7, Mo. 
72 Gold St., New York 8, New York 





too, for only the jumbo-size elec- 
trie unit can hope to supply the 
automatic washer. 

Since the prospect needs a larger 
electric water heater to do the 
same job as a smaller LPG water 
heater, it follows that his first cost 
(appliance cost) will be greater, 
particularly if the water heater is 
equipped with a rust-proof tank. 
An L. P. gas water heater needs 
practically no maintenance; up- 
keep costs are lower than those 
of the electric water heater. 


Service Story Is Clincher 


Most people buy things not for 
what they cost but for what they will 
do—for them. If this were not true, 
we'd still heat the house with a wood 
fire, cook the dinner in a fireplace 
and take a bath once a year. 

People want service. The melody 
of good service lingers on long afier 
price is forgotten. 

Make your L, P. gas water hea'er 
sales story one of perfect hot waier 
service. Have comparative cost ‘ig- 
ures ready for use if needed, ut 
make the prospect want the serv'ce 
superiorities of LPG over other wa er 
heating methods and you can’t lose! 


*See pages 11-20 inclusive of “All About 
Modern Home Laundering,” published by 
the Ruud Manufacturing Co., Pittsburgh 
1, Pa. 
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Safety Answers 
(Continued from page 71) 


combustion in different parts of the 
burner may result. There is also the 
possibility that the customer may at- 
tempt to adjust the orifice, which 
cou!d result in improper combustion. 


Problem 7. Any person who is 
either not accustomed to the use of 
gas room heaters, or those who, due 
to extreme youth, age, or physical 
incapacity, may not know how, or 
may not be able to make such ad- 
justments to either the room ventila- 
tion or the burner valves as are nec- 
essary to remain safe in a room in 
which products of combustion are 
being discharged. You take it from 
there. We do not know about your 
local regulations. Do you? You 
should. And whether or not you 
have local regulations on this matter, 
the only safe procedure is to follow 
Pamphlet 1. 


Problem 8. With either thermo- 
static or remote control, the customer 
cannot be at the burner to determine 
that ignition takes place when it 
should. The only safe procedure is 
to have all gas going into the appli- 
ance shut off in the event of pilot 
failure. 


Problem 9. (a) A manual shut-off 
valve should be placed between the 
pilot and the automatic control valve 
of the main burner. (b) A manual 
shut-off valve should be placed ahead 
of both the pilot and the main burner 
control valve, and another should be 
included in the system (generally 
built into the control mechanism) 
which permits the main burner sup- 
ply to be shut off independently of 
the pilot. A pipe union should be 
provided downstream from the main 
manual shut-off valve to permit re- 
moval of the controls for service or 
replacement. (See Section 10 (a), 


(b) and (c).) 


Short Course School 
For Anhydrous Ammonia 


A short course devoted to the off- 
season application of Anhydrous Am- 
monia was held July 9-10 at the Uni- 
versity of Missouri, Columbia, Mo., 
and sponsored by the Agricultural 
Ammonia Institute, Memphis, Tenn. 

The two-day school covered latest 
developments, and presented discus- 
sions of actual experiences with pic- 
tures of results accomplished. 
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First See 


GRIFFITHS 


for 


CONVERSION 
PARTS 


We can supply a wide assort- 
ment of spuds, orifices and 
other parts for converting do- 
mestic and commercial equip- 
ment to any type gas. Also, a 
complete line of repair parts 
for all types of gas meters. 


Write for Catalog 


E. F. GRIFFITHS 
COMPANY 


350 EAST WALNUT LANE 
PHILADELPHIA 44, PA. 


Serving the Gas Industries 
For Over 40 Years. 











Aaudy Geuder aye 


“The shortest time 
between two 
points is a bend!” 


Here’s a new geometric theorem 
you can paste in your hat: the 
shortest time between two points 
is a bend. You are wasting time 
and money if you are using old- 
fashioned “el” fittings to turn cor- 
ners. Handy Benders eliminate the 
need for els by bending all kinds of 
pipe and tubing right on the job 
... from 3%” to 144” O.D. with a 
twist of the wrist. Save yourself 
time and money by bending. 

Ask your Handy 

supply house, , 





or write today to: 


OLSCLAW 
ROS., INC. 
414 WILLOW ROAD 
EVANSVILLE, IND 























One Operation Fastener 


e@ Faster and 
-Neater Tubing 
and Pipe 
Installations 


e Lower Costs 
@ Will Not Rust 


No. 1 Fastens 
3%" and 2" O.D. 
Tubing. 


No. 2 Fastens 
¥a"' and 7%” O.D. 
Tubing and 

V2" Pipe, Galv. 


The POINT Prevents 
Splitting ——> 


WRITE FOR INFORMATION 


GAS-KIT CO. Inc. 


11 Griswold St. 


Glastonbury, Conn. 





Don't take chances 


HIT ‘EM on the HEAD! “ 
_ CUSTOMER 


SELL... 


REGO LP GAS EQUIPMENT 








® Rochester Criterion 
Gauges 


Hose and Fittings 


Weco-Trol 
(Automatic control) 


ICC Cylinders 
Okadee Valves 








Mrs. Dorothy H. Symons, president, 


rata’ 


General Water Corp., and L. Bruce 


Grannis, left, company executive, together with R. T. Jordan; right, president, 
Palm Manufacturing Co., this week announced that General has acquired control 


of 


General Water Heater 
Buys Palm Manufacturing 


Mrs. Dorothy H. Symons, presi- 
dent of the General Water Heater 
Corp., Burbank, California, today an- 
nounced the acquisition of the Palm 
Manufacturing Co., San Mateo, 
through the purchase of stock. 

Palm, makers of Sierra circulating 
air wall heaters, will also manufac- 
ture a special quality heater for distri- 
bution through the sales organization 
of General, prominent manufacturers 
of natural gas and LPG water heaters 
in the West. 

L. Bruce Grannis, General execu- 
tive who handled all negotiations for 


Palm. 


the purchase, stated that the project- 
ed sale of wall heaters for the coming 
year is in excess of $1,000,000. 

“The purchase of Palm Manufac- 
turing, which now becomes a division 
of General, is the first step in our 
long-range program of product diver- 
sification for General Water Heater,” 
Grannis declared. “The combined 
companies now employ approximate- 
ly 300 people, and plans for future ex- 
pansion are now under considera- 
tion.” 

R. T. Jordon, president of Palm, 
will remain in that capacity, and no 
change in policy is planned for the 
company. 





Cylinder Statistics 
Released By Government 


The following statistics on L. P. gas 
cylinder production for the one-year 
period from May 15, 1952 through 
May 14, 1953, have been released by 
the U. S. Bureau of Explosives: 


Specification 4BA and 4B-240 Psi 

(volume in lbs. -water capacity) - 
(a) 45 1b. to 60 lb......... 227,109 
(b) 135 Ib. to 150 Ib. ......... 29,355 
(c) 230 lb. to 250 Ib......... 798,351 
(d) 340 Ib. to 500 Ib... 21,220 
(e) 680 Ib. to 1000 Ib.-....... 25,240 
(f) All other sizes 
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Production figures on L. P. gas tank 
fabrication covering the first three 
months of 1953 have been compiled 
by LPGA’s Market Research Com- 
mittee. They are as follows: 


Size Production 


Be Oils. oe 2,898 
100- 199 gals. .....seccccosencn 8,015 


2002, 0 eie 12,328 


DOD = OO MNS. isc a 1,591 
GOD = BOO: Gala: sii ciit ds sscedede 18,418 
600- 899 gals. W000... 
900-1099 gals. 0.0... scsi. 

1100 -3000 gals. —.....222.2.....--- 

All others 





Total 





Pittsburgh Honors 
W. F. Rockwell, Jr. 


Willard F. 
Rockwell, Jr., 39- 
year-old presi- 
dent of Rockwell 
Manufacturing 
Co., was elected 
as one of Pitts- 
burgh’s “100 Out- 
standing Young 
Men” by a com- 
mittee of civic 
leaders recently. 

The 100 were 
chosen on the basis of accomplish- 
ments to date in their respective 
fields as well as their civic contribu- 
tions and “future promise.” To be 
eligible .for selection, a “candidate” 
had to be under 40 years of age and a 
resident of Allegheny county, which 
has a population of about 1,000,000. 

Mr. Rockwell was one of 23 men 
representing industry on the list, 
which included practically all major 
fields of human endeavor, with the 
exception of agriculture. 

The 100 were picked from 1,300 
nominees turned up in an eight-week 
canvass sponsored by the Pittsburgh 
Chamber of Commerce and “Time” 
magazine. A committee of 25, headed 
by Dr. J. C. Warner, president of 
Carnegie Institute of Technology, did 
the final judging. 


W. F. Rockwell, Jr, 


Instrument Short-Course 
To Be Held In California 


The Los Angeles Harbor Junior 
College, Applied Technology Divi- 
sion, in cooperation with the South- 
ern California Meter Association 
presents the third annual instrument 
short-course November 19-20 at the 
college campus at Wilmington, Calif. 

Features of the short-course will be 
lectures and practical demonstration 
on theory, application and mainte 
nance of industrial and process in- 
strumentation, with exhibits being 
staged by manufacturers. 


Delta Issues New Catalog 


A comprehensive, cloth-bound, 
three-color catalog on their line of 
products has been issued by Delta 
Tank Manufacturing Co., Inc. ‘he 
attractive book provides a ready :ef: 
erence for information and illusira- 
tions on Delta’s Mix-O-Gas sysie 
LPG systems, storage vessels, cy lin- 
ders, tanks, tank trucks and t: 
ports. 

The catalog also contains dimen 
sions, specifications, cut-away photo- 
graphs-and internal sketehes of Delta 
products, as well as applicatior in- 
formation. 
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POWER SECTION 


CARBURETION + SERVICING 








L. P. gas digs the gravel, loads it into trucks, and hauls it away. 
J. Fred Smith Gravel Co. plant, Farmer’s Branch, Texas. - 





Conversion of 


Heavy Equipment 


Digs Operator Out 


of Hole. 


By Carl Abell 


ACK in 1948 and 1949 the North- 
west Butane Gas Co., of Farm- 
er’s Branch, Texas, was fighting a 
losing fight. Their business was most- 
ly domestic, serving a fringe area on 
the northwestern outskirts of Dallas. 
It was not only a bad deal from the 
load balancing standpoint—average 
winter/summer ratio of about five to 
one—but their territory was in the 
path of natural gas extensions. All 
the business in an entire neighbor- 
hood would be lost as the gas mains 
reached out into the rapidly develop- 
ing suburban areas. 

Northwest Butane Gas Co. needed 
new business, and they also needed 
summer business. The industry lead- 
ers were constantly calling attention 
to the tractor market as the answer 
to the problem of summer volume. 
J. B. Wood, then a partner and now 
sole owner of the ‘business, made a 
careful survey of the tractor market 
in their delivery area. He found a 
considerable tractor population, but 
the farms were mostly small, and’ the 
hours of service per year per tractor 
limited the prospective conversion 
customers to a very small number. 
Tractors were not the answer to their 
particular problem. 

Mr. Wood’s early background had 
been mechanical, so the carburetion 
idea appealed to him. His next line 
of investigation was truck fleets. 
Most trucks operate on a fairly con- 
stant year-round basis, so these fleets 
offered volume, but not load balance. 
Being in need of volume of any kind 
that could be obtained, he went to 
work on the fleet owners, and met 
the customary objections. The long- 
haul operators could not be sure of 
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getting fuel out on the road. The 
local operators balked at putting in 
the storage and dispensing systems 
necessary to service their fleets, and 


Butane-powered locomotive moves the 
gravel to the crusher, then takes the 
classified material to the storage dumps. 


buying at service stations cut the dif- 
ferential in fuel cost until it was no 
very attractive. 

After a great deal of work, a little 
fleet business was finally secured. 
The business was highly satisfactory 
to Northwest, because the fuel de- 
liveries were steady and the dymps 
were large. From the standpoint of 
delivery cost, the business was most 
attractive. It early became apparent 
that the fleets with the larger engines 
were not only the most profitable 
from the standpoint of volume—they 
offered the owners the quickest re- 
turn on the conversion cost. 

With this in mind, Wood started 
looking for larger engines. Almost 
within ear-shot of his office was the 
J. Fred Smith sand and gravel plant. 
A constant stream of dump trucks 


rolled in and out, with no interrup- 
tions except when the weather was 
too wet to pour concrete. The crush- 
er and screening equipment was run 
by electricity, but the three cranes 
and the locomotive operated on gaso- 
line. The owner listened, but his 
mind harbored an honest doubt. He 
had never heard of operating a sand 
and gravel plant on L. P. gas. Fur. 
thermore, he objected to spending 
the money for the carburetors and 
tanks to conduct an experiment on 
his operation. ‘And since the cranes 
and locomotive all carried out coor- 
dinated parts of a balanced operation, 
any time that one of the units 
stopped, the whole operation stopped. 

Wood finally convinced the owner, 
by presenting facts from other oper- 
ations, that the use of LPG instead 
of gasoline would result in less 
“down time” during the year. After 
that, the details of the preliminary 
test were quickly arranged. North- 
west Butane supplied the conversion 
equipment, and made the installa ‘ion. 
Wood put on an Ensign carburetor 
and a 173 gallon tank, and arranged 
to have his bulk truck deliver {fuel 
right into the tank twice each week. 
The test was a success—the operator 
liked the smooth operation, there was 
plenty of power, and the exhaust 
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Bucyrus clamshell crane uncovers the gravel bed, excavates, and loads the 
river-run gravel into cars. 


fumes were clean and free from odor. 
The fuel consumption was nearly the 
same as it had been with gasoline, 
and the cost per gallon was less. The 
engine on which the test was run was 
practically new, and the lubricating 
oil remained clean and bright. 

The results of the test convinced 
the customer that it would be wise 
to convert the rest of the ‘gasoline 
engines in this plant, and in another 


se 


The pump works 24 hours per day to keep the water level 
from hindering operations in the pit. 


AUGUST, 1953 


gravel operation that he owned at 
Carrolton, farther up the river. They 
made a cooperative deal on the con- 
version equipment. The gravel firm 
was to supply the carburetion units 
and make the installations under 
Wood’s supervision. Northwest Bu- 
tane would supply the tanks, making 
no charge for their use as long as 
they supplied the fuel. Northwest 
was to deliver gas directly into the 


jie 


& 


equipment tanks, never allowing a 
tank to become empty and cause the 
plant operation to shut down. 
Equipment served at the two grav- 
el plants include two Bucyrus and 
one P & H cranes with Waukesha en- 
gines, one Marion and one Northwest 
crane equipped with Wisconsin en- 
gines, one Buda-equipped Marion 
crane, one Speed crane with Her- 
cules engine, and a Le Roi powered 
locomotive. These are all large en- 
gines, operating five days per week 
throughout the year except when bad 
weather forces them to shut down. In 
addition, a 45 hp. Le Roi pumping 
outfit is in service several months 
each year keeping the excess water 
out of the Farmer’s Branch pit. 
Twice each week a full bulk truck 
load of butane leaves the Northwest 
plant for the J. Fred Smith gravel 
pits. In a little over two hours it has 
discharged its load, and returned to 
the plant to refill and go on another 
route. It is a “meal-ticket” account on 
an impressive scale. Those nine en- 
gines consume nearly 120,000 gallons 
per year—the equivalent of at least 
150 domestic customers using LPG 
for cooking, water heating, and house 
heating. It provides a balanced seas- 
onal load, and requires much less ac- 
counting, billing, and service labor. 
The J. Fred Smith Gravel Co. does 
not yet know how good a bargain 
they made in converting the engines. 
They have figures on life of engines 
and frequency of overhauls for their 
previous operation on gasoline. The 
engines were either fairly new or re- 


This big ditcher has 2542 cubic inch engine, 350 gallon 
fuel tank. J. B. Wood leans against tank. 
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cently overhauled before the LPG 
equipment was installed. None of the 
engines have reached their first over- 
haul period since their operation on 
butane commenced two years ago, 
but it is apparent that their useful 
life has been prolonged. How much 
this will amount to is anybody’s 
guess, as there is no present indica- 
tion that any engine in the group 
needs major mechanical attention. In 
their previous gasoline operation, 
overhauls would be taking place 
within the two year period. 

Conversion of gravel trucks oper- 
‘ating in and out of the Smith plants 
has been a logical sequence. Fleet 
conversions totalling 38 trucks have 
now been completed. These units 
consume an average of 30 gallons per 
day each, and they also work 
throughout the year except during 
bad weather. This year’s gallonage 
from these 38 trucks will approach 
a quarter million gallons, with the 
period of lowest consumption in the 
middel of the winter. 

Seeking for more customers with 
super-colossal engines, Wood found 
the W. G. Collum Construction Co., 
of Dallas, and arranged a “fill on the 
job” deal with them. This involved 


conversion of heavy ditching equip- 
ment, cranes, air compressors, and 
numerous other power units requir- 
ed for such heavy municipal projects 
as constructing storm drain systems 
and laying water supply pipes of 


126 gallon tank perches on roof of 
Insley dragline which fills ditch. 


Cutting trench 60 inches wide and 20 feet deep, the ditcher piles the back-fili 
dirt on one side, loads surplus in truck on other side. 


large size. The plan agreed upon is 
similar to the deal with the Smith 
gravel plants—the customer buys the 
carburetion units, and Northwest 
Butane supplies its own tanks, sized 
to permit economical delivery serv- 
ice. Again, the fuel is delivered di- 
rectly into the equipment tanks. 
For the Collum equipment en- 
gaged in local jobs, the Northwest 
Butane Gas Co. supplies the fuel. 
Wood arranges for fuel supply from 
operators in other localities where 
the Collum Construction Co. has con- 
tracts, with the agreement that any 
time the equipment is transferred 
back to the Dallas area, the fuel will 


again be supplied by Northwest. 

The biggest contract now being 
fulfilled by the W. G. Collum Con- 
struction Co. is a 48-inch water main 
which is being laid in a loop com. 
pletely surrounding Dallas. This 
work is progressing at two points, 
and involves the cutting of a 60-inch 
trench varying from 12 to 23 feet in 
depth. Chain type ditchers are used 
where the composition of the soil is 
clay or softer material, while wheel 
type machines are used in shale and 
soft rock. 

The large chain type ditching ma- 
chines are equipped with 6-cylinder 
Twin City engines, with bore and 


Integrated operation — ditcher cuts the trench, large crane moves pipe, sma! 
crane (dragline) fills ditch after pipe sections are joined, truck cleans uf. 
All operate on butane. 
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FOR ECONOMY OF OPERATION 


Eh Sladen mer SS i "4 | * R X a z | 0 My Bb L 
Carburetor and Filter 


CHOOSES ENSIGN LP-GAS CARBURETION 


Economy of operation is the principal reason for the swing to LP-Gas as an engine fuel. The new 
International Harvester Company LP-Gas truck pictured here is powered with an engine designed 
in every detail for highest efficiency on propane — greatest power, economy and dependability. 
It isn’t likely that I-H-C , after years of laboratory and field tests, would choose anything 
but the best in carburetion. We are justly proud of their selection of Ensign and 
shall always do our best to merit this trust. 
When you choose LP-Gas carburetion for trucks, tractors or buses choose 
Ensign. You won’t go wrong. Ensign is one of the oldest names 


in carburetion — over 40 years. 


ENSIGN & 


CARBURETOR COMPANY 
7010 S. Alameda St., P.O. Box 229, Huntington Park, California 


Fleet of I-H-C == 
LP-Gas Powered Trucks re ely: ,———— 
Ensign Equipped HUNTINGTON PARK, CALIFORNIA CHICAGO 36, ILLINOIS LOS ANGELES 23, CALIFORNIA 
Branch Factory: 2330 W. 58th St., Chicago 36, Illinois 
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We Have Pumped Over 


1 MILLION 
GALLONS 


Butane-Propane 
in the Past 
15 Months! 


-.. says R.D. COOK 
Texarkana, Arkansas 


\ nie 








Think of it— ONE MILLION 
GALLONS in just a little over a 
year’s time. You KNOW that 
R. D. Cook of Texarkana is mak- 
ing money in this new Butane- 
Propane market. 


And not only that, but Mr. Cook 
says in his letter to us that he has 
positively TROUBLE-FREE serv- 
ice. He has never had a service call 
on his equipment! 


Investigate TEXOIL Butane- 
Propane Dispensers today. You'll 
et in on this new market some 
ay. Why don’t you get in it now? 


TEXOIL EQUIPMENT 


INCORPORATED 
Alan W. Bowser 
1816 COCKRELL STREET 
DALLAS, TEXAS 
Telephone HUnter 2868 





stroke of 8 x 94% inches, and a total 
displacement of 2542 cubic inches. 
These three engines each burn ap- 
proximately 10 gallons of butane per 
hour. The two big wheel type ditch- 
ers are comparable in power and fuel 
consumption. The drag-line used for 
back-filling is equipped with a Chrys- 
ler engine, and its normal fuel con- 
sumption is about 35 gallons per day. 
Other converted equipment on the 
pipe laying job includes a crane for 
handling the pipe, an air compressor, 
and several dump trucks for dispos- 
ing of the excess dirt. This same com- 
pany is also operating four smaller 
ditchers, and numerous compressors, 
trucks, and other pieces of construc- 
tion equipment, on other jobs. All of 
these units except a few on diesel 
have been converted. 

To take care of the growing vol- 
ume of conversion work, Northwest 
Butane Gas Co. has installed a shop 
behind its office at Farmer’s Branch. 
This is in charge of an experienced 


- earburetion technician, and work is 


limited almost exclusively to installa- 
tion of L. P. gas carburetion units and 
related work. An impressive stock of 
carburetors, regulators, tanks, and 
parts is kept in a special cabinet in 
the office. An engineering record is 
kept on each conversion job, so the 
correct parts can be supplied or speci- 
fied, no matter where the converted 
unit may be taken. Present conver- 
sion volume ranges from 5 to 15 jobs 
per month. Up to June, 1953, 112 
heavy duty industrial engines had 
been converted, besides numerous 
trucks and a few tractors. 

The majority of these converted 
industrial engines are now operating 
beyond Northwest’s delivery range, 
but enough have remained in the lo- 
cal territory to bring the company’s 
winter/summer load ratio below 1% 
to 1, and to increase the total volume 
for the year in spite of the loss of 
many domestic customers to the en- 
croaching natural gas lines. This pro- 
gress is dramatically shown by’ the 
sales figures for June'and January, 
which are presented in Table 1. The 
first carburetion installations were 
made in the fall of 1949, and the pow- 
er fuel gallonage has practically 
doubled each year. 

According to Wood, the. carbur- 
etion activity has not only corrected 
the unfavorable load balance and 
offset the loss of domestic gallonage, 
but it has also opened the way to a 
substantial increase in steady year- 


Northwest Butane Gas Co. carries im- 

pressive stock of Century. and Ensign 

carburetion equipment and parts, right 
in the front office. 


round volume, with larger individual 
deliveries and lowered delivery costs. 


Table 1. 


Comparison of Typical Sum- 
mer and Winter Deliveries, 
Northwest Butane Gas Co. 


June January 
37,397 
48,677 
42,930 
55,124 
43,352 


1950 
1951 
1952 


Canadian Plant Purchased 
By Superior Propane 


The assets of Norfolk Propane 
Limited in Simeoe, Ontario, includ- 
ing bulk storage facilities, has been 
acquired by Superior Propane Lim- 
ited of Toronto, it is announced by 
J. F. F. McQueen, Superior Pro- 
pane’s president. 

This makes the fourth in the chain 
of bulk plants operated by Superior 
Propane across southern Ontario. 
The other three plants are located at 
Maple, Stratford and Carleton Place. 
Territory served by the company 
reaches from Lake St. Clair to Ot 
tawa Valley, with showrooms mi:in- 
tained in Stratford, Barrie, Pe‘er- 
borough, Guelph and Belleville «nd 
a number of dealers and agent: in 
Ontario. 

Acquisition of the Simcoe piant 
was made for the purpose of meet ing 
the increasing demand for LPC in 
the tobacco district for curing «nd 
steaming and for greenhouse hvat- 
ing. 
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Performance proved. International 
RPF-195 ROADLINER with LPG fuel 
system, GCW rating, 55,000 Ibs. 


“Tough Job” engineering has made International Trucks 
the heavy-duty sales leader for 21 years. International 
6-wheelers give you proved performance PLus the famous 
International bogie with the third differential. 


INTERNATIONAL BOGIE ADVANTAGES 


The third differential and power divider allow each 
wheel to rotate independently. There is practically no 
tire scuffing, “axle fight” or power loss. Perfect matching 
of tires is unnecessary. Fuel consumption is lower. Under 
adverse conditions, the third differential can be locked 
out, giving positive traction to both axles. 


Abnormal tire wear eliminated because International 
bogie design always keeps wheels parallel to frame. 


Reduces road shock by 50%. “Walking action” design 
keeps chassis frame and body level while bogie “walks” 
over obstructions and levels out the road. 


Extra strength without extra weight. More payload 
per pound of chassis weight results from elimination of 





INTERNATIONAL LEADS 
b-WHEELER FIELD 





Proved performance 





makes the sales leader 


your best buy 


‘unnecessary dead weight. Strength is concentrated where 


needed. 


Load stresses equalized. Load is carried from the 
frame to the axles at four points. 

Compare performance .. . value . . . and price. Get all 
the facts on International 6-wheelers— proved for top per- 
formance and greater operating economy —from your 
International Dealer or Branch today. 


INTERNATIONAL HARVESTER COMPANY - CHICAGO 





23 NEW 6-WHEEL MODELS 


GVW ratings, 22,000 to 90,000 Ibs. Engines from 130 to 
356 horsepower. Choice of gasoline or LPG fuel sys- 
tems. Diesel engines available for models with GVW 
ratings of 30,000 lbs. and over. Transmissions, axle 
ratios to meet any requirement. America’s Most Com- 
plete Truck Line—168 basic models from 44-ton pick- 
ups to 90,000 lbs. GVW off-highway models. 











International Harvester Builds McCormick Farm Equipment and Farmall Tractors... Motor Trucks... Industrial Power...Refrigerators and Freezers 


Better roads mean a better America 


INTERNATIONAL TRUCKS 
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Standard of the Highway 





Changing Vapor With- 
drawal Systems To Liquid 


Permanently mounted tanks which 
have been used with vapor with- 
drawal carburetion systems may be 
used with liquid withdrawal sys- 
tems, provided that they have, or can 
be fitted with, liquid withdrawal 
tubes extending down nearly to the 
bottom. 

When making such a change, it is 


advisable to purge the tank before 
trying to use the liquid withdrawal 
system. 

L. P. gas contains small amounts of 
non-volatile impurities, principally 
compressor oil in an oxidized or par- 
tially oxidized condition, which re- 
main in the tank after the volatile 
fuel has evaporated. After a few 
months of use the accumulation of 
these impurities hecomes quite con- 
siderable. Being heavier than pro- 








The “Know-How” you need for 


Installations and Conversions 





Published by 





Butane-Propane 


POWER MANUAL 


BUTANE-PROPANE News 





Here is the first authoritative guide ever 
published for the rapidly expanding LPG 
power market. Basic facts of engines, fuel, 
and power are given in easy-to-understand 
language; then careful directions and clear 
illustrations take you step-by-step through 
installations, conversions, servicing .. . 
everything needed in a practical working 
manual for practical men. Nearly 5,000 
copies of the BUTANE-PROPANE POW- 


ER MANUAL have already been sold. 


TVONWW YAMOd ANVAOYAS-INVLNG 





@ A De Luxe Edition in handy pocket-size, flexible binding. 
23 Chapters, 334 Pages, Completely Illustrated. 


OUTLINE OF CONTENTS 


. The Nature of L. P. Gas 

. Basic Engine Facts 

. Basic Facts of Fuel Combustion 

Engines 

. Factors Affecting Operating 
Economy and Power 

L. P. Gas Carburetion Systems _ 

. Regulating Gas Pressure and 

Temperature 

. Fuel Supply System. Vehicle Tanks 

and Equipment 

. Natural Gas Carburetion 

. Planning the L. P. Gas Installation 

. Checking the Engine’s Condition 

. Raising the Compression Ratio 

. Cooling the intake Manifold 


Order Your 


N=Oom 34 an b WN 


Price $3.50 


We pay postage on orders accompanied by remittance. Orders 


13. Ignition Problems 
14. Tractor Conversions 
15. Truck and Bus Conversions 
16. Passenger Car and Taxicab 
Conversions 
17. Industrial Engine Conversions 
18. Installing and Adjusting L. P. Gas 
Carburetion Systems . 
19. Manufacturers’ Instructions for 
Adjusting L. P. Gas Carburetors 
20. Lubrication of L. P. Gas Engines 
21. Trouble Shooting 
22. Safe Storage and Handling of 
P. Ga 


L. P. Gas 
23. Selling L. P. Gas Carburetion 
Appendix (including Definitions) 


(in California add 
3% Sales Tax) 


from individuals must be accompanied by amount of purchase 


Copy Now 


unless credit has been established. 
BUTANE-PROPANE News, 198 S. Alvarado St., Los Ang. 57, Cal. 





138 








pane or butane, the impurities lie in 
the bottom of the tank, where they 
slosh around with the fuel as the \e. 
hicle operates over uneven terran, 
The dip tube extends down into the 
affected area, so if any of these for. 
eign substances are present, they are 
likely to be carried into the rexu. 
lator, causing it to become fouled 1p 
with sticky masses of material. 

To purge the tank, it should first 
be depressurized in a safe place. If 
equipped with a bottom outlet, it may 
then be purged right on the vehicle. 
If otherwise equipped, it should be 
removed so it can be positioned with 
an outlet at the lowest point. 

By pouring a gallon of kerosene or 
cleaning solvent into the tank, and 
flushing it around, most of the foreign 
material may be loosened and put 
into solution. The liquid may then be 
poured out. 

The tank should then be thorough- 
ly steamed to complete the removal 
of the residue, which sometimes re- 
sembles a worm as itis forced 
through the opening. 

The steam leaves moisture in the 
tank. This should be counteracted by 
pouring a few ounces of methy] alco- 
hol into the tank, and leaving it there 
to absorb any traces of moisture 
which may come in with future fills 
of fuel. 5 

Mobile fuel supply tanks which 
have always been used with liquid 
withdrawal carburetion systems sel- 
dom accumulate sufficient foreign 
material to become troublesome. Be- 
ing in solution or in suspension in the 
fuel, the foreign matter tends to trav- 
el with the liquid fuel as it is with- 
drawn. Most of it passes through the 
regulator valves, and either passes 
through the engine and is burned, or 
accumulates in the regulator cham- 
bers. These chambers eventually re- 
quire cleaning, but this is a minor job 
compared with purging a tank. 


Those Baffling Freeze-ups 


From time to time we have hai re- 
ports of regulators freezing up under 
very baffling conditions. In these par: 
ticular cases, the freeze-up alway: 0c: 
curred shortly after a cold start, but 
it did not occur with every <iart. 
Sometimes operation would be per 
fectly normal, and at other times a 
complete freeze-up would occur 

Frank Pilling, of Century Gas 
Equipment Co., offers the following 
as a possible solution for som: of 
these baffling cases. 

There are a number of engines 


‘which are designed with thermo «‘ati- 


cally controlled by-passes to hol: the 
cooling water in the engine, an: re 
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circulate it to provide the quickest 
possible warm-up for the engine. Af- 
ter the operating temperature of the 
thermostat is reached by the captive 
water, it is released to circulate 
through the radiator. 

It is quite common practice in these 
engines to locate the heater hose con- 
nections outside the by-pass circuit, 
so premature operation of the car 
heater will not interfere with the 
specdy warming of the engine block. 
With the regulator unit connected to 
the heater-hose inlet and outlet con- 
neciions, the vaporizer does not draw 
any engine heat until the thermostat 
opens. The residual heat in the water 


may be sufficient to vaporize the fuel . 


under light load, but a freeze-up can 
occur very quickly if fuel is brought 
trough too rapidly. 

Pilling suggests as a cure that en- 
unes of this type should be fitted 
with gaskets which will either blank 
off or drastically restrict the by-pass, 
thus allowing the transfer of heat to 
the radiator and to the vaporizer im- 
mediately following the starting of 
the engine. 

The quick warm-up feature of these 
engines is primarily to reduce the 


amount of unvaporized gasoline go- 


ing into the cylinders, and thus re- 
duce wear on the engine. With L. P. 
gas, there is no liquid fuel to wash 
down the cylinder walls or dilute the 
lubricating oil, so it is not necessary 
to continue the precautions which 
were built into the engine to take 
care of those situations. It is more 
important to have the heat where it 
is needed to insure against freezing 
of the fuel regulators. 


First LPG Tractor 
In Canadian Territory 


In every community there is al- 
ways a progressive and far-sighted 
farmer who is the first to note the 
advantages in design, operation and 
economy of a new piece of equip- 
ment. Such an alert farm operator 
is N. W. Paul, of Bentley, Alberta, 
who purchased the first propane 
tractor in his area—an LPG equipped 
Model “LA” Case tractor. 

According to L. M. Torgerson, 
branch manager at Calgary, where 
the tractor was purchased, Mr. Paul 
has been so satisfied with results 
fron his new equipment that he: has 
beer: demonstrating it to neighboring 
dealrs and their prospective cus- 
tomers, 

In writing to the Case Co. home 
offic recently, Mr. Paul said, “The 

’s’ maintenance cost to date is 
nil, 2nd its operating cost in the field 
on LPG is unexcelled.” 
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(Left) One of his most precious possessions is his new Case LPG “’LA” tractor, 


says N. W. Paul of Bentley, Alberta. 


(Right) 


Owner Paul and his family. 


Daughter Mildred (age'l1), who drives the tractor in haying time, finds it easy 
to handle in the field. 














WHEN YOU TURN OFF your ignition key the 
Century Fuelock cuts off the LP-Gas against 
any pressure. Operating by magnetic action 
this simplest and smallest of locks draws no 
more current than the average truck’s dash 
light. It fits neatly on top of the Century 
Strainer and in this position gives positive 
protection because scaling copper lines are 
eliminated. 

The newly improved Century Strainer 
and Fuelock combination keeps scale and 
other foreign matter from reaching the con- 


Lock off 
THE GAS 


with your 
ignition key! 


verter’s valves. It is your best insurance 
against leaky valves in your LP-Gas con- 
verter. Installation is easy and it requires no 
attention beyond an occasional cleaning. 
Century Carburetion for all engines includes 
a Strainer, Fuelock, a Converter and Car- 
buretor: 

Century LP-Gas Carburetion equipment 
is made with precision steel dies of light, 
strong and attractive aluminum alloys. 
These alloys cannot rust. They resist corro- 
sion by chemicals, conduct heat efficiently. 


CENTURY GAS EQUIPMENT CO. 
11188 Long Beach Boulevard, Lynwood, California 
Oldest Manufacturer of LP-Gas Equipment 

















NATIONAL LIQUID 
TRACTOR KIT 


NATIONAL CARBURETION 
% National Carburetion for all gas- 
gasoline engines. 


*% Domestic, motor fuel, tractor custom- 
built tanks. 


% 20H, 60#, 100# I.C.C. cylinders. 
* L.P. fittings and regulators, valves. 


%* Flare tube fittings and copper tub- 
ing. 


*% Propane hose, L.P. pumps, all ac- 
cessories. 


Aggregate Mixed and Heated by LPG 


The paving material is mixed in a 


Write, wire or call us for your National 

Catalog today. Contact our home office 

for available dealerships and distribu- 

torships. THE COMPLETE LINE FOR 
BUTANE DEALERS. 


L. P. gas finds another use—this 





UNIVERSAL PRODUCTS, INC. 
LPG Carburetion Division 
6918 Lindberg Street, Houston 17, Texas 











time in supplying heat and power to 
the asphalt aggregate mixing plant 
of the Lee McLean Construction Co. 
at Springfield, Mo. Tri-Gas Co., of 
Springfield, made the installation. 





You can rely on BEAM 


for Top Performance 


TESTED and APPROVED 
on all Size Engines 


large drum and flows into the re- 
volving drum shown in Fig. 1 where 
it is mixed into the finished product 
under heat generated through the 
two flame injectors shown pointed 
into the drum opening. Gas comes 
from the main line through 3-in. pipe 
into each jet. The unit burns a peak 
of 250 gallons an hour when the plant 
is running at capacity. 

Pilot lights are mounted atop each 
jet, carrying gas from one of the 3- 
in. lines as shown. 

Butane is also used on the big in- 
ternal combustion engine shown in 
Fig. 2 which supplies the power 


needed for not only the aggregate 
mixing drum but for the heated drum 
,in which the asphalt and aggregate 
are mixed at 60-lb. pressure. Car- 
buretor and lead arrangement on the 
big engine are shown in the center 


Beam equipment is available for all conver- 
sions—Trucks, Buses, Automobiles, Tractors, 
Fork Lifts and Stationary Engines. Carbure- 
tors include Adapters, straight L. P. Throttle 
Bodies and Spud-in Blocks for the type con- 
version you prefer. Advanced design per- 
mits quick installations, simple adjustments 
and dependable, trouble-free performance. 








DEALERS! 


A few choice territories 
are available. Write for 
information today. 


Buy the Best 
—Buy BEAM! 











for 


Sold through 
authorized Dealers 
and Distributors. 





THE PARKDALE COMPANY 


2642 LACY STREET LOS ANGELES 31 CALIFORNIA 


Fig. 2. LPG engine supplies power for 
mixing drum and for heated drum. 
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New Florida Terminal 
For Warren Petroleum Co. 


Warren Petroleum will open a new 
terminal and storage plant for L. P. 
gas at Tampa, Fila., in the late fall. 
With an estimated storage for one 
million gallons, the facilities will in- 
yolve an investment in excess of 
$700,000, and deliveries to the new 
stee| storage installation will be made 
by pressure barge. 


LPG Financing Listed 


Five distributors of bottled or L. P. 
gas obtained six long-term loans ag- 
gregating $4,900,000 from life insur- 
ance companies and other investing 
institutions in 1952, according to The 


f 1953 Yearbook of Private Placement 


Financing, published in July by E. V. 
Hale & Co., Chicago private place- 
ment specialists. This represents 
a considerable drop in dollar volume 
from 1951, when three companies re- 
ceived four loans aggregating $6,350,- 
000 





*300,000% 


IN PARTS ON HAND AT ALL TIMES TO 


Protect All DIX CARBURETOR Users 


If, through excessive hard use, it becomes necessary to rebuild 
a DIX Carburetion Unit within 5 years, the factory will rebuild 
same for $5.00, plus cost of parts (our national average is under 
$7.00 for complete job). Units rebuilt and returned same day 
received — minimum of time out of service. 


PROOF OF PUDDING — This extremely low cost of rebuild- 
ing DIX LPG Units is many times cheaper than rebuilding any 
other make of LPG carburetor (also including most gasoline 
carburetors). No wonder fleet owners everywhere are installing 
DIX LPG Units — the simplest of them all — easiest to install 











aa An issue of $2,800,000 12-year — longest lasting — most economical to operate. 
eel 4.75% notes of General Gas Corp. and 
ect [ Dsts Tank Manufacturing Corp wa DIX MANUFACTURING CO. 
the 9 Me ‘argest of hat apo § ¥ sia bg 3447 East Pico Boulevard - Los Angeles 23, California 
nted § = ue.o ee notes of Su- Export Office - 301 Clay St., San Francisco 11 - Cable FRASEN 
lls burban Propane Gas Corp. was next 
pipe 9 2 size. Other companies which ob- 
peak tained private placement financing 
coal during the year included Bottled Gas 
, Corp. of Virginia, $300,000 and $50,- 
ail 000; Union L. P. Gas System, $300,- 
be & 000; and Fannin’s Gas & Equipment 
Co., $300,000. 
g in- 
nm in 
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rum 4 CYLINDER MANIFOLDS 
pe WATER PUMPS 
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Hycar rubber valves have now been 
usec in over 1,000,000 liquefied pe- 
troleum gas regulators manufactured 
by Fisher Governor Co., Marshalltown, 
lowa. Two of these rubber pressure- 


JOHNSON’S 


High Compression 


Pistons * Manifolds * Pumps 


Butane Manifolds for John Deere 
Models 4 “" “B,” aid 3 al 

Butane Manifolds for International 
“Hy” & “iM” 

Butane Manifolds for Allis Chalmers 
“We “WC,” “WA,” Wr”? 

Water Pumps for John Deere 
Models “cS” CA & “BR” 


ALUM. 
DOME-HEAD PISTONS 


+ Wie Toler al Bat 
COLD MANIFOLDS 





Connally Bearing Co. 
Amarillo, Texas 
Implement Dealers 
Randolph, Iowa 


activated valves are used in each 

Gutomatic changeover regulator, and 
for they are made by the B. F. Goodrich 
um, Chemical Co. i 


Johnson Machine Shop 


914 E. Howard St., Pontiac, Illinois 
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HELP WANTED 


Display-classified advertising rates can be secured by writing 
publisher. For regular classified advertising, set in 7 point type 
without border or display, the rate is $1.00 per line per insertion. 
Count each letter and space between words and allow 46 letters 
and spaces per line. Minimum charge is $3.00 per insertion. 
Classified advertising payable in advance. Copy and payment 
must reach publisher’s office prior to fifth of month preceding 


date of publication. 


BUSINESS OPPOR. OFFERED - Cont. 





WANTED: MANUFACTURER’S REPRE- 
sentatives to sell high-quality old line Gas Boilers, 
Furnaces, Floor Heaters and Conversion Burners 
on commission. Men with established trade in 
non-competitive lines will be considered. We have 
several choice, protected territories available. 
You must be aggressive and qualified to handle 
heating sales. Write Box 255, BUTANE-PRO- 
PANE News, 198 South Alvarado St., Los An- 
geles 57, California. 


MANUFACTURER’S REPRESENTATIVE 
contacting L. P. gas dealers and distributors 
wanted to handle a bottled gas stock tank heater 
which is a proven item and free of condensation. 
Number of good territories are open. Write Box 
275, BUTANE-PROPANE News, 198 South 
Alvarado St., Los Angeles 57, California. 


OUR PREFERENCE IS TO WORK WITH 
experienced L. P. G. men. Write us. Oil In- 
dustry Employment Service, 405 Tuloma Bldg., 
Tulsa, Okla. 


YOUNG, AGGRESSIVE SALES TRAINEE 
for L. P. gas and Anhydrous Ammonia System 
sales. Free to travel, perferably single. Previous 
sales experience and knowledge of L. P. gas in- 
dustry helpful. State complete background and 
sales experience in application to: General Man- 
ager of Sales, The J. B. Beaird Company, Inc., 
P.O. Box 1115, Shreveport, Louisiana. 





SITUATIONS WANTED 





INSTALLATION AND SERVICE MAN 
wants work in Northwest. Several years L. P. 
experience. Write Box 335, BUTANE-PRO- 
PANE News, 198 South Alvarado St., Los An- 
geles 57, Calif. - 





BUSINESS OPPORTUNITIES OFFERED 





RETAIL BOTTLE AND BULK PLANT 
priced to sell. Middle-west. Write Box 300, 
BUTANE-PROPANE News, 198 South Alvar- 
ado St., Los Angeles 57, California. 


FOR SALE: L.P.G. BULK AND BOTTLE 
business, located in Kansas, established in 1940. 
At present grossing owners $1,500.00 monthly on 
gas sales alone. Business includes two delivery 
trucks, one pickup, domestic tanks and bottles. 
All this and including inventory for only 
$18,000. Some terms available. Write Box 305, 
BUTANE-PROPANE News, 198 South Alvar- 
ado St., Los Angeles 57, California. 


ANNOUNCING THE OPENING OF A 
new service to the L. P. gas industry. Twenty- 
three years’ experience in the business from 
truck operator to wholesale distributor. We come 
in contact with many people engaged in the busi- 
ness. Give us your listings—either to buy or 
sell L. P. gas properties. We have a staff 
equipped to go anywhere at anytime. All listings 
treated as confidential. Satisfaction guaranteed. 
The George Self Agency, Ponca City, Oklahoma. 


FOR SALE: RETAIL BOTTLE AND BULK 
business, 3 trucks, 36,000 gal. storage, about 
650 customers, 875,000 gal. yearly; nice loca- 
tion in Kansas. $20,000.00 down. Write Box 
315, BUTANE-PROPANE News, 198 South 
Alvarado St., Los Angeles 57, California. 
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L. P. GAS BUSINESS IN PROSPEROUS 
town in center of rich Utah valley. 17,000 stor- 
age on siding. Two bulk, one bottle truck and 
sales car. Leased tanks, service equipment, ap- 
pliance showroom, warehouse. Well established 
profitable business; annual sales $81,000.00. 
Price right but substantial down payment re- 
quired. For particulars write: W. G. Rathmann, 
3130 Manchester Blvd., Inglewood, California. 


DO YOU WANT TO BUY OR SELL L. P. 
gas business? We have propane bulk and bottle 
plants throughout the upper midwest. For years 
we have specialized in the sale of Petroleum 
Properties. Petroleum Marketers, 605 Produce 
Bank Bldg., Minneapolis 3, Minnesota. 


PROPANE CASH & CARRY SALES IN 
heart of Southern California. Largest trailer 
court colonies. 2500 gal. storage tank, 500 gal. 
48 Ford truck, both equipped with Neptune 
meters and Smith pumps. Located at intersec- 
tions of two main blvds. Excellent trailer sup- 
plies and motor fuel location. Reasonable rent. 
Priced to sell. Good start for aggressive man. 
Write Box 345, BUTANE-PROPANE News, 
198 S. Alvarado St., Los Angeles 57, Calif. 


FOUND—A BUYER 


FOR BOTTLED GAS BUSINESS 


COST — $5.25 


An Ohioan did it with a one-time insertion of a 
6-line ad in the classified columns of BUTANE- 
PROPANE News. He found his buyer among 
the first eight replies! 


FOR SALE: CHANCE OF A LIFETIME. 
To someone with proven ability, to buy half 
interest in a well-going L. P. gas business in 
western Tennessee. 600 bulk, 200 bottle custo- 
mers, 60,000 gallon storage; gas sales 1952 over 
700,000 gallons. Owner bad health. Write Box 
340, BUTANE-PROPANE News, 198 South 
Alvarado St., Los Angeles 57, Calif. 


MANUFACTURER’S AGENTS, L. P. GAS 
distributors, and dealers make money selling 
Fairfield Stock-O-Matic water fountains. First 
L. P. gas burning, fully automatic, non-freezing 
fountain ever offered for pump jacks, pressure 
systems or gravity flow. Many other special fea- 
tures. Valuable territories and franchises, now 
available. For full details, write or wire FAIR- 
FIELD ENGINEERING CO., Fairfield, Iowa. 


ORIGINATOR OF PRACTICAL BUTANE 
carburetion and patentee of numerous types now 
in use has new and much improved design. 
(Pats. Pend.) Will license firm desiring to manu- 
facture and sell. G. L. Holzapfel, 515 E. 15th 
St., Los Angeles 15, Calif. 





SWAPS 


TRADE—1947 STUDE. 900 GAL. PROPANE 
tank, Neptune meter, L.P.G. carburetion, A-1 
condition for truck in A-1 condition, 500 - 600 
gal. propane capacity. Further particulars if 
needed. Jack H. Diggins, Beacon Rockgas, Box 
11, Felton, California. 








BUSINESS OPPORTUNITIES WANTED 


WANT TO BUY 


a Bulk Plant or 
BOTTLED GAS BUSINESS? 


A classified ad in BUTANE-PROPANE News 
will bring quick results at a minimum cost. Box 
145 got 28 replies to his $11 ad — less than 40¢ 
a reply! 





FOR SALE— TRUCKS AND TRAILERS 


NEW: IMMEDIATE DELIVERY. 1400 WG 
U69 propane lightweight twin barrel delivery 
unit. Mounted on new 1953 2-ton, 2-speed Chev- 
rolet truck. Fill and vapor hose assemblies— 
Viking Mechanical Seal Pump—power take-off 
assembly. READY TO GO FOR $3845.00 tax 
paid. Also available at low extra cost: meters— 
fire extinguisher—motor fuel tank and L. P. car- 
buretion. American Tank & Manufacturing Co., 
1936 West Commerce Street, Dallas. Telephone 
Riverside 9183. 





TWO-TON 1946 DODGE TANK TRUCK— 
1000 WG, meter, pump and 50 ft. hose. Propane 
carburetor, 40 gal. external tank, two-speed axle. 
All in good condition; $1500.00. Jackson Ap- 
pliance, Marshall, Missouri. 


NEED A WORKHORSE? WE HAVE NEW 
1953 Model 353 GMCs; 2 ton, 2 speed, w/8 :25 
tires equipped with a 1400 WG Nor-Tex Stand- 
ard Twin Propane unit. It’s skirted, plumbed 
and perfectly balanced! Complete with recessed 
fuel tank, Viking KK190 pump with mechanical 
seal, 50’ filler hose, ICC lights and power take- 
off with spline jack shaft. Finish is aluminum 
paint over red oxide. Tax paid and ready to go. 
$4043.80 FOB North Texas Tank Co., Box 519, 
Phone Central 5416, Denton, Texas. 


A PACKAGE UNIT SPECIAL! A NEW 1953 
2 ton, 2 speed Chevrolet equipped with a 1250 
WG Nor-Tex Standard Twin Propane Unit. It’s 
skirted, plumbed and perfectly balanced! Com- 
plete with recessed fuel tank, Viking KK190 
pump with mechanical seal, 50’ filler hose, [CC 
lights and power take-off with spline jack shaft. 
Finish is aluminum paint over red oxide. Tax 
paid and ready to go $3919.85 FOB North 
Texas Tank Co., Box 519, Phone Central 5416, 
Denton, Texas. 


1950 F-6 FORD 2-TON TRUCK, NEW “10- 
tor, with 1250 gal. single barrel propane «ink. 
Equipped with 50 GPM mechanical seal C«-ken 
pump, fuel tank, filler and vapor hoses. !itts- 
burgh reset meter, 20# extinguisher, Ce: ‘ury 
carburetion, ready to go. $2,500.00. Far. .as, 
Box 454, Enid, Oklahoma, Phone 4666. 


SPECIAL: AMERICAN “BETTER-B!ILT” 
lightweight 1400 water gallon U69 propane ‘win 
barrel delivery unit, with Viking Mech: ical 
Seal Pump—Neptune Print-O-Meter—fil! and 
vapor hose assembly—mounted on new 1953 2- 
tone, 2-speed GMC, 125 hp engine with 3.25 
tiree—READY FOR SERVICE. PRICED AT 
$4475.00 tax paid FOB Dallas. Other sizes «vail- 
able at comparable low cost. American Tank & 
Manufacturing Co., 1936 W. Commerce Street, 
Dallas. Telephone Riverside 9183. 
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FOR SALE—TRUCKS & TRAILERS-Cont. 


FOR SALE—MISC. - Cont. 





LATE 1949 TWO-TON GMC TRUCK, 
equipped with 9.00 x 20 tires, Smith packless 
pump, and 1600 gallon water capacity tank. 
Firs: $2100 takes this, ready to go. Glo Bottle 
Gas, Mitchell, South Daketa. 





FOR SALE— TANKS AND CYLINDERS 





AT DEPRECIATED PRICE, 800—60#— 
4B240 Pressed Steel Tank Company cylinders. 
City Gas Service, Inc., Wisconsin Rapids, Wis- 
consin. 


CYLINDERS ICC, 4B240. BRAND NEW. 
100 lbs. capacity, TW 70 lbs. $13.95, valve extra. 
Also 20 Ib. capacity with Rego valve complete, . 
$9.45. Lower prices for large quantity orders. A 


_ complete stock of regulators and fittings for im- 


mediate shipment. F. O. B. Cleveland, Ohio. 
Home Gas Equipment Co., 1301 Carnegie Ave., 
Cleveland 15, Ohio. 


FOR SALE: 200 ICC-4B240 TYPE PRO- 
pane cylinders, 150 Ib. capacity. See at Skelgas 
Bottling Plant, Franklin Park, (Chicago) Illi- 
nois. $7.75 each in lots of 25 or more. Skelgas 
Division, Skelly Oil Company, 605 W. 47th St., 
Kansas City, Mo., attention: J. C. Hastie. 





FOR SALE—MISCELLANEOUS 





FOR SALE—IMMEDIATE DELIVERY! 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic. Clean filtered smoke, Distributes 
heat uniformly. Low gas consumption. Auto- 
matic temperature and pilot control. Less pro- 
duct shrinkage. Easily installed. Write for de- 
scriptive pamphlet. Eureka Equipment Company, 
P. O. Box 396, Beloit, Wisconsin. 


“STOP THAT LEAK”. ITS EASY TO FIND 
with Leak Detecto Brush. $3.75 ea. Quantity 
discounts. Solution, 5-gal. $7.50. 1-gal. $1.75. 
» pascal Stores, Inc. Box 5057, Columbia, 


COPPER TUBING—%” OD X .032 WALL 
—50 ft. coils, lots of 10 or more $4.95 per coil. 
Less than 10 at 50c per coil. Freight prepaid on 
20 or more coils. Home.Gas Equipment Co., 
1301 Carnegie Ave., Cleveland, Ohio. 


ALUMINUM CYLINDER PAINT. EXTRA 
heavy body, long lasting, 10 minute drying, for 
spray or brushing. List price $4.30 per gallon. 
Your cost $2.85 per gallon. Freight prepaid in 
lots of 20 gallons or more. Finest quality paint 
you can buy for bulk tanks or cylinders. Home 
Gas Equipment Co., 1301 Carnegie Ave., Cleve- 
land 15, Ohio. 


NEW UNIVERSAL ORIFICES SIMPLIFY 
tange conversions to or from any type gas— 
butane, propane, natural, mixed or manufac- 
ture. Merely insert needle point in valve barrel 
and screw hood orifice down tight for L. P. gas. 
To aljust to any other gas just loosen hood and 
allow more gas into burner. No further change- 
over ever necessary. Install in new and used 
rang<s not so equipped. Many dealers have wel- 
come this new practical inexpensive asset to 
sales and service. Order yours today. Needle 
Point: in drill sizes 72-71-70-69-68 for top burn- 
ers and numbers 56 and 55 for ovens. Universal 
hoods are drilled to fit. Universal needle points 
7%4¢ cach, universal hoods 6%4¢ each. In quan- 
tities of 1000 pieces or more needle points 61%4¢—_ 
hoods 5%¢. Shipped postpaid when check accom- 
Panies order, otherwise parcel post C.O.D. Bal- 
ancei stock costs so little——saves so much. 
MARSH’S, 3536 Lamar, Memphis 18, Tenn. . 


SUPERMAN IS ENTIRELY FICTIONAL 
of course, but for real-life super pumps, ‘write 
Smith Precision Products Company, 1135 Mis- 
Sion Street, South Pasadena, California. See 
our display ad on Page 117. 
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GALVANIZED HOOD, STAND, AND BASE 
to protect your two cylinder installation; $5.45 
each. Packed 10 to a carton. Also Rego or Fisher 
2-cylinder regulator, T block, and 2 pigtails at 
$4.65 each. Sold on satisfaction or money re- 
funded. Home Gas Equipment Co., 1301 Car- 
negie Ave., Cleveland, Ohio. 


15 CAST IRON 100,000 BTU INPUT NAT- 
ural Gas hot water heating boilers which may 
be easily converted to L. P. gas. Ridiculously 
low sacrifice price. Homer Foundry Corpora- 
tion, Coldwater, Michigan. 





PROFESSIONAL SERVICES 





LET MY LP EXPERIENCE WITH OVER 
100 operating properties increase your profits. 
Floyd F. Campbell, Management and Sales Con- 
sultant, 821 Crofton Ave., Webster Groves 19, 
Missouri. 


MANAGER: MEDIUM SIZED GAS COM- 
pany or group of small properties. Interested in 
becoming associated with larger operation. Ex- 
perience covers all phases of general sales man- 
agement, and general management with manu- 
factured gas utility as well as propane-air plants 
serving bottled gas beyond.the mains. Out- 
standing record proves ability covering adminis- 
tration of operations and new business. Will 
have excellent reference. Would be available the 
latter part of July. George F. Wells Jr., 626 S. 
Main St., Athens, Pa. 


INDIVIDUALLY DESIGNED 
BULK PLANTS 


H. Emerson Thomas 
& Assoc., Inc. 
Westfield, N. J. 





Short Course On Heating 


Some thirty-five men from nine 
states enrolled for the recent three- 
day short course at Purdue Univer- 
sity, studying how to make better use 
of liquefied petroleum gas in resi- 
dential heating. 

Prof. W. T. Miller, of Purdue, 
stressed four factors in heating re- 
quirements: the transmission of heat, 
the infiltration of air, ventilation, and 
combustion. 

Prof. Fred Morse, of Purdue, dis- 
cussed the effect of humidity, con- 
vection, and radiation on body com- 
fort. Ben Speaker, of Lafayette, de- 
scribed the methods used in calcu- 
lating heat losses in a building. 

Other speakers were: Frank Ryder, 
Stewart-Warner, Indianapolis; Jack 
Protheroe, Minneapolis-Honeywell, 
Indianapolis; Chris Nealy, LPGA, 
Chicago; C. E. Blome, Williams-Wal- 
lace Co., Dallas, Texas; Reginald 
Randall, Coleman Co., Wichita, Kan.; 
Prof. H. L. Solberg, head of the Me- 
chanical Engineering school, and 
Prof. John Hicks, agricultural eco- 
nomics, both of Purdue. 

States represented by the group are 
Indiana, Illinois, Ohio, Iowa, Ken- 
tucky, Pennsylvania, Wisconsin, Kan- 
sas, and Texas. 





For 7 Years We Have 
Been Helping LP-Gas 
Dealers to Get More 
Business with Direct- 
Mail Advertising 


we can help you! 


WRITE FOR SAMPLES AND PR 


advertising co. 


1503 N. E. 23rd Phone JA 8-7519 
OKLAHOMA CITY, OKLA 


\ 


{spe 


Specialists in 
LP-Gas Advertising 


Developers of the 
Official LP-Gas 
Emblem! 


— THE MODERN FUEL 
\ Where y i 






































HOOD, STAND & BASE 
COMPLETE 


This is an unusual value at a new 
low price. A sturdily built galva- 
nized hood assembly made to take 
the roughest handling. RUST-FREE, 
the hood requires no painting. A 
1%” angle iron stand connected 
to the solid corrugated asbestos 
base completes the unit. 

Packed 10 to a carton. 


Two cylinder regulator 
hookup —— $4.65 extra 


HOME GAS EQUIPMENT CO. 


Dept. 2B, 1301 Carnegie Ave. 
Cleveland, Ohio 
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* These advertisers carry additional 
information on their products in the 
1953 Butane-Propane Catalog. 


ADVERTISERS 


17 standard systems 

from 250 to 1,000 

smn. gallons — center and 

end-mount styles. The 

quality, safety, and service built 

into ‘these. tanks are second to 

none. Shipped moisture-free. Reg- 
istered with National Board. 


TANK DIVISION * IRVINGTON, NEW YORK 
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EVERYTHING IN AIR CONDITIONING 


Write Dest 


Gas Fired Unit Heater 


55,000 te 500,000 B.T.U. 


FOR USE WITH 
NATURAL, MANUFACTURED, 
MIXED, LPG AND LP GAS~- 
AIR MIXTURES 


usAlAce 








Adams Bros. Manufacturing Co., In 
American Car & Foundry Co 
American Liquid Gas Corp 
American Metal Products Co,, 
American Meter Co 
American Radiator & Standard 
Sanitary Corp. 
American yee & Manufacturing Co. 
Anchor Petroleum Co. Front nee 


Anco Manufacturing & Supply Co 
Anthony Co., The 
Armstrong Products Corp 


Bagwell-General Steel 

Barber Gas Burner Co 
Bastian-Blessing Co., The.... 
Beacon Petroleum 

Beaird, J. B. Co. 

Beals ‘Advertising Co. 

Behlen Mfg. Co. 

Birmingham Stove G Range Co. 
Black, Sivalls & Bryson, Inc.... 
Blodgett, G. S., C 

Bowser, ‘Inc., Incinerator Div. 
Brunner Manufacturing Co 
Bryant Heater Div... 

Buehler Tank &G We 


Butler Manufacturing Co. 


Calor Gas Co 

Carter Oil Co., The 

Century Gas Equipment Co... 

Charlotte Tank Corp 

Chevrolet Motor Div., General 
POE OIDs  Sscie sews sce th sbbens adie 

Cities Service Oil Co 

Coleman Co. 

Columbian Steel Tank Co 

Corken’s, Inc. 

Coroaire Heater Corp. 

Crown Stove Works 





Davis Engineering Corp 
Dearborn Stove Co 
Delta Tank Manufacturing Co., 
Detroit-Michigan Stove Co 
Dix Manufacturing Co 
Dixon Valve & Coupling Co 
Downingtown Iron Works 
Drake Townsend, 
du Pont de Nemours & Co., 

- J, Fabrics Div 


Ellis Manifold Co 
Empire Stove Co... 
Ensign Carburetor Co... 
Ever-Tite Coupling Co.. 


Filter-Soft Corp. 
Fisher Governor Co.... 
Flint Steel Corp. 


Gas Appliance Mfrs. Assoc 
Gas Equipment Co., | 

Gas Equipment Supply Co. 
Gas-Kit Co., In 

General Gas Light Co. 
bogs hy wenp Heater Corp... 


Hamilton dare Co 
Handbook Butane-Propane Gases 
Handley-Brown Heater 

Hannay, Clifford B. & Son, Inc 
Hardwick Stove C 
Harper-Wyman Co. . 

Harrisburg Steel Corp... 

Harrison Steel Cabinet Co.. 
Holsclaw Bros., 

Home Gas Equipment Co 


Imperial Brass Mfg. Co 
International Harvester Co 


Johnson Gas Appliance Co 
Johnson Machine Shop 


Kerotest Manufacturing Co... 
Krug Co., D. H 


Linde Air Products Co., Division of 
Union Carbide & Carbon Corp 

Liquefied Petroleum Gas Assn., 

LPG Credit Corp. 

Lubbock Machine & Supply Co 


Madden Brass Products Co 

Magic Chef, Inc 

Malleable Steel Range Mfg. Corp 

Mallinckrodt Chemical Works 

Manchester Welding & 
Fabricating Co. 

Marsh's 

Martin Stamping & Stove Co 





Marvel-Schebler Products Div., 
Borg-Warner Corp. 
Master Tank & Welding Co............. 
McCabe-Powers Auto Body Co 
McNamar Boiler G Tank Co 
McNamar & Crowley, Inc 
Midland Parts & Bearings Co 
Minneapolis-Honeywell 
Regulator Co. 
Moellenbrock & 
Motor Wheel Cor 
Mutual Liquid Gas Equipment 
ot A |” -Apeeyap yokes Patty sae ait ann Seo 116 


National Committee for L. P. Gas 
Promotion, 

National Petro-Chemicals Corp 

Neptune Meter C 

North Texas Tank Co 


Odin Stove Manufacturing Co 
Ohio Foundry & Manufacturing Co... 


Pacific neon Products, Inc... 
Parkdale Co., 

Peck & Hale, 

Peerless Manufactur 

Penn Brass G Copper €o 

Perfection Stove Co 


Phillips Petroleum Co 
Pittsburgh Equitable Meter Division.. 
— Steel Tank 

pSesaedhowcuab seve da sabia Second Cover, 
Pure: Oil Co., The 


Radiator Specialty Co... SibiZ 
Radio Corporation of America.. 
Ransome Co. 
Rector Well Equipment Co 
Reliance. Tubular Products Co... 
Remington Rand, 
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Reznor Manufacturing Co 
Rheem ae ne Co.. 
Ridge Tool Co., 

Robertshaw- Ratton Connie Co 
Rockwell Manufacturing Co 
Rockwood Sprinkler Co 


ov 


V~n— 


Royston Laboratories, 
Ruud Manufacturing Co 
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Scaife Co. 
Security i malay a mereee, Co. 
Selwyn-Landers Co. ... Third Cover 
Servel, Inc. 
Shell Oil Company 
Sinclair Oil G Gas Co. 
Smith Corp., A. O. (Gas Tanks 
Smith Corp., A. O. (Water Heat: 
Smith Precision Products Co. 
Southwest Gas Equipment Co 
Sprague Meter Co.. 
Squibb-Taylor, In 
Stampings, Inc. 
Stanolind Oil & Gas Co 
Steel Cooperage Div. of 

The Serrick Corp. 
Stiglitz Corp., The... 
Sunray Oil Corp. 
Super-Chef Secusbastucie Co.. 
Superior Manufacturing 
Superior Tank & Construction Co 
Superior Valve & Fittings Co. 
Surface Combustion Corp 





Tappan Stove Co 
Temco, Inc. 
Tesco, Inc. 
Texoil > ipment, 

Thomas Truck & Caster Co 

Toledo Pipe Threading Machine Co. |‘ 7 
Trageser opper Works, Inc. Fourth ih 
Trinity Steel Co., 

Turner Brass Works 


Union Carbide & Carbon Cos The 
Linde Air Products Co. 

United Petroleum Gas Co 

United States Rubber Co.... 

United States Stove Co.. 

Universal Petroleum Co.. 

Universal Products, 

U. S. Air Conditioning Corp... 


Viking Pump Co 


Waldorf Heater Co 

Warren Petroleum Corp.. 
Weatherhead Co., The 
White River Distributors, Inc. 
William Wallace Co.... 
Worthington Corporation 
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